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The Man Who Makes or Breaks the Season 


son it is well to point out the sort of spirit that 
will make good business for the year 1919. 
The herald ofthe advance season is the traveling shoe 
salesman and in just the manner in which he meets 
the merchant depends the success of every branch of 
the trade from the merchant customer to the tanner. 

The majority of salesmen have used the month of 
February in studying costs at the factories, the price 
situation of raw materials, the subject of labor in- 
creases and the many details that go into the most 
complex article of wearing apparel sold to the Ameri- 
can public. 

The traveling shoe salesman with his close contact 
with the merchant customer during the next few 
months should be well prepared to give to that cus- 
tomer a number of new ideas which come straight 
from the market and which are pertinent to the foot- 
wear upon which orders are to be placed. 

The real up-to-date salesman will have an answer 
ready for the merchant who says to him, “What am I 
going to do on the price situation? The public says 
food stuffs, some apparel and a great number of com- 
modities have dropped in price why is it that shoes 
remain as at the War period>”’ If the salesman has 
been a keen observer at the factory, has had the 
benefit of the sales conference with the executives, 
and has diligently read the “Boot and Shoe Re- 


O N the eve of a most important shoe selling sea- 


corder,”’ he should be able to answer this question, . 


first to the satisfaction of the merchant who must place 
his orders for delivery and second to the satisfaction 
of the merchant and his clerks who have to transmit 
the argument to the public. 


This is indeed the first principal topic that will con- 
front every salesman upon his visit to his merchant 
client. If that salesman can cultivate confidence, 
he is doing his bit in making reconstruction safe for 
American industry and safe for the prosperity of the 
individual business concern that he serves when he 
takes the order. 

Here is an actual occurrence. A merchant saw a 
traveling man coming down the aisle of his store and 
involuntarily seized his hat so as to go to the hotel 
sample room. He had every desire to place his order 
at an early date and in volume. The first remark of 
the traveling salesman to the query, “How is tricks?” 
was “Rotten.” The result was the merchant hung up 
his hat, dismissed the salesman and let two other 
salesmen, who followed the first harbinger of gloom, 
slip by without placing an order. The result was 
that the three salesmen lost their order and the mer- 
chant, a month or two later, acknowledged that he 
lost money by not ‘buying the line that the first man 
showed, simply because the impulse to buy was 
knocked out of him. 

In this week’s issue we give a census of the trend of 
business, being a cross-cut of the opinions of merchants 
the country over. Merchants are optimistic and the 
conventions the country over have shown that they 
are conversant with the conditions in the industry. 

January was an exceptionally good month, the 
country wide. Stores have experienced the greatest 
‘Leather Weather’’ in the history of the shoe trade. 
Soles wore out, where in other years they were con- 
served by the wearing of rubbers. Many stores sized 
up on boots in February. 


~ 











The salesman can thus see that he is starting out 
on the most favorable conditions and it is up to him 
to make every order taken satisfactory to the mer- 
chant who is content that the price is fair and the 
salesman should: strive to make every dollar’s worth 
of merchandise bought by the merchant, salable and 
profitable. This is the duty and the responsibility of 
the traveling shoe salesman—the contact man between 
manufacturer and merchant. 





“To Buy or Not to Buy”’ 


HE signing of the armistice settled many ques- 
tions that have agitated the business men 
throughout the country; but that event also created 
many new conditions and gave rise to many new 
questions that are as definite in their solution as are 
the war-time problems. 

The general public had been told and convinced 
that the high price of commodities was the direct 
result of the war; that the unprecedented demand 
for materials and labor was responsible for the un- 
heard-of, inflated price scale. The public had been 
told that with the end of the war would come a 
natural gradual decline, or possibly an abrupt slump 
in the prices of commodities. 

Immediately after the signing of the armistice, the 
merchants in many sections of the country were con- 
fronted with the demand for lower prices. In most 
instances the cry soon subsided and did not create 
any disturbance in the volume of business. 

Within the past few weeks there have been de 
clines more or less marked in steel, coal, copper, raw 
cotton, and some other materials; this is also true of 
some food products. 

In most instances when prices have declined the 
reason is to be found in the simple fact that for the 
moment there has been a cessation of an abnormal 
demand which was created by war activities. For 
instance, thousands of coal mines were opened be- 
cause of the abnormal demand for coal in increased 
manufacturing, rail and ocean shipping, and for ex- 
port demands. With the signing of the armistice the 
demand ceased—consequently immense quantities of 
coal were thrown on the market and the price broke 
somewhat—especially in lower grades. 

In very few instances have labor prices been lowered 


BOOT AND SHOE RECORDER 


ecorder 





Feb. 22, 1919 








to any appreciable extent, and until there is a down- 
ward revision of the wage scale lower prices cannot 
be looked forward to, for the price level of commodi- 
ties depends almost entirely on the price level of 
labor or wages. “ 

Even in coal mining districts where there has been 
little work since the cessation of hostilities there has 
been no revision of the wage scale. 

Just now, but only for a short time there may be 
noted evidence of an oversupply of labor in some 
localities due to readjustment of plants and indus- 
tries from a war basis back to a peace basis. In 
other localities the demand now is beyond the supply. 
It should be borne in mind that there is now in the 
country a very severe shortage of man power. Im- 
migration, which for several years previous to 1915 


. amounted to around a million a year practically ceased 


in 1918. Legislation now pending in Washington, if 
passed, will continue this condition for at least five 
years. To this shortage, must be added the several 
hundred thousand soldiers that this Government 
must keep overseas. Besides this, thousands of for- 
eign born men who have accumulated a competence 
from war-time wages in this country are now ‘seeking 
passage back to Europe, so on the whole there is 
nothing to indicate an abiding abundance of labor 
nor a downward revision of the wage scale. 

In the face of these conditions lower prices on manu- ~ 
factured commodities cannot be looked forward to 
—not for many months at least. 

This seems to be especially true of leather and 
shoes. The world over there is a very serious short- 
age of cattle, hides and leather. Most European 
countries have placed an embargo on hides and leather. 

Leather, instead of being cheaper, is now higher 
than during the war period. This is especially true 
of kid leathers and the better grades of calf leathers. 
Since there has been a shading off on prices of cotton 
and some other materials, many shoe merchants have - 
shown an apathy toward buying for future needs, 
anticipating that shoe prices would follow the same 
downward trend. There is nothing in the present 
outlook to warrant such an assumption; in fact there 
are many indications that point to higher rather than 
lower prices in the better grades of both men’s and 
women’s shoes. 
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A prominent middle Western manufacturer of 
high grade shoes sums up the situation in this wise: 


“We do not think ‘that this is a market for the retail 
merchant to speculate on; but we do feel he should 
anticipate his wants as high grade shoes will be hard 
to get in the open market.” 

It might not be wise for a merchant to buy up to 
100 per cent of his anticipated needs for the six 
months of Fall and Winter business, but not to buy 
anything in anticipation of lower prices would surely 
be a policy of less wisdom. 

Business conditions at present are sound and 


generally are satisfactory. January business in most — 


localities was exceptionally good. Many buyers who 
had low shoes come in early to assure a goodly supply 
at the beginning of the season, have sold this mer- 
chandise to such an extent that they are now going 
into the markets and replenishing their stocks. 

Oxfords and pumps have been selling far beyond 
the usual volume. In many high-grade stores the 
sale of low cuts has constituted from 40 per cent to 
50 per cent of total volume. 

After all “Future Outlook” is and can only be, a 
mental condition—a direction of thought. 

Herman Oliphant, of the University of Chicago 
Law School, aptly sums up the business situation in 
this language. “If 
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Angles of’ the Embargo 


HE English embargo is interesting from several 

angles. A merchant at a recent convention said, 
“If we don’t ship any leather out of the country that 
will mean more leather at home and under the law of 
supply and demand, the price will drop.” 

The merchant little realized that the ‘“O” in em- 
bargo is somewhat of a loop hole for that very clever 
Percy Daniels of the English Buying Commission has, 
since January 1, bought upwards of eleven million 
dollars worth of leather for English consumption. 

The embargo may be applicable to individual con- 
cerns, but it is no drawback to the official English 
Buying Commission. It is also true that if a wide 
open opportunity was given to purchase American 
finished leather such a demand would be noted here . 
and the price of all leather would soar to heights 
previously unknown. . 

As one of the Englishmen said, “This method of 
embargo on finished material is the English idea of 
controlling and financing business during the recon- 
struction period and has merit from our viewpoint.” 

The other angle is that of analysis of the extension 
given the American shoe trade to ship 25 per cent of 
the importations of 1913. When you consider that 


_this basis is on dollars and cents and not on numbers of 


pairs, you will see 





large enterprises 
and individual 
consumers should 
become convinced 
that there is 
not going to be a 
lower level of com- 
modity prices in 
the near future 
they would not 
continue their atti- 
tude. of waiting, 
but would go about 
their business as 
usual’ with the re- 
sult our business 
would become and 
remain most prom- 
ising.” 


and the whole world. 


no health in it. 





EVERY MAN IS “NATURALLY” YOUR FRIEND 
ORE dangerous and damaging than the Siberian-German 
influenza or any other mortal plague is this diseased teaching 
that great classes of men are “natural enemies.” It is not “natural” 

“for any human creature to be the “enemy” of another. 

are false teachers who are setting against each other 
i? workers and employers, farmers and city-dwellers, producers 
and consumers, or nation against nation, as natural enemies. 
They are putting forward just as false and diseased a thing as 
“frightfulness,” or “might makes right,” or any other evil product 
of the morbid and insane thought which has so cursed Germany 


Every man is “naturally” your friend; every man is your brother, 
and your keeper; the Cult of Cain leads only deathward; there is 


that but nearly 
12% per cent of 
the shoes of 1913 
can be shipped 
this year. This 
means that one 
pair out of every 
eight can be 
furnished to those 
stores in England, 
many of which 
are run by Ameri- 
can capital, but 
_ employing Eng- 
lish help, paying 
English rents and 
being held respon- 
sible for English 


leases. 


Walter C. Taylor. 
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A Census of the Trend of Business 
A Natural Way to “Better Business’’---Early Orders and More Style 


shoe merchants in different sections of the United 
States for the purpose of taking a census of the trend 
of present business. The information contained on the re- 
turned questionnaires is the actual experience of the mer- 
chants “interviewed” and forms a correct 1920 survey which 
should be of benefit to the entire craft. We are treating 
each section of the country separately. Our first question 
was as follows: 
‘““WITH FOOD AND COMMODITY PRICES DROP- 
PING, WHAT DOES THE PUBLIC SAY ON SHOE 
PRICES?”’ 


f ie E “Recorder”’ recently wrote to a list of 2,500 retail 


What New England Says 


Boston reports that the public thinks shoe prices will soon 
drop; other sections of the State report a similar mental 
attitude on the part of people of their cities and towns. 

Rhode Island reports that one merchant is advertising a 
drop in prices and advises public to buy for present needs 
only—other sections state public is looking for lower prices. 

Maine says that some of its citizens expect lower prices of 
shoes; while some are willing to pay the higher prices, but 
insist on quality footwear. 

Connecticut reports an expectancy on the part of the pub- 
lic of a drop in shoe prices. 

Vermont says “‘Shoe Prices too High.” 


From the Middle Atlantic States 


In the Middle Atlantic Group the public of New York 
City and the State expect lower prices; New Jersey reflects 
a similar mental attitude; as well as Pennsylvania and the 
other States in this group. 


The Southern States Report 


The Southern States seem to reflect the mental attitude of 
an expectancy on the part of the public of a lower shoe price 
but in the majority of cases the merchants report that the 
public accept the present trend of prices on the basis of the 
high prices in other commodities. 


From the Central States 


From the Central States comes the report that the public 
expects, in the great majority of cases, that shoe prices will 
be lower. One merchant says, however, that when an ex- 


planation is made that leather is scarce and the whole world 
is in the market, the public grasps the correct situation. 


From the West 


In the West this question is not answered in many cases. 
but where it is answered the indication is that a lqwer price 
for shoes in anticipated. 


From the Coast 


On the coast there is again a tendency on the part of the 
merchants to ignore the question. One merchant, however, 
says that the public does not make any complaint on higher 
prices for shoes. : 


Is Present Business Healthy? 


To the second question “IS PRESENT BUSINESS 
HEALTHY?” 

Boston says, “Yes.’”’ The rest of the State averages a 
favorable report. 

An averaging of reports from Rhode Island shows a healthy 
condition of business. One mill town says that until two 
weeks ago, when mills went on short time, its businéss was 
ahead of ten years previous. 

New Hampshire averages a healthy shoe business; like- 
wise the Maine cities and towns; while from Connecticut 
and Vermont the majority report is a favorable one. 

In the Middle Atlantic States, the consensus of opinion 
is a healthy business. 

The South shows a healthy condition of the shoe business 
in almost every case; in fact, we would estimate that 99 per 
cent of the merchants have reported a healthy business. 

In the Central States the majority of merchants report a 
healthy business. Some say, “Never better at this season.” 

From the West the majority report to the question is, 
“Yes.” 

On the Pacific Coast the same healthy condition prevails. 


How are Clearances Going? 


To the third question: “HOW ARE YOUR CLEAR- 
ANCE SALES GOING?”’ 

Boston’s reports in every case, where a clearance sale has 
been conducted is—‘‘Going Well.” The rest of the State 
averages a good. report, although in some cases merchants 
report that they do not hold same. 
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Rhode Island, New Hampshire, Connecticut, Maine and 
Vermont report satisfactory clearances in the average where 
conducted; one Maine merchant says, “‘15 per cent increase 
over last year.” 

In the middle Atlantic States a satisfactory report from 
merchants is rendered on clearance sales although some of 
the merchants state that they have very little to clear and 
some say that they have not yet conducted one. One mer- 
chant in New York State says that his January, 1919, sale 
was 100 per cent over that of 1918. 

In the Southern States the report comes in the main, 
“‘Satisfactory.”’ Some merchants through the South report 
that they do not have clearance sales. One merchant writes, 
“Our clearance sale was a big success.” 

From the Central States comes the report that clearance 
sales have showed satisfactory results. Here again we note 
that some merchants say that they have not as yet conducted 
any; others say 60 per cent increase over previous year. 

In the West the majority of merchants say, “satisfactory 
clearances.” 

The Pacific Coast averages a good report. 


Are You Over-Stocked or Short? 


The fourth question: ARE YOU OVER-STOCKED 
OR SHORT ON SHOES FOR SPRING?’ 

Brings an average report from New England of a normal 
Spring stock. 

From the Middle Atlantic States, the average is normal, 
although some merchants report a shortage. 

In the South the average report comes to us as ‘‘Normal;” 
a few merchants report a shortage. 

In the Central States the majority of merchants report a 
normal condition with about the same percentage of shortage 
as indicated in the other sections. 

From the West comes the report of a normal condition 
although in some cases a shortage is reported. 

The Pacific States give an average report of “Normal.” 


Oxford and Pump Business 


To the fifth question: “HOW BIG AN OXFORD 
AND PUMP BUSINESS DO YOU EXPECT?” 

All of the Boston merchants report favorably—one mer- 
chant giving 90 per cent as the proportion of Oxfords and 
Pumps to be sold. 

From the rest of the State, the pumps and oxfords seem to 
have the confidence of the majority of the merchants in the 
expectancy of a big sale thereon. Maine’s averaged report 
is ‘‘Big;’’ the same for New Hampshire, Vermont, Rhode 
Island and Connecticut. 

New York State averages a most favorable anticipation of 
a big Summer pump and oxford business—one merchant 
predicting a 90 per cent sale. New Jersey, Pennsylvania, 
Maryland, Washington, D. C. and West Virginia predict a 
big Summer business on oxfords and pumps. 

From the Southern States the percentages are given as 
70 per cent, 85 per cent, 90 per cent—one merchant saying 
100 per cent. 

From the Central group a big oxford and pump business is 
expected. Some say, “We anticipate a large and early de- 
mand.”” The expectancy of percentages on oxfords and 
pumps seems to run up to 90 per cent of the goods to be 
sold, some merchants even expecting to do 100 per cent more 
business on oxfords and pumps this Summer than they did 
last Summer. 

In the West a big oxford and pump business is anticipated. 

The Pacific Coast reports from 50 to 100 per cent bigger 
business on oxfords and pumps this season than 1918. 
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Unanimous Verdict on Style 


The sixth question: ‘‘ARE THE PEOPLE OF YOUR 
COMMUNITY CALLING FOR STYLE?” 

Brings forth a unanimous verdict from Boston. The other 
cities of Massachusetts say unanimously, ‘‘Yes’’—and in the 
great majority of country towns throughout the State a 
style verdict is rendered. One town says, “Style first— 
Price unconsidered.”’ 

New York State is strong for style. A Rochester mer- 
chant says, “It’s all style.” New Jersey reports style a big 
factor as does Pennsylvania and West Virginia and the 
other States of the Middle Atlantic group. 

In the Southern States, the communities of the various 
towns and cities are calling for style—some merchants say, 
“Style regardless of price.’ 

The Central States—Ohio, Indiana, Illinois, iin’ Ken- 
tucky, Missouri, Michigan, Minnesota and Wisconsin— 
render a strong style verdict; many merchants say, ‘It’s 
all style.” 

The West says, ‘‘Style.”’ 

The Pacific Coast States say, “‘Yes,’’ emphatically. 


The Popular Color 


. Our seventh question: “WHAT COLOR IN WOMEN’S 
SHOES ARE MOST POPULAR?” brings forth from Mas- 
sachusetts the verdict of “‘Brown.” Blacks are prominently 


. mentioned. The rest. of New England gives the popularity 


to brown, although black and gray are spoken of strongly. 

In the Middle Atlantic States a favorable decision is 
awarded to brown. A few dealers give gray first choice with 
black reported as going strong. 

In the. Southern States the browns have it. One mer- 
chant, however, says, “Our trade is divided almost equally 
between grays, browns and blac 

In the Central States the verdict is ““Brown,’’ although 
many dealers put grays first and some say, ‘‘An equal divis- 
ion on all colors.” 

In the West the popularity is for brown with grays a close 
second. 

In the Pacific Coast.States the verdict is for brown. 


Opinions of Trade Acceptances 


On the eighth question: ‘‘WHAT IS YOUR OPINION 
OF TRADE ACCEPTANCES?”’ there is much division of 
opinion. It is evident that the subject of Trade Acceptances 
needs to be more thoroughly explained to the merchants of 
the country. Many of the New England merchants report 
that they do not use them. They discount their bills or pay 
in ten to thirty days; some of the very high grade merchants 
approve—others express no opinion, while still others say 
that they do not approve. 

The same evenly divided expressions of opinion exist 
throughout the Middle Atlantic States. 

In the South the majority of opinion seems to be unfavor- 
able to trade acceptances, although many merchants say that 
they should be used instead of credit. One merchant ex- 
presses himself in this wise: ‘‘We have found that trade 
acceptances may be interpreted in different ways. Some 
are an advantage to the retailers, others are no advantage.” 

In the West the opinion on a merchant’s trade acceptances 
is a favorable one. 

In the Pacific Coast States some of the merchants express 
no opinion, others report that they believe in them. 
In the Central States the opinion is equally divided between 
those who think favorably of them and those who do not 
favor them. One merchant writes in this wise: ‘“We con- 
sider it a good thing for retailers to use in purchasing from 
manufacturers, provided that they do not overstock. Would 





38 BOOT -AND SHOE RECORDER 


also recommend its use from the trade, provided great care 
is exercised in its use, as a trade accceptance, accepted froma 
poor credit risk would be of no value and a detriment to the 


retailer.” 


Community Care of the Returning Soldiers 

On the ninth question: “HOW IS YOUR COMMUN- 
ITY TAKING CARE OF RETURNING SOLDIERS?” 

New England’s majority report is that her soldiers and sail- 
ors are being looked out for and placed in good positions. In 
some cases an unfavorable report is made but it is safe to 
report that the cities and towns of New England, in at least 
90 per cent of the cases, are taking good care of their return- 
ing boys from the service. 

In the Middle Atlantic States the reports show that through 
the various civic organizations the boys are being looked out 


ELMER J. BLISS 


His presence in France requested by 

Gen. Pershing to open schools of in- 

struction in shoe fitting overseas so that 

American itionary Forces will be 

properly fit Mr. Bliss sailed Feb. 20 

to join Gen. Harford of Service Supplies 
Division. 


for in good shape. All the merchants report that they are 
assisting in this national movement. 

In the South the merchants are giving the boys their old 
jobs in every case. One merchant reports that most of the 
returning soldiers are expecting much better positions than 
they left. In some communities the report is that all of the 
boys have not returned. Again other cities report: “So far 
plenty of jobs, wages high and good.” 

In the Central States the reports are: “Fine,” “Taken back 
to old jobs immediately.” “‘Not many back as yet.” “‘Getting 
them back to work,” and “good.” While all of the boys have 
not yet returned to their communities, the consensus of 
opinion is that the interests of the boys are being well guarded. 

In the West a favorable report is made. 

In the Pacific Coast States the report is: “Good’’ and “A 
job for everyone.” 

Jobs and Wages 

To the tenth question: “‘ARE THERE PLENTY OF 
JOBS AND HOW ARE WAGES?” 

In New England the verdict is that there are by no means 
plenty of jobs but the wages are unquestionably very high. 
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In the Middle Atlantic States the report shows that wages 
are good, although jobs are not too plentiful. In some few 
places it is reported that there is a scarcity of jobs. 

In the Southern States the consensus of opinion seems to 
be that there are plenty of jobs at fair wages. In some few 
places, however, it is reported that there are not plenty of 
jobs, although the wages are good. 

In the Central States the answer comes back every time, 
“‘Wages are good.” There is a division of opinion, with equal 
proportion on both sides, as to employment—about 50 per 
cent report plenty of jobs while the other 50 per cent say 
there is a scarcity. 

In the West the report comes back “‘Wages are good,” 
and a division of opinion in regard to the number of jobs 
which are open. Some think that jobs will be plentiful 
“‘when the weather opens up.” 

The Pacific Coast reports, ““Good wages.” Some report a 
normal condition of employment and the opinion on the 
number of jobs open and the scarcity of jobs seems to be 
50-50. 

Our State Grouping Explained 

In preparing this census, we have grouped the country 
into states as follows: New England—Maine, New Hamp- 
shire, Vermont, Massachusetts, Rhode Island, Connecticut. 
Middle Atlantic States—New York, New Jersey, Pennsyl- 
vania, Delaware, Maryland, Virginia, West Virginia. South- 
ern States—North Carolina, South Carolina, Georgia, Ala- 
bama, Texas, Mississippi, Arkansas, Oklahoma, Louisiana, 
Florida, Tennessee. Central States—Kentucky, Ohio, Indi- 
ana, Illinois, Michigan, Wisconsin, Minnesota, Iowa, Mis- 
souri. Western States—Kansas, Nebraska, North Dakota, 
South Dakota, Montana, Wyoming, Colorado, New Mexico, 
Arizona, Idaho, Nevada, Utah. Pacific Coast States— 
Oregon, Washington, California. 


Prices and Conditions in England 
As Observed by Nathan W. Dennett 


Nathan W. Dennett, of Dennett & Prince, leather dealers, 
Boston, who is visiting Europe on business was requested 
by the New England Shoe and Leather Association to obtain 
some information in regard to the present and probable 
future wage scale in British shoe factories. Under date of 
January 21, Mr. Dennett sent the following interesting state- 
ment on this subject: 

“I find that clickers are earning from $17.50 to $22.50 
per week, that first-class sole cutters slightly more than this 
figure, and ordinary beam machine operators all earning 
from $15.00 to $20.00 per week. Hours of labor have been 
shortened and there is a nearly universal opinion that wages 
will never go back to the old rates and most people are 
confident that there will be little if any reduction in the 
amount earned by this class of shoe workers. 

“I find that there has not been the advance in wages to 
many kinds of clerks, etc., and my own opinion is that in a 
period of several years there will .be quite a percentage of 
decrease in wages among mechanics, etc., and a small advance 
among the clerks, etc. 

“‘Present prices of all kinds of merchandise are much above 
those in the United States, and I cannot make out how people 





“on mechanics wages can feed and clothe a family. Boots 


and clothing are retailing for at least 50 per cent more than 
in the United States and most ali kinds of food in the same 
proportion. Vegetables are not so far out of proportion, 
but meat of all kinds and fats of every sort are very high in 
price. 

“However, one who can pay the price can get along all 
RPM, Ce tiles tate Kes He's Ge eS 
ment during the last sixty days.” 
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Worcester Retail Shoe Merchants’ 
Annual Meeting 


**Some’”’ Meeting—Full of Pep and Enthusiasm—A 
Style Show Planned 


The Worcester Retail Shoe Merchants’ Association held 
its annual meeting Thursday, February 13, at Warren 
Hotel, commencing with a dinner at 6.30 P: M. 

The business meeting was called to order by President 
H. P. Shean, with the Roll Cail. 


Election of Officers 


Election of officers as follows: president, H. P. Shean, 
manager Heywood Shoe Shop; vice-president, H. L. Martin, 
manager Shoe Department, Denholm & McKay Co.; secre- 
tary, C. A. Derr of Derr & Sandquist; treasurer, John A. 
Field, manager Shoe Department, The Ware-Pratt Co. 

President-elect Shean gave a forceful talk on organization. 
A. Anderson, manager of I. H. Moss’ Shoe Department 
spoke on the St. Louis Convention, putting some real pep 
into the meeting. 

A Style Show Favored 


The next matter discussed was the style show which 
went through with a bang. All present were in favor of 
having a real style show to be held in Mechanics Hall, 
April 8. 

A Style Show Committee was appointed as follows: 
H. P. Shean, C. A. Derr, J. A. Field, A. Anderson. 

A meeting was held Tuesday morning, February 18, to 
arrange for Style Show, Publicity Committee to see to signs, 
cards, invitation tickets and advertising. Messrs. Derr and 
Field are to see to the building, runway and arranging of dis- 
play space. Arthur Anderson and Martin Phelan will have 
charge of the music and dancing. 

Publicity Committee was appointed as follows: A. Ander- 
son, H. L. Martin, Frank Donohue. 


To Establish Exchange Bureau 

The association voted to establish an Exchange Bureau 
with R. P. San Sousia in charge. If one merchant has over- 
bought on any one item he will share the excess merchandise 
with another merchant who may need same. This can be 
done by getting in touch with Mr. San Sousia in charge of 
the Exchange Bureau. It developed at the meeting that one 
merchant went to Boston four times for something he could 
have obtained from his fellow merchant next door. 

Another matter taken up was that factories and shops 


were selling work shoes to their employees at cost or slightly . 


over cost. The secretary was instructed to write national 
headquarters for advice as to how to handle this subject. 
Warren Hotel was selected for the association’s head- 


The Attendance Committee was appointed as follows: 
F. P. Kenyon, John Field, R. P. San Sousia. 

This meeting was the most successful in the association’s 
history. It was full of pep and real enthusiasm from the 
start at 6.30 P. M. until the finish at 11.00 P. M.—a profit- 
able evening for the large number in attendance. 





Two Hundreth Meeting and Dinner 


U. S. Senator George E. Chamberlain Delivers Stirring 
Address at Annual Meeting of Boston Boot 
and Shoe Club at Boston City Club—Union 
Labor Come to Stay in America 


There was a large attendance at the 200th meeting and 
dinner of the Boston Boot and Shoe Club Wednesday even- 


BOOT AND SHOE RECORDER 39 


ing, February 19. The dinner was held at the Boston City 


Club, instead of at the Hotel Somerset, and the excellent 


appointments of this world renowned club house were an 
added source of pleasure to the members of the Boot and 
Shoe Club. This is the thirtieth season of the club and this 
occasion also was the annual meeting, President William H. L. 
Odell, presiding. At the conclusion of the dinner the business 
meeting was held Following the annual reports these 
officers were elected for the ensuing year: 

Officers of the Club, 1918-19: President, William E® L. 
Odell; first vice-president, Oliver M. Fisher; second vice- 
president, Charles M. Lawrence; secretary, Thomas F. 
Anderson; treasurer, Frederick M. Haynes; assistant secre- 
tary, George W. Wright. 

Executive Committee: Jonathan Brown, Jr., J. Brown & 
Sons, Salem; Charles A. Coe, United States Rubber Com- 
pany, Boston; E. D. Cox, United Last Company, Boston; 
Philip English, Jr., Witherell & Dobbins Company, Haverhill; 
Willis R. Fisher, A. C. Lawrence Leather Company, Boston; 
Peter W. Hutchinson, McElwain, Hutchinson & Winch, Bos- 
ton; Harold C. Keith, George E. Keith Company, Brockton; 
A. E. Little, A. E. Little & Co., Lynn; William J. McGaffee, 
Thomas G. Plant Company, Boston; A. W. Smith, A. G. 
Walton & Co., Chelsea: 


Address of U. S. Senator Chamberlain 


Hon. George E. Chamberlain, United States Senator from 
Oregon, was the guest of the evening and the principal 
spéaker, his subject being, “Problems of Reconstruction.” 
Senator Chamberlain opened his remarks with a rather com- 
prehensive review of America’s part in the world war and 
the causes of our entering it. He brought out forcibly the 
duty facing the business men of the country in adjusting 
business and factories to the new conditions arising now that 
we are on a peace basis. 

He particularly warned his hearers of the dangers incident 
to a continuance of German propaganda in this country and 
the incendiary methods of Bolshevism and I. W. W. followers. 


Collective Bargaining with Labor 


He counciled a union of reason as between capital and labor 
asserting that collective bargaining of some sort with union 
labor was essential to the best interests of industry, and that a 
recognition of the needs of honest wage earners would mean a — 
quicker and moré complete restoration of business to a 
normal basis. The Senator asserted that if the commercial - 
interests of this country would endeavor to stem the tide of 
unrest and agitation for a period of six months to one year, 
that affairs would be adjusted by that time and that we would 
then begin to experience the greatest era of prosperity thes the 
country has ever known. 

At the conclusion of his remarks Senator Chamberlain was 
loudly applauded as he also was, preceding them. His 
address throughout was a stirring appeal to loyalty and his 
enthusiasm for Americanism in its highest sense frequently 
brought forth. cheers. 


Applause for Secretary Anderson 


The annual meeting with its enthusiastic and large attend- 
ance was a further tribute to the unsurpassed zeal of its able 


-secretary, Thomas F. Anderson, although at his own sugges- 


tion the reading of his annual report was postponed. His 
brief remarks were received with much interest and applause. 
Since the day of Mr. Anderson’s election sonie twelve years 
ago as secretary, and which is also the practical managership 
of the organization, the club has gone steadily forward until 
it is one of the foremost dining clubs among the various 
trades of the country. 
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Missouri Shoe Dealers’ Third Annual 


Convention 


The Prices of Shoes and Leather---Labor and the Functions of Selling Studied 
with Facts and Figures---Round Table Discussions Big Feature--- 
St. Louis Next Convention City 


opened Tuesday afternoon, February 18, at two 
o’clock. The address of welcome was given by B. A. 
Parsons, president of the Chamber of Commerce Association. 
President W. H. Griffith, in his annual report said, ‘““The 
importance of these gatherings is sinking deeper in upon us 
as we look back over the great achievements of our National 
Association and the individual benefits we have received. 


fer third annual convention of the Missouri Association 


J. J. SENSENBRENNER 
President Missouri Shoe Dealers’ Association 


A year ago conditions were uncertain, but today we have 
reason to expect a resumption of more normal conditions as 
production and demand become more nearly reconciled. 


Shoe Craft in “*‘Centre of Stage”’ 

“During the past year our craft has been in the centre of 
the stage, having been singled out by the War Industries 
Board for experiments in a standard shoe and elimination of 
styles and colors with limited price plan, but we have come 
through the year unscathed and free from harm. There 
appears to be many questions of vital importance to our 
trade capable of being adjusted only by organized effort, 
and it behooves us to loyally support in time, effort and 
money, the National State and Local Organizations. 

“Alone we cannot cope with the apparently limitless possi- 
bilities of higher priced leathers. We cannot permit a further 
control of leather and prices than that always arbitrarily 
fixed by the law of supply and demand. When this law of 
supply and demand is violated, grave disaster threatens our 
business. Now is the time to organize in such a way that 
we may be able to control if possible the further advancing of 
prices. 


“Let us all get together to work out our common ae 
and loyally support our organizations.” 

The reading of the minutes by Secretary Byrn I. Howes 
shows that the Association is in a good financial standing with 
a balance in the bank. 

A total of one hundred and twenty members had registered 
by Tuesday noon. 

President Griffith appointed a nominating committee com- 
posed of N. Rosenberg of Joplin; John Houx of Marshall; 
E. J. Bloom of St. Joseph. The floor elected on the same 
committee Joe Sensenbrenner and Harry Fiedler of St. Louis, 
Joe Robinson of Kansas City. 

The Auditing Committee was appointed as follows: John 
West of Hannibal; Joe Mullen of Moberly and Will Reid of 
St. Louis. ; 

The Resolutions Committee is as follows: F. X. Biehr of 
Columbia, S. H. Furgerson of Kansas City, F. Wentz of St. 
Joseph. 

Arthur Ebbs Speaks on Luxury Tax 


Arthur Ebbs, speaking on Luxury Tax, predicted that same 
will not be operative and bases his statement on information 
direct from Senator Kitchen that the Luxury Tax provision 
will be annulled. But even if we do have a tax he predicted 
that it will not affect business in selling shoes because con- 
sumers buy what they want when they want it and are will- 
ing to pay the price and that such a tax might affect shoe 
departments, but not specialty or exclusive shops. 


Harry Vinsonhaler Talks on “‘Trend of Prices” 


The next speaker was Harry Vinsonhaler, who spoke on 
“The Trend of Prices.” After congratulating the associa- 
tion on its organization and successful growth since he him- 
self called the Missouri dealers together at the National 
Convention in Cincinnati two years ago, at which time the 
organization was reborn, he expressed the opinion that this 
organization is fundamental to the success of business. If its 
benefits are taken advantage of that the merchant today is 
not merely a storekeeper but a professional man. He 
pointed out that the merchant must study conditions and 
take advantage of every opportunity to do so through his 
association, in convention, and through the trade papers. 
“The business man who wants to know conditions must study 
them,” said Mr. Vinsonhaler, ‘‘and if he does so he will have 
reason to regret it. 

“Business today demands close application, study and 
analysis. The War taught us that 98 per cent of kid leather, 
50 per cent calf, 65 per cent sheep, 45 per cent hides tanned 
in this country came from the four corners of the globe; 
through our organizations we were able to analyze our 
business and to know what we could depend upon. 

‘We all know that the law of supply and demand regulates 
prices, but in order to know what the probable supply and 
demand will be we must know the conditions that affect 
same. 
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‘Prices Will be Higher” 


“T cannot see but that prices will be higher, although the 
average buyer believed when the armistice was signed that 
prices would go down, especially so with the Government 
demand for leather off. Yet we did not know that the Gov- 
ernment and foreign buyers were in the market, so far as 
knowing the exact extent of their purchases. However, we 
do know that shoes are higher now than they were in Novem- 
ber and December and they will go higher in my judgment. 

“Back in 1914 European calfskins sold at ninety cents to 
a dollar and a quarter each, but during the last two weeks 
skins of the same quality quoted four dollars and fifty cents 
each. Black calf leather 1914, was twenty cents per foot. This 
year they are sixty cents. 

“Colored calf in 1914 was twenty-six cents. This year it is 
seventy-five*cents and going up. Medium gray kid in 1914 
was eighteen cents; this year it is fifty-four cents. Higher 
grades of black kid in 1914 were twenty-two cents; this year 
they are sixty-five to seventy-five cents. Colored kid was 
thirty cents; now it is a dollar and ten cents. Cabretta for 
toppings was thirteen cents; now it is thirty-three cents: 
For vamps it was fifteen; now thirty-eight. Sheepskin trim- 
mings were six cents; now they are eighteen cents. Sole 
leather for women’s shoes, seven iron union, was per pair 
twenty-six cents in 1914; this year it is forty-six cents. For 
men’s shoes, ten iron union sole leather in 1914 was thirty- 
eight cents, now it is sixty-eight cents. 


Considering Linings, Trimmings and Labor 


“The additional cost of linings and trimmings kept pace with 
feather and while linings have receded recently in price they 
are yet still three times higher than pre-war. The next 
important question is labor, and today no man knows what 
is to happen in labor cost, for labor contracts and agreements 
after being made are frequently broken. Nevertheless, in 
tthe average shoe centre the price of labor today has almost 
doubled, and I wish it were possible to organize labor in 
corporate as we do amy business, so that the manufacturing 
and business man would know exactly what he could depend 
upon in figuring his shoes-‘and determining his output capacity 
personally. I hope that labor will not go down in—but I do 
want to see labor keep its work so all of us can know what to 
count upon.” 

Mr. Vinsonhaler was given a vote of thanks for his talk. 


Talk by O. M. Stearn 


_ A talk was given by O. M. Stearn, speaking for Mr. Ulman 
-of F. Blumenthal, & Co., who urged an interlocking advertising 
arrangement between merchants and the Fashion Publicity 
Company. 
opposition on the part of shoe merchants. 


Further Discussion on Prices 


Further discussion of price the trend on the part of Vinsonhal- 
er and T. G. Morfit, president of Rice & Hutchins St. Louis 
Company, who led the discussion, brought out that cheaper 
shoes could only be expected where lower grade leather now 
-on the market was absorbed, but*that the better grade of 
leather would cause shoes to be as high if not higher than the 
present market and the sentiment of the meeting was plainly 
in favor of better grade shoes. 

Arthur Ebbs of St. Louis, and other big shoe merchants 
testified that present stocks of shoes are poorer in quality 
than shoes bought prior to the War and that shoe merchants 
‘should demand of their manufacturers the best possible 
quality in leather and material. 

It was pointed out that black kid and Russia calf is selling 
sat today’s prices practically 60 per cent above last year and 


This brought out on discussion pronounced - 
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that this fact coupled with the fact that foreign buyers for 
Japan and Spain, want top grades, is creating a condition in 
the market that is bound to make for higher prices for shoes 
next Fall. 

Statistics Show Foreign Demand 


Statistics were quoted to show that the demand from for- 
eign sources today is greater than the trade realizes and that 
after all the law of supply and demand is operating to make 
for as high if not a higher shoe market. 


C. E. Williams Talks on Wages and Weather 


C. E. Williams of St. Louis, who sells shoes in volume to the 
masses at popular prices, expressed the opinion that the wage 
earner has reached the topmost rung in the ladder of high 
wages and that since most commodities are coming down in 
price, the consumer will refuse to continue to pay as high or 
higher prices as formerly and asked the question, ‘‘What will 
you do if the public does not come into your store and buy?”’ 

He pointed out that bad weather in January and February 
last year made it easy to show larger volume of business dur- 


C. E. WILLIAMS. 
Vice-President Missouri Shoe Dealers’ Association 


ing January and February this year because the consumer 
was snowbound last year, but in his judgment shoe merchants 
will not sell as many pairs from now on as they did last year. 
He predicted that prices are bound to go lower, for produc- 
tion is rapidly catching up with the demands. 


Discussion on Early Buying 


Discussion followed ag to whether merchants should buy 
now or wait and the concensus of opinion was that on the 
present market, buying should’ be conservative and for 
actual needs, but if the merchant can get from his manu- 
facturer exactly what he wants then he should place his order 
as far ahead as necessary to enable factory to make the 
delivery. 

It was pointed out that sole leather cannot go much higher 
if any, but that chrome sides and calf will go higher before 
they go lower in the next six months; therefore, cheap shoes 
on account of the surplus of low grade leather on the market 
will not show advances but high grade shoes will be higher 
for Fall. This seemed to be the consensus of opinion. 


- 

















A Higher Labor Cost 

Mr. Vinsonhaler pointed out that the labor cost on McKay 
sewed shoes in St. Louis in 1914 averaged thirty-six cents; 
today they average fifty-five to ninety cents, including low 
and high grades. In Cincinnati welts in 1914, labor cost 
fifty-five cents; today it costs eighty-five cents. 

Brooklyn welts and turns in 1914 averaged seventy cents; 
today they average a dollar to one dollar and a quarter and 
that these increasing labor costs must be taken into con- 
sideration in figuring prices for Fall with the chances that 
labor cost may go higher. 

Mr. Morfit pointed out that on men’s shoes the tendency 
of prices is to higher levels in about the same proportion as 
applies to women’s shoes. He finds, however, that the labor 
situation today is causing the large shoe dealers to feel that 
it is essential that they get their orders booked now to insure 
delivery and furthermore that manufacturers do not expect a 
plunging attitude on the part of buyers, but conservatism in 
getting covered on shoes is needed. 


Charles R. Doremus Leads Round Table Discussion 

Charles R. Doremus led the “Round-Table”’ discussion on 
the question whether shoe dealer should get volume in busi- 
ness on fewer pairs at higher prices, or volume in pairs of 
high quality popular priced shoes at lower prices than here- 
tofore. This discussion proved interesting to all present and 
on vote taken, dealers approved the plan of getting the volume 
of business from more pairs. 

The feeling was evident that prices will be the same or 
higher with maximum held down close to twelve dollars per 
pair, and that volume business is going to depend entirely 
upon the effort put forth by the shoe dealers in getting 
pairage. 

Doremus urged that style be made the first consideration in 
selling shoes, that the merchant should push it hard; that the 
merchant should select the best style in his judgment for his 
community; that the merchant should buy often and as 
needed instead of in large quantities and to sell shoes at a 
fair margin of profit, that the safest plan is to get pairage for 
volume of business instead of few pairs at high prices. 


Style Defined 


Style was defined as meaning something that the consumer 
wants and consumer willing to pay for that something when 
she wants it; and further that in the sale of a shoe, style 
figures’ 60 per cent in value and material 40 per cent in 
value, that it isn’t so much what shoes cost the merchant 
but what he can sell those shoes for; that shoes are only worth 
what the merchants can get for them, and that the law of 
supply and demand regulates the style the woman wants 
when she wants it. 

It was pointed out that eighty per cent of all the shoes sold 
in this country are sold by stores doing fifty thousand dollars 
or less annually, and that 75 per cent of all shoes sold or pro- 
duced in this country are staples, but big city dealers in the 
convention claimed that their sales run 75 per cent luxuries 
and 25 per cent staples. 

Discussion brought out that there is on the shelves of shoe 
merchants today a large volume of shoes of good quality, 
bought before the War, which are not selling except at prices 
below cost and that if the consumer would forget style value 
for six months and buy shoes for quality, the merchants would 
soon have the cleanest stocks in their history; that, therefore, 
demand is not for quality, but for style. 


Field Secretary Sloane Gives Rousing Talk 


Field Secretary Sloane gave one of his rousing enthusiastic 


talks on the growth of organization work and its value to the 
shoe merchants. He said, “Organization means commer- 


BOOT AND SHOE RECORDER 





Feb. 22, 1919 


cial illumination.”’ , Mr. Sloane pointed out that organization 
today is bringing the small shoe dealers in all parts of the 
country together and is making of them better dealers and 
better buyers. He also pointed out that it is essential that 
the shoe merchant today should analyze his market, should 
know the supply of hides and leather and know when and 
where and what to buy. He urged shoe merchants through 
their organizations to stand pat on the present market and 
not to be scared into a panic one way or the other by fear of 
what may happen in the labor or supply market; that a new 
era has arrived for the shoe merchant now that the National 
Association is meeting in conference through its committees 
with the manufacturers, tanners, wholesalers and last manu- 
facturers and that the time has arrived or will very shortly, 
when the merchants will have something to say about prices 
and what and when to buy; that there are now*thirty-three 
states organized and conventions being held all over the 
country; that merchant are getting to be better merchants, 
are learning more about their business than ever before; 
are attending conventions to get information to take back 
home and use it and that this is very important because the 
small town merchants and merchants doing less than fifty 
thousand annually are selling at retail 80 per cent of all the 
shoes produced in this country. 

Field Secretary Sloane found ten members out of all those 
present who were not members of the National, all of whom 
joined. He was followed by Mr. Fisher from the Kansas 
Association, with a talk on the benefits of buying insurance 
from a National Association. The meeting was then 
adjourned. P 

A banquet was held Tuesday night, February 18, at Hotel 
Meuhlbach. The speakers were W. H. Griffith, Rev. Burris 
Jenkins and John H. Atwood, a prominent lawyer. 

Following the banquet a midnight lunch and musicale stag 
affair was held at the Eagles’ Club, at which all were present. 


THE WEDNESDAY MORNING SESSION 


The Wednesday morning session opened with a discussion 
led by William Graham of St. Louis on “Styles for Women.” 
The sentiment favored pushing allowable colors. 

The next speaker was W. T. Kemper, president of the 
Commerce Trust Bank, who praised the shoe merchants as 
business men, but as those who do not use banks for loans 
to the extent that they might, compared with other business 


men. 
Public Accountant Talks 


E. J. Dillon, public accountant, came next. Mr. Dillon 
explained the Income tax law and how to make up taxable 
assets and income. This subject proved of great interest to 
merchants, resulting in a statement by President Griffith 
that in his opinion the income tax law was forcing merchants to 
study their business and unconsciously is making better 
business men of shoe merchants; that the income tax law 
for this reason is beneficial to all. Mr. Dillon urged the mer- 
chants to call in a public accountant to go over their books 
and to study and learn the lessons such examination teaches 
them. : 

W. H. Griffith Leads Discussion 

W. H. Griffith led the discussion on merchandising short 
lines, in the absence of W. E. Brelsford. This discussion 
brought out the fact that the average turnover of merchants 
is three and a half times per year, although several claimed 
five and six turnovers annually. Mr. Griffith urged upon all 
that accumulations of non-salable stocks be weeded out by 
ascertaining what stocks can be eliminated and as much 
business done on remainder as though the non-salable stocks 
were not on hand. He said that one examination showed him 
at one time that he had $12,000 non-salable:stock; he was 
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surprised to find this condition and was glad to get rid of 
same. 
Emphasizes Avoidance of End Sizes 

The avoidance of end sizes was emphasized; it was pointed 
out that the small town merchant, who buys from houses 
having big stock departments, has been the victim of padded 
shipments and fill-ins on orders that overstocked him with 
end sizes. 

The Afternoon Session 

The afternoon session opened with a talk by B. C. Bowen, 
of the “Recorder,” Mr. Bowen also read E. C. Logan’s 
paper on “Peace Time Reconstruction of the Retail Shoe 
Business,” as Mr. Logan, our Western Editor, -was delivering 
this self-same talk, at about the same time in Ardmore, 
Oklahoma, at the Oklahoma State Convention. Mr. Bowen 
emphasized the function of the trade paper in advising mer- 
chants on their problems, giving them a trade selling manual; 
while Mr. Logan’s paper pointed out the importance of mer- 
chants practising store democracy, by making partners of 
their clerks; by putting the clerks on a commission earning 
basis, thus getting their greater interest in selling shoes right, 
properly fitted, and with the right kind of service to the cus- 
tomer; also advising merchants to buy early and that leather 
and labor conditions made certain firm, if not higher, prices. 


**Recorder’’ Representative Given Vote of Thanks 


A vote of thanks was given E. C. Logan for his fine address. 

The next address was entitled “Advertising the Right 
Way” and was delivered by Otto Barth of Potts, Turnbull 
Advertising Company, Kansas City. This talk proved one 
of the most illuminating of the convention. A cross-fire of 
questions ensued, demonstrating the interest of the mer- 
chants present. Mr. Barth said: ‘“‘Every business is the serv- 
ant of the community in which it exists, which makes it 
necessary for each merchant to make a survey of the needs of 
his community, so that he may render the service desired. 
It is necessary for the merchant to know how much and the 
kind of commodities. his community proposes to have to 
keep its feet off the ground and to enable him to make a 
profit. Nevertheless stocks ought to be selected for com- 
munity service based on community survey. 


An Ideal Necessary in Shoe Store Advertising 


“In advertising a shoe store—First, have an ideal for 
which your store shall stand; Second, in serving community, 
remember that shoes well bought are half sold; Third, make 
a community survey, so that quick turnover will be insured; 
Fourth, today is no time for a lazy man in business; he must 

* work, and if he works, he must be paid accordingly; Fifth, 
be sure that your store location is good and that your display 
windows are effective; Sixth, the proprietor should regulate 
his special activities so that he will be well regarded by his 
fellows and mix with people that will help him keep a smile 
on his face; Seventh, don’t forget your newspaper publisher, 
for advertising done rightly in newspapers builds business, 
is invaluable and is the cheapest method of advertising. 
Programs and directories should be avoided, for placing ads 
therein makes the merchant an easy mark and drains his 
profits with no adequate return. 

“The proprietor of a store must in his advertising express 
his idéal and if he cannot write it definitely, he has not 
thought it out definitely; for advertising writing is not fan- 
tastic, not phantasmagoric, but is good sense, intelligently 
expressed, in consumer terminology. A merchant should by 
all means put into his advertising what he says and does in 
his store. Make your ideals and shoes intelligent to the 
community and talk about your shoes in terms of utility; 
emphasize their style and fitting qualities by first, making 
your advertising informative, anid second, inspirational. The 
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informative statement tells what the goods are and the in- 
spirational statement makes the customer want to buy, be- 
cause he is made to see how the shoes satisfy his particular 
desire for style or comfort or- utility.” 


A Good Follow-Up Method Necessary 


It was pointed out that a merchant should have a good 
follow-up method and service, both in letters and methods of 


approach of clerks. As a qualification of a good clerk 


method, it was suggested that each clerk prove his ability 
by writing a good sales letter, thus demonstrating his sales 
talk and approach, for the clerk who can hardly read or 
write, or talk intelligently, is a poor investment. A “‘dub’’ 
salesman will give a store a “dub” reputation. 

Mr. Barth urged merchants to avoid professional ter- 
minology in writing advertising, but to stay on earth in word- 
ing, especially in cities and towns where customers are bound 
to be located whose average vocabulary is limited to two 
hundred words. Mr. Barth urged merchants to seek for re- 
peat customers, rather than isolated or occasional customers, 
which is characteristic of large town merchants, as com- 
pared to small town merchants, who seek for repeat cus- 
tomers by habit and necessity. 

Mr. Barth said further: “If you work for individual sales 
and repeat customers, you will get individual sales as a matter 
of course. On readjustmepts be particular and strong.’’ 
He urged that a more-car.-in-selling resolution be passed, 
so that there may be less need of readjustment; that com- 
parative prices should be avoided, but when used should be 
honestly stated; that price, after all is incidental, if shoes 
advertised are placed before the customer in an informative 
way and in an inspirational way. Finally, advertising should 
be used to reduce cost of selling and unless so used, abso- 
lutely misses its function. 


J. V. Byrn Talks on Compensation of Clerks 

The next speaker was J. F. Byrn, who took for his subject, 
“Compensation of Clerks.”” Mr. Byrn urged commission 
method on a basis of 6 per cent, with drawing account, 
based on average sales per month at 5 per cent, with bonus 
of 1 per cent at end of each six months or at end of year, 
with PMS on broken sizes. To facilitate quick riddance, 
“The straight salary plan for clerks is- not approved,” 
said Mr. Byrn. “And experience proves that it does not 
get proper results nor interest of clerks in owners’ business; 
the commission plan makes of om clerk a silent and keenly 
interested partner.” 

Mr. Byrn urged sale of hosiery, spats, buckles and all shoe 
accessories on which merchants should pay commissions for 
sales, ranging from 5 to 10 per cent; he urged merchants to 
remember that clerks are those selling their merchandise 
and that they should be given opportunities to make money; 
that most clerks are married and eager to increase their’ in- 
come, and if they cannot do so they are easily tempted to go 
into other lines of business where they can make more money, 
which results in-shoe merchants losing many good salesmen 
whom they could hold if commission plan of payment be 
adopted. 

Resolutions Committee brought in no report, Auditing 
Committee said that treasurer’s books were O. K. 


Election of Officers 


The Nominating Committee presented one ticket and the 
convention unanimously elected as president, J. J. Sensen- 
brenner and the following four vice-presidents: C. B. Miller, of 
Columbia; N. Rosenberg, of Joplin; J. V. Byrn, Kansas City; 
C. E. Williams, St. Louis; secretary-treasurer, William Graham, 
St. Louis. 

(Continued on page 45) 
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Shoe Retailers’ Association 


Resolutions on Luxury Tax Passed---Will Join with Texas and Louisiana for 
1920 Event at Dallas 


Retailers’ Association was held at Ardmore, February 

18 and 19. The meeting was called to order by 
President J. E. Brechheisen, of Muskogee. In his opening 
address President Brechheisen reviewed some of the accom- 
plishments of the State and National Associations. He dwelt 
at some length on the great good the retail shoe industry, as 
a whole, had derived from the action of the members of the 
National Association in conjunction with the War Indus- 
tries Board while the shoe industry was operating under 
Government regulations. 


¥ igs Third Annual Convention of the Oklahoma Shoe 


President Brechheisen Urges United Effort 


He spoke of the great benefit the retail merchants and the 
public would have derived from the Pledge Plan as pro- 
posed by the N.S. R. A. and adopted by the War Industries 








J. E. BRECHHEISEN 


President Oklahoma Shoe 
Retailers’ Association 











Board. President Brechheisen referred to the good to come 
from the united effort and co-operation of the various branches 
of the industry through the joint style committee, and made 
plain the obligation that each individual merchant owes to 
state and national organization. 

President Brechheisen urged a closer co-operation between 
the merchants of each community, more get-together meet- 
ings where local problems and conditions could be threshed 
out and a better acquaintance maintained among the mer- 
chants. 

W. H. Prater Makes Welcome Address 


W. H. Prater, for the shoe men of Ardmore made the ad- 
dress of welcome. He assured the delegates and visiting 
merchants that the city authorities and the Board of Trade 
as well as the local merchants were glad the association had 
selected Ardmore as the meeting place. He recalled that 
only a few years ago Ardmore had been literally blown off 


the map by the explosion of a car of gasoline; that what at 
the time seemed an irreparable disaster had in fact proved 
a blessing as Ardmore had come back, had replaced the old 
frame ramshackle buildings that were blown up, with new 
modern brick structures. 


M. Leroy Goslin Responds 


Response was made by M. Leroy Goslin of Oklahoma 
City, who on behalf of the association, thanked Mr. Prater 
for the kind words of welcome and pledged the visiting mem- 
bers to strict observance of the manners and customs of the 
city, and assured the city authorities that no extra police 
force would be necessary so-long as President Brechheisen 
controlled the situation. 

The minutes of the last annual convention were read by 
Secretary-Treasurer D. Frank Redd and approved. 





E. C, Logan Talks on Merchants’ Problems 


In the absence of Arthur D. Anderson, editor of the ‘‘Re- 
corder,” E. C. Logan, Western Editor, addressed the conven- 
tion on ‘‘Some of the Problems Confronting the Merchant 
Today.’’ The main points of his talk were the same as those 
sent to Kansas City. Mr. Logan read excerpts from letters 
of manufacturers, showing leather prices higher than ever 
before, labor prices higher, and shoe prices higher in conse- 
quence for some months to come, that nothing was to be 
gained by waiting to place Fall orders, but buying should 
cover only anticipated needs and not be of speculative nature. 
Mr. Logan suggested liquidation of higher priced shoe stocks 
as far as possible, especially on short lots and discontinued 
lines. He explained several plans used by good merchants 
in determining the amount of merchandise of various classes 
it is safe to buy, and pointed out the necessity of basing buy- 
ing schedule on selling schedule. 


W. W. Willson Invites All to Boston — 1920 National 
Convention : 

A general discussion consumed the remainder of the fore- . 
noon session. At the opening of the afternoon session a 
telegram from W. W. Willson, a Boston member of the 
Board of Directors of the N. S. R. A., inviting all Oklahoma 
merchants to the National Convention at Boston, was read 
and applauded. 

A paper on “Reconstruction” by F. C. Rand of the Inter- 
national Shoe Company, St. Louis, was read by the secretary. 
In his paper, Mr. Rand reviewed the conditions previous to 
and during the war and stated that an immediate return to 
normal pre-war time conditions could not be expected at once. 
He was doubtful’ if the country was ready to welcome an 
immediate return to the former wage scale and commodity 
prices: ‘‘Nineteen-nineteen,” Mr. Rand said, “promises to 
be one of the most prosperous and satisfactory business for 
years if everybody views the situation with optimism. A 
decline of shoe prices along with other commodities is almost 
sure to come some time in the future, but when I am not 
prepared to say. There is nothing in sight to indicate that 
it will be soon. The merchant should analyze his stock but 
to meet his needs based on former sales.” 
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Discussion of Merchandising Methods 


Following Mr. Rand’s paper was a general discussion of 
merchandising methods to meet with present conditions. 

E. Stern of Tulsa, on ‘““The Return of Style—Good Style 
All the While,” said he: kept an accurate record of the sales 
of each month and bought 65 per cent in advance of 
season, leaving leeway for new ideas for Spring, midseason or 
decline_of business. 


Wednesday’s Session 


At the Wednesday morning session in absence of Field- 
Secretary’Sloane, D. F. Redd became chairman. Discussion 
on{the Help Problem by E. C. Logan opened proceedings. 
Mr. Logan said in part “one of the greatest problems before 
the world today is labor; never before in the history of the 
world has there been such a Great War; never before have 
peace delegates similarly convened; never before has the 
status of labor been a matter of primary consideration. 

“‘At the convocation of representatives from the World’s 
Powers, one of the first matters brought to the attention of 
the envoys was that of the laborer and labor conditions in 
the various nations, not only the wage scale but the social 
conditions of the worker—his housing, sanitary ‘surround- 
ings, social environments, education, religious freedom, and 
a hundred or more angles of conditions are to be touched 
upon in an international way. This is another sign of the 
new era of Democracy in business. Bolshevism is the direct 
outgrowth of Czarism. 


Antidote for Bolshevism Is Democracy 


“The antidote for the poison of Bolshevism is Democracy. 
We are inclined to think of Democracy only as a national or 
international form of Government. However, it must be 
borne in mind that a nation is only a collection of individuals 
and the national thought expressed in national and state 
laws is in a Democratic Government the reflection of thought 
of the individuals composing the body politic. If Democracy 
is the antidote for Bolshevism in national. affairs, so is it in 
industrial affairs, for this undemocratic condition may. exist 
and grow even in the smallest industrial institution. The 
just recognition of the worker and the wage earner is abso- 
lutely essential to industrial peace, harmony and prosperity. 
A just wage based upon production is the only fair basis of 
compensation.” 


Plans for Paying Help Discussed 


Here several plans of paying help in retail stores, other 
than flat salary basis, were explained and discussed by the 
convention. 

Advertising in the Right Way was taken up under leader- 
ship of Mr. Clements of the Lutz Drug Goods Company, 
Guthrie. He explained his method of newspaper and direct- 
by-mail advertising. Mr. Clements keeps size record of each 
customer in card index files, sends multigraph letter several 
times a year to large mailing list, encloses folder with monthly 
statements—all advertising is plain, frank and free from 
superfluous language. “Dishonest advertising,’ said Mr. 
Clements, “reflects on store and is hard on honest advertiser.” 


Election of Officers 


Officers were elected as follows: J. L. Brecheisen, Musko- 
gee, president; William T. Head, Oklahoma City, first vice- 
president; J. W. Krueger, Ardmore, second vice-president; 
D. Frank Reed, Muskogee, secretary-treasurer; W. H. Pra- 
ter, Ardmore; C. L. Pedigo, Lawton; C. L. Giles, Okmulgee; 
L. Lyons, Tulsa; M. Leroy Goslin, Oklahoma City, executive 
committee; W. W. Bell, W. T. Head, L. B. Aldrich, R. Lz 
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Carpenter, M. Henry Goslin, Oklahoma City, legislative 
committee. 
Dallas Next Convention City 

The convention will meet at Dallas, Texas, next year 
the last week in February with the Texas and Louisiana 
Association. It was determined to have a meeting the first of 
August, or about that time, to be called by the president 
and secretary, when convention preparations will be made. 

At the closing session, a paper read by J. Stevens Ulman 
of F. Blumenthal & Company at the St. Louis meeting was 
re-read, Mr..Ulman not being present. 


At the Round Table 
The round table discussions developed the fact that the 
members are in favor of buying early, but there was a strong 
insistence in favor of not overbuying or speculating ‘even in 
staples. . 
Protest Luxury Tax 
The committee on resolutions reported that they had sent 
a telegram to Senator Robt. L. Owen and the Oklahoma 
delegation in Congress, protesting against the passage of the 
revenué measure fixing a luxury tax on shoes. 


A Vote of Thanks 


The committee also reported a resolution, which was 
adopted, thanking the people of Ardmore for their entertain- 
ment. The local shoe mén tendered the visitors a banquet 
as the closing feature of convention. 





MISSOURI SHOE DEALERS’ CONVENTION 
(Concluded from page 43) 

The following six directors were elected: C. A. Quinn, of 
Sedalia; E. J. Bloom, of St. Joseph; Arthur Ebbs, St. Louis; 
John Mullen, of Moberly; S, H. Ferguson, Kansas City; 
W. H. Griffith, St. Joseph, with the following directors, hold- 
ing over John C. West of Hannibal; J. W. Rose of Marshall 
and John Houx of Marshall. 

President Sensenbrenner promised a continuance of asso- 
ciation activities along the same high plane of past-president 
Griffiths’ administration, predicting a continued growth. 


St. Louis Next Convention City 


The next convention is to be held in St. Louis; the date to 
be same as this year, but final action to come from board 
of directors. ‘ 


Vote of Thanks to Kansas City Merchant 


A vote of thanks was tendered to the Kansas City mer- 
chants for their hospitality :to the Hotel Muelbach for serv- 
ice and to the various speakers for their addresses. 

A vote of thanks was also tendered to the trade papers. 

The big feature of this convention was the interest taken 
in the Round Table discussions. These discussions are 
making merchants students of merchandising and are bene- 
ficial to the entire craft. The future welfare of the shoe 
trade was not discussed so much as were the functions of 
selling and the right methods to pursue. 





Cominonwealth Ad-Man Resigns 


Captain Ben Eshleman, who recently returned to civilian 


’ life after war service in Washington and France, has severed 


his connection as sales and advertising manager of the Com- 
monwealth Shoe & Leather Co. He has plans in another 
field of industry. 

Meanwhile his successor as sales and advertising manager 
for the Commonwealth Shoe & Leather Co. has not been 
appointed. 
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Texas Develops Talent in Trade Topics 


Cover a Range of Important Subjects from Prices to Compensation and from 
Novelty Footwear to Shoe Findings 


tailers’ Association demonstrated the great good that 

can be derived by the individual merchant by coming 
in contact with his fellow men. It demonstrated that the retail 
merchant has no problems that are hidden from the other 
fellow, that where one man thinks he is doing something a 
little better than the other fellow andis willing to give his plan 
of thinking on that particular thing to his fellow merchant, 
he invariably finds out that his fellow merchant is doing some 
other particular thing in a better way and is willing to ex- 
change knowledge for knowledge and plan for plan. Thus, 
neither becomes poor by having given away the supposed 
secret knowledge, but each has become richer by gaining 
the ideas of the other fellow. 


fie seventh annual convention of the Texas Shoe Re- 


An Exchange— Wits and Ideas 


On the floor of the convention on Wednesday afternoon, 
one merchant explained his method of handling his repair 
department and his findings department. After he had 
finished his talk, another man from an adjacent part of the 
state arose and said that the ideas and information that he 
had gained from that one talk was worth more to him than 
all his time and expense incurred in attending this conven- 
tion. He, in turn, explained a method of handling turn 
overs in his store. After he had made that explanation the 
man who had explained the plan of the repair department 
got up and said that if his neighbor had profited by the 
knowledge that he had given, he could assure the convention 
that what he had gained in the way of handling turn overs 
was worth four fold to him the time and money expended 
in attending the convention. 


Tells Why Prices Are High 


One of the most interesting talks of the Home Convention 
session was that made by Sam. J. Williams, Men’s Clothier 
and Haberdasher of Galveston, Texas, who explained to the 
shoe merchants the plan adopted by the convention of cloth- 
ing merchants to explain to their customers the reason for 
the continued high price and possibly advanced prices in 
men’s clothing and furnishing goods. He dwelt on the 
necessity of taking your whole corps of sales people into 
your confidence and explaining to them the reason why the 
article of merchandise which they will have to sell are higher 
priced. 

That there had been no appreciable change in the price of 
raw materials entering into raw clothing manufacture, and 
while certain fabrics were a little lesser in price, the increase 


in the wage scale in clothing factories more than overbalanced 
the slight decrease in the fabrics. 


Prices from Five Viewpoints 


E. C. Logan, Western editor, “Boot and Shoe Recorder,’ 
was then called upon by the chair to give the convention 
some information as to the trend of shoe prices and what 
might be expected in the way of price changes during the 
coming season. The speaker said that in order to ascertain 
the true condition of the shoe and leather market, he had 
sent a questionnaire to a great number of prominent shoe 
manufacturers, asking for a comparative output for the 
coming season as compared with the past season, also com- 
parative prices, and asking the manufacturers to give a 
statement as to future conditions as they saw it. He read 
excerpts from quite a number of letters from shoe manu- 
facturers. 


All these manufacturers agreed on several different 
points. First, that they expect the out put for the last 
six months to be considerably larger than was the case 
during the past two seasons. Second, that labor prices 
were no lower and in many instances were higher, con- 
sequently no decline in prices could be looked forward 
to from the productive side of the business. Third, 
that leather prices are now ruling higher in calf and 
kid upper leather, as well as in sole leather. Fourth, 
that there was an increasing tendency to all overhead 
expenses. Fifth, that prices on shoes for the coming 
season would necessarily be higher than for Fall, 1918, 
and even higher in most instances than for Spring, 
1919. 

In some instances the price advance over last season 
would be only about 25c per pair, while in the high grade 
and more expensive lines, in both men’s and women’s, the 
advance would range from 50c to $1.25 per pair. 


General Opinion—Buy Now 


Following these statements there was a general discussion 
as to the attitude the merchant should assume toward buy- 
ing Fall stocks. It seemed to be the general opinion of the 
corivention that it would be foolhardiness to adopt the 
waiting policy, anticipating lower prices, but at the same time 
that a merchant should carefully study his stock and take 
off composite size sheets, which would show the number of 
each pair of shoes, each size and width of each particular 
grade of shoes before orders were definitely placed. The 
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Texas High Lines at the Convention 


N. E. LEOPOLD 
Leopold Shafer.& Co., Galveston, Texas 


merchants, however, should not overlook the fact that the 
people were depending upon them to supply their footwear 
needs, that generally speaking, work was good, prices of 
farm products were good, that the people would consequently 
want to keep well dressed and well shod and therefore, the 
merchants should govahead and buy the shoes in the grades 
in which he ) generally merchandized, in order to supply the 
needs of his ‘community. § 


The Proper Term—Novelty 


Robert M. Logan, of Fort Worth, who was to speak on 
the topic “How to Conduct a Successful Shoe Store With- 
out the Novelty Footwear,” was unable to be present, but 
sent a paper which was read by the secretary. He classified 
as “Novelty Footwear’ that class of merchandise which is 
extremely fanciful in color and design, which might properly 
be called freakish, and showed how such merchandise was 
responsible for a great many of the losses sustained by the 
merchant who is not in position to handle it in sufficient 
quantities to balance up the good selling sizes and widths 
against those which usually sold slower and eventually found 
their way to the bargain counter. He designated clearly 
between style shoes and would-be style shoes, and demon- 
strated that the real profit was in the conservative stylish 
footwear which could be merchandised to the average rank 
and file customer. 

In the absence of Robert Hill, who was to address the 
convention on “Peace Time Reconstruction of the Retail 
Shoe Business,”’ this topic was handled by E..C. Logan of 
the “Boot and Shoe Recorder.’’ He pointed out that the 
problem of this country was one of readjustment of thought 
rather than of reconstruction of material things. 

The annual banquet was held in the beautiful Terrace 
Dining Room of Hotel Galvez. The toastmaster of the 
evening was Judge E. Harris of Galveston, who was intro- 
duced by Robt. 1. Cohen, Sr. The following speaking pro- 
gram was carried out: 

“Illumination of Commercialism,” by A. F. Sloane, field 
secretary, N. R.S. A. 

“Co-operation and Convention Spirit,” by Buford McWhir- 


ROBERT I. COHEN, JR. 
Robert I. Cohen, Inc., Galveston, Texas 


WM. P. HAMMERSMITH 
Wm. P. Hammersmith, Houston 


ter, secretary of the Southwestern Shoe Travelers’ Association. 
. “The New Duty of American Citizenship,” by Rev. J. M. 
Kirwin, rector St. Mary’s Parish. 

“The Men We Meet from Day to Day,” by E. C. Logan, 
of the “Boot and Shoe Recorder,”’ Boston. 

“Some Benefits Derived from the Texas Association,” by 
W. E. Buckley, president Texas Association. 

“‘We Hope You Had a Good Time, and We Trust You 
will Come Again,” by Rev. Henry Cohen, Rabbi, Jewish 
Temple, Galveston. 

Two important papers of the session were ‘““‘How to Organ- 
ize a One Hundred Per Cent Efficiency Club among your 
Employeés,” by L. E. Langston of Fort Worth, and “The ° 
Best Method of Advertising a Shoe Store or Department,” 
by Ben E. Webber of San Antonio. 

The Style Committee of the association sapueaa the fol- 
lowing resolution which was unanimously adopted by the 
convention. 3 

Resolutions on Style 


Whereas, in contravention of the agreement and recome 
mendations of the Allied Style Committee, certain manu- 
facturers are introducing and advocating numerous button 
patterns, which we consider a breach of faith and an effort 
to take advantage of their competitors, as well as cause net 
loss to certain retailers: 

Be it therefore resolved, by. this, the Texas Shoe Retailers’ 
Association, that we make vigorous protest to the proper 
authorities against such practice, and that this protest not 
only include button patterns but any other innovations of 
style that may be introduced contrary to the Style Com- 
mittee’s recommendations. - 

Respectfully submitted, 
THE STYLE COMMITTEE, 
TEXAS R. S. D. ASSOCIATION, 


T. M. Scoggins, chairman; R. E. Burney, Ben Weber, 
M. L. Bridges. ~ 

E. S. Braymer of the American Shoe Polish Company, of 
Chicago, delivered an interesting talk on the development of 
the shoe polish industry. He explained the importance of 














48 BOOT AND SHOE RECORDER 





Feb. 22, 1919 


Merchants Active at Texas Convention 








JAS. A. LEVINE I. H. FLATTO H. A. EIBAND 
Secretary and Treasurer Flatto Shoe President Flatto"Shoe Co., Garbade, Eiband & Co., Galveston 
Co., Galveston Galveston 5 


shoe polish selling to the retail merchant, and declared that 
the best time to sell shoe polish was immediately after mak- 
ing the sale of a pair of shoes. 

W. E. Rogers, of the Scholl Mfg. Company of Chicago, 
made a short talk on the foot appliance scheme, and R. L. 
Windmuller representing the Goodyear Tire and Rubber 
Company; talked on the manufactured sole. 


To Dallas—February, 1920 


It was unanimously decided by the convention to change . 


the date from the second week to the last week of February. 
This action was taken because of the fact that many mer- 
chants come to the convention to see new styles, as well as 
to get new ideas, and it was thought that by making the con- 
vention date two weeks later, manufacturers and whole- 
salers would then be in position to show their new line of 


samples for the forthcoming season. Many manufacturers , 


have heretofore not seen fit to exhibit their line at the Texas 
Convention, because their new samples were not ready. It 
is expected during the coming year, that the Texas Associa- 
tion will make rapid strides in securing new members; and 
when the convention meets in Dallas in the last week of 
February, 1920, that at least five hundred of the Texas mer- 
chants will be in the Convention Hall. 





Canivenithons of 600 Salesmen 


International Shoe Co. Holds Banquet Sessions to Hear 
Jackson Johnson Strike Keynote 


The International Shoe Company, operating Roberts, 
Johnson & Rand, Friedman Shelby and Peters Branches, 
gave a banquet Tuesday night to 600 salesmen at the Hotel 
Statler to outline plans and policies for the reconstruction 
period. 

Salesmen of three divisions were present from every State, 
having been brought to St. Louis for the banquet and also 
for the purpose of attending the Sales Conferences and in- 


specting various factory branches and obtaining samples 
for new season’s lines. 

The banquet was an especially notable affair, probably the 
largest gathering of shoe salesmen ever brought together 
under a single house, the International Company being the 
largest in-the world. 

The speakers included Mayor Henry W. Kiel of St. Louis, 
who welcomed the salesmen. 


Mayor and Governor Attend 


President Frank C. Rand-of the International, presided 
and following the Mayor’s address introduced former Gov- 
ernor Joseph W. Folk, who delivered the principal address, 
which was devoted largely to the importance of the forma- 
tion of the League of Nations and its influence upon the world 
in enabling true democracy to overcome Bolshevism and - 
Prussianism. 

After Governor Folk’s address, Jackson Johnson, President 
of the St. Louis Chamber of Commerce and Chairman of the 
International ’s Board told the story of the growth of the shoe 
company from a small jobbing firm twenty years ago, to the 
largest shoe manufacturing concern in the world with twenty- 
eight factories and a large tannery. Mr. Johnson laid stress 
upon the fact that manufacturers owed something more to 
society than merely making dividends and paying taxes. It 
was the duty of all to put value into products. 

Other speakers were Rev. John W. Mactivor, pastor of the 
Second Presbyterian Church; H. W. Peters, head of the 
Peters Branch; John C. Roberts, head of the Friedman Shelby 
Branch; W. H. Moulton, head of the Manufacturing Depart- 
ment; David C. Biggs, until recently treasurer, and still 
director of the company, but now governor of the Federal 
Reserve Bank of the Eighth District, and W. C. Darcy, 
president of the Associated Advertising Clubs of the World, 
and also a number of salesmen. . 

An entertainment was provided by the St. Louis quarter 
which spent several months on the European battle front, 
providing entertainment for the American soldiers’ field. 
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_FOND DU LAC, WIS, U.S.A. 








Rueping Leathers 


“Dig into” the value of the leather. 
Consider the shoe it will make. 
Rueping’s trade mark is a guarantee 
of mellow leather, with a fine break 
and uniform color, and flanks well 
worked out. Over sixty years of 
tanning experience. Capitalize 


These Facts And Make Them Pay 
You Dividends. 


FRED RUEPING LEATHER CO. 


ESTABLISHED 1854 FOND DU LAC, WIS., U.S.A. 


Branches at Boston, New York, Cincinnati, Montreal, St. Louis, Chicago, 
Milwaukee, San Francisco, and Northampton, England, 
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Detroit Is Proud of Its New Store 


The R. H. Fyfe & Co.’s Store an Institution of Shoe Service to the Public--- 
Modern and Progressive Features of the New Store --- A Complete Description 


building and are doing business as usual. The re- 
moval was accomplished without fuss or feathers, no 
formal opening having been planned to celebrate the évent. 

The new store, a photograph of which was shown in last 
week’s issue, has a frontage of 105 feet on Woodward Avenue, 
and 45 feet on Adams Avenue. Owing to the fact that Wood- 
ward Avenue is narrower, by some feet, at this point, than 
further down town, the building commands a view of that 
avenue that is obtained in no other building in Detroit. The 
value of the view may be approxi- 
mated when it is known that 
$50,000 has been offered, and re- 
fused, for the electric sign priv- 
ileges on the roof of the building. 
(Interior pictures will be shown in 
an early issue). 

There are ten stories above 
ground and two below the street 
surface. 

Owing to the fireproof con- 
struction, stéel and concrete, and 
the installation of two steel-en- 
cased stairways from basement to 
roof there are no fire escapes re- 
quired on the outside of the build- 
ing to disfigure its outlines. As 
the store faces on two streets this 
was a consideration in its con- 
struction. 

Automatic sprinkler fire pre- 
vention systems have been in- 
stalled in all parts of the building, 
even in the show windows. This 
has reduced the cost of insurance 
in a marked degree. 

Three large passenger elevators 
connect with all floors and the 
mezzanine balcony of the main 
floor. A large freight elevator 
situated at the alley entrance con- 
veys stock to the top stories 
where they are opened and 
checked and placed in stock. 
Two automatic stock elevators 
are used for conveying stock from 
the stock rooms to the various selling Geese: 


R H. FYFE & CO. have moved into their new ten-story 


Real Veniilation Service 

The building is ventilated and the temperature of the air 
regulated by washed air, which makes it possible to have 
the temperature of the building at least 30 degrees cooler 
inside in Summer than it is outside. 

A modern vacuum cleaning system connecting every de- 
partment and floor will keep the building and stock free from 
dust and dirt. 

The firm has its own private switchboard, 30 telephones 
connected with 8 main trunk lines making it possible for 
customers to reach every department of the store at any 
time. 


R. H. FYFE 
Modern Merchant 


Eighty years old and over fifty years a shoe mer- 
chant. In 1919 he builds a ten-stary shoe building 
for greater achievements in service to the public 


Communication Between Departments 


A tell-a-call system connecting all departments and 
offices, chimes notification of call to each head of department. 
This is less distracting than the old style of bell call. 

There are two large- entrances to the building, one on 
Woodward Avenue and the other on Adams Avenue. Large 
handsome marquees constructed of steel and wire glass pro- 
tect these entrances. . 

The building, which is faced with composition granite has ten 
large show windows, two of which 
have a length of 20 feet each. 
Each window has assigned to it a 
certain department and that de- 
partment’s merchandise will al- 
ways be shown there, except under 
exceptional conditions. 

The backgrounds are in Ameri- 
can walnut finished in antique 
brown, and have handsome par- 
quetry flooring. There are three 
systems of lighting in use in these 
windows. One system provides 
for electrical connection with floor 
lamps and mechanical displays, 
another connects with ornamental 
lamps in the ceiling which are for 
use on dark days when the third 
system, regulated automatically 
by clock arrangement according 
to the season is not in use. The 
window fixtures have been made 
to order and are finished to match 
the backgrounds in both color and 
design. 

The fixtures used inthe interior 
displays are finished, as is the 
furniture in use, to match the 
finish of the several floors on which 
they are used, both in design and 
color scheme. The Fyfe mono- 
gram is used throughout the build- 
ing, giving to the artistic appear- 
ance a chaste charm. 

The floors are covered with ever 
elastic noiseless cork tiling in 
colors to match the color scheme of each floor. 

There are three systems for taking care of the cash and 
credit business of the Fyfe business. On all floors wrappers 
and cashiers are located conveniently to the sales space. 
National cash registers are sued. N. C. R. charge phones 
take care of the credit accounts, while Lamson pneumatic 
tubes are used for sending checks and charges that have to 
be O.K.’d to the main office, and back again. 


A Daylight Basement 
In the basement, which is partly day lighted, all medium 
grades of women’s shoes, retailing from $4.85 to $6.85 at 
present standards, and corresponding lines in children’s are 
carried. Shelving capacity on this floor is 10,458 pairs. 
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To the rear of this department is the delivery department 
where all parcels are received from the various floors by means 
of spiral shutes. Here also are spacious locker rooms for 
both the male and female employes of this and the main 
floor. 

The street floor has a very high ceiling, making the room 
look like a large auditorium with a gallery around it. On 
this street floor all grades of men’s shoes will be carried, the 
shelving having a capacity of 10,000 pairs. It is finished in 
both design and color in Gothic oak. Large lighting fixtures 
with shades in corresponding design are suspended from the 
ceiling, while clusters on wall spaces are also used. 

Specializing in Hosiery 

At the left of the Adams Avenue entrance a large hosiery 
department is situated in which high grade hosiery for men, 
women and children is featured. At the right of the same 
entrance is a large findings department where many of the 
polishes and other accessories are sold under the Fyfe name. 

The mezzanine floor is given up to the Boys’ Department. 
One feature of this department is the inclusion of little gent’s 
sizes, making it a real boys’ department, in fact as well as in 


name. On this floor is located the office of the general man- © 


ager, A. O. Day, making it possible for him to keep in close 
touch with the business at all times. 

The center of the main floor is occupied by two large all- 
over glass cases, double rows of individual chairs for fitting 
being placed on either side of these. In the wall spaces be- 
tween the elevators on each floor are half round show cases 
affording each floor an opportunity to advertise and display 
novelties and special lines to the passengers who have to wait 
for elevators. 


Growing Girls’, Misses’ and Children’s Shoes 


Growing girls’, misses’ and children’s shoes are located on 
the second floor which is also finished in Gothic oak. A 
barber shop for children is located on this floor where three 
sanitary chairs are established. On the mezzanine floor re- 
serve stock is carried. On this floor is located Fyfe’s famous 
play room. Here life-sized Teddy bears, dogs, etc., are to be 
found. Large rocking horses, two bump-the-bumps shutes 
and other mechanical contrivances for the amusement of the 
children are installed. A maid is always in attendance to 
care for the children and amuse them while the parents are 
shopping on the other floors. This play room is finished in 
the usual nursery style with Mother Goose pictures and 
rhymes. 

Seventeen thousand: pairs of shoes are in stock in this de- 
partment which is a very large one, even for a city the size of 
Detroit. 

Service to Women 


On the third floor women’s medium grade shoes are carried, 
prices from $7 to $10. Twenty-two thousand pairs of shoes 
are in stock on this floor. The third floor is finished in rich 
mahogany. 

Women’s high grade custom shoes are carried on the fourth 
floor, all grades above $10 being stocked here. This floor is 
finished in French gray with touches of gold and blue in 
French period design. A grand staircase leads to the retiring 
room situated on the mezzanine floor. This room is elabo- 
rately finished with handsome furniture and floor lamps. 
Royal Wilton rugs in gray to match the color scheme cover 
the floors. 

On the fifth floor the anatomic and orthopedic depart- 
ment is located. Here specialists are in charge of the sales- 
people in the fitting of irregular feet and F yfe’s Arch Preserver 
shoes for fallen arches and other foot ailments. A chiropo- 
dist is located on this floor. 
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The repair department is located on the sixth floor. Here 
fifty people are employed in repairing and renovating old 
shoes and in making shoes for deformed feet. At one end of 
the room is a circular shoe shining parlor, eight revolving 
chairs being served by three busy shoe shiners. Here men 


and women have their shoes kept in good shape. 


A Big Mail Order Business 


At the rear of the room is located the mail order depart- 
ment, a large feature in the Fyfe business. A mailing list of 
over 100,000 names is maintained. Catalogues are issued 
twice a year and at Christmas special holiday advertising 
booklets are used. Two rest rooms are located on this floor, 
one for male and the other for female employes. 

The general offices are located on the eighth floor where 
Mr. Fyfe has his private office, here are also located the credit 
department and cashiers. This floor is finished in quartered 


* oak. 


The ninth and tenth floors are given up to stock. Here 
hundreds of thousands of pairs of reserve stock are carried to 
fill the ever emptying shelves of the sales rooms below. 


Cost Approximately $700,000 


The building estimates when first secured were approxi- 
mately $300,000. We are reliably informed that owing to 
the extreme costs for labor and materials and the necessities 
for delays that the finished building has cost in the neighbor- 
hood of $700,000. 


History of R. H. Fyfe & Co. Businces 


The opening of the new R. H. Fyfe & Co. store at Wood- 
ward and Adams Avenues signalizes the growth and develop- 
ment of a phenomenal business. For over half a century Mr. 
Fyfe has piloted the ship of commerce over rocky and un- 
charted seas and has invariably brought port with profit and 
success. Rarely, indeed, is it given to the life of any one 
man to have unvarying success follow his footsteps as it has 
those of Mr. Fyfe. 

Mr. Fyfe was born in New York State on January 5, 1839. 
While still young his parents removed to Michigan. It was 
in a Kalamazoo store that he entered upon his business 
career. He moved to Detroit in 1857 and entered the em- 
ploy of T. K. Adams. In 1863 he changed positions going to 
work for Rucker & Morgan. In 1865, with the small capital 
he had saved he purchased the business of his former em- 
ployer. The business of the new merchant was compara- 
tively small and was conducted at 101 Woodward Avenue. 


A Custom Service, Too 


Besides a regular retail store, Mr. Fyfe had a custom de- 
partment which became famous and was widely patronized. 

In 1873, while Mr. Fyfe was in France, he conceived the 
idea of importing, shoes from France, which at that time were 
superior to those made by the best firms of the United States. 
Things have changed since then. At any rate, Mr. Fyfe is 
given the credit for the first importation of French footwear. 

As business grew the store at 183-185 Woodward Avenue 
was occupied in 1885, while the original store at 101 was con- 
tinued as a branch. Here the business prospered under the 
management of Mr. Fyfe and those associated with him. 

Despite the fact that Mr. Fyfe has passed his eightieth 
birthday he has held the reins of management with a tight 
grip, and it is due to his energy and forethought that this 
magnificent building of ten stories is occupied for the one~ 
and sole purpose—the retailing of shoes. It is Mr. Fyfe’s 
personal business acumen that has made it possible. 

There are two men who have been associated with Mr. 
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Fyfe for over forty years and who have earned and received 
an interest in the business. These men are C. R. Baxter 
and Wm. T. Livingstone who still are active in the conduct 
of the business. The younger element is reflected in the ener- 
getic general manager, A. O. Day. 





Tanning Industry of Canada 
A Growth of the Finished Leather Trade 


Washington, D. C., Feb. 10.—Some interesting Canadian 
statistics for tanned, curried, and finished leather have just 
been received here comparing the years 1915 and 1917. 
These statistics show that in 1915 there were 106 establish- 
ments in Canada, this number increasing to 136°in 1917: 
The capital invested increased from $19,688,281 in 1915 to 
$30,582,483 in 1917. The number of employees (including 
peace workers) increased from 3,322 in 1915 to 4,129 in 1917. 
The salaries and wages of these workers amounted to $2,182,- 
602 in 1915 to $3,360,418 in 1917. The cost of materials in 
1915 was $18,123,623 increasing in 1917 to $26,634,477. The 
value of production (including custom work) increased from 
$23,654,491 in 1915 to $41,117,128 in 1917. 





A Schedule of Sales 


Tell the Public Your Special Feature 


A large department store sends with its bills to customers 
each month, a printed card, giving a schedule of its special 
sales during the month. 

Would it be well for shoe merchants to do Mheivin, and to 
have a clearance sale during the first week, a new style sale 
the second week, a findings sale the third week, and a chil- 
dren’s shoe sale the fourth week? Or any other schedule that 
looks good to the sales manager. 

The main point in merchandising, of course, is to keep 
constant the interest of the customer in the store, and in 
the goods it is going to sell. 





Swedish Calfskin ec, 


Great Shortage of Raw Leather 


There seems to be some misunderstanding relative to the 
Swedish embargo on calfskins. It is understood definitely 
that no calfskins or any other skins or leather can now be 
exported from Sweden. The reason for this it is said, is that the 
provisions of the agreement between Sweden and the Allied 
Governments stipulate that leather and hides imported shall 
not be re-exported nor shall such imported material release 
the export of similar domestic products. This is the main 
reason for the embargo. There is another reason, it is under- 
stood, that there is a great shortage of all sorts of skins and 
leather in Sweden at this time. 
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A Unit for Export Leather 


A Measurement ‘“‘Cuirmeter’’ for International Use 


A recent meeting of the American Metric Society gave 
prominent place on the program to an address by David A. 
Molitor, of the Carl E. Schmidt Co., who presented a plan 
for a new measuring unit for leather, based on the metric 
system of measurements and intended for use in our trade 
with those countries where that system is already in use, 
instead of the foot and inch measure which England and the 
United States still use. 

The French meter is, roughly, three feet, three inches and 
three-eights of an inch; theasquare meter is equal to 10.76 
square feet. This is too large for a practical leather unit, 
and the square decimeter, which would be a little over one- 
tenth of a foot, is too small. Mr. Molitor therefore proposes 
the ‘‘Cuirmeter,”’ for leather measurement, this being one- 
tenth of a square meter, or 1.076 square feet. One square 
foot would therefore equal .929 cuirmeters. 

It was pointed out by Secretary Redfield and others that 
German manufacturers had long since developed and used 
metric measurements, to facilitate their South American 


’ trade, following their usual plan of catering to the customer, 


in all possible details. 

Senator Shafroth has introduced a bill in Congress, favoring. 
the general adoption of the metric system in this country. 
“‘We use the decimal’ plan with our money; why not with 
weights and measures?” is a standard argument of those 
who favor the system. 

It may be said that the American public has had a bit of 
preliminary familiarizing with metric measurements, by the 
war reports; it was for a number of weeks a standing item of 
news, to state how many kilometers the Yanks had chased the 
Germans the day before. Probably most people made the 
mental arithmetic change of denomination into miles, . by 
calculating that a kilo is between three-fifths and five-eighths 
of a mile. 





Captain Akins Speaker at Banquet 
Iowa Retail Shoe Dealers’ Convention 


One of the men returned recently from France, Capt. 
Chas. A. Akins, a captain in the 168th Company A of 
Iowa, was one of the first men to get back. He was gassed 
and will be speaker at a banquet to be given at the Retail 
Shoe Dealers’ Convention in Des Moines, Iowa, March ]1, 
at the Chamberlain Hotel, Captain Akins will go into details 
from the time he left until his return. His home is at Winterset, 
Iowa, where he conducts a retail shoe store. 

Captain Hugo Schnabel, a son of Emil Schnabel, who 
conducts a shoe store in Des Moines, Iowa, has sent his 
father a very attractive display of helmets, machine gun 
barrels, flasks and numerous signs. These are attracting 
much attention in one of the store windows of Mr. Schnabel. 
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SAM SHOE HORN— UP AGAINST “BIG TOWN” THEORY 















































Her Hero’s Shoes 
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Dorothy Gish in the Newest Para- 
mount Picture---“Boots’’ 
A Photoplay Founded on Shoes 


(From C. F. Carter, Famous Players—Lasky Corporation, New 
York) 

“Boots” is Dorothy Gish’s newest Paramount picture 
which is built from the ground up; or that it has a substan- 
tial understanding, or some such bon mot as that. For the 
name of the picture, which is also the sobriquet of the star, 
being “‘Boots,” endless possibilities for witty plays upon that 
word are opened up. Who knows but some rising Mark 
Twain may go so far as to write a homily pointing out that 
the war with its accompanying prices has led a profligate 
people to appreciate shoes at their true worth? Certainly 
shoes or “Boots” as smart folk call them when they would be 
particularly smart or English, never were deemed worthy of 
dramatization until they were retailed at eighteen dollars a 
pair and up—particularly up. But Dorothy Gish has shown 
that it is entirely feasible to entertain an audience with an 
array of shoes some of which undoubtedly came from the 
bargain basement, and a blacking outfit, although the wearers 
of the shoes do appear on the screen from time to time. The 
accompanying illustrations may give an idea of what “‘Boots” 
look like when dramatized. 





Lauerman Bros. Co. Take More 
- Spacious Shoe Home 


Lauerman Bros. Co., Marinette, Wisconsin, are to have a 
shoe department in their new quarters in the Madagin 
Building. Manager Gabe Esterman is desirous of obtaining 
more commodious apartments. An annex is established, 
three store rooms in the remodeled building on Main and 
Liberty Streets to be occupied by this up-to-date shoe home. 

Manager Esterman says: 

“The enlargement will enable us to give the public better 
service, more comfort and shopping conveniences, and we 
will be enabled by reason of the greater volume of business to 
serve the people on a smaller percentage of profit. 


Modern Lighting Scheme 


“The lighting scheme will be most modern and up-to-date 
and will almost put daylight in the shade. In laying out the 
store several new features will be carried out, more sales 
people added. ‘Service’ will be the watchword and every 
modern convenience for fitting shoes will be provided. 


A “‘No-Tip”’ Shine Service 


“Electrically operated repair machines will be used and 
modern methods of shoemaking employed, while a novel 
‘No-tip’ shine service will be inaugurated. Several lines not 
heretofore carried for want of space will be featured. Among 
other things there will be a complete orthopedic department, 
sport shoe department, juvenile department and corrective 
shoes featured. A complete line of findings will be 
handled.” 





Akron Events 


The Wagner-Marsh Shoe Co. have decided to divide their — 


men’s shoe department from their women’s and make each a 
separate business. As a result, they are fitting up an ex- 
clusive men’s department to be opened March Ist on Market 
Street, directly opposite from their present establishment. 

Charles P. Petot has opened a new store in Market Street 
featuring men and women’s shoes. 
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The Philip Bender Association 


Resumes Annual Beefsteak Party 


The Philip Bender Association has resumed its Annual 
Beefsteak Party. This month marked the first event which 
this association has enjoyed since the United States entered 
the war. 

The big affair was held at the Piccadilly in Fulton Street. 
The shoe trade in all its branches was well represented. Some 
of the manufacturers, traveling salesmen and others coming 
from several hundred miles, participated. Many of the 
guests represented the shoe trade from New England. 


Address by Secretary of State Hugo 


The event was made very interesting by the presence of 
Secretary of State, Francis M. Hugo, who laid much stress 
on the prominent part the shoe manufacturers and others 
had played in the war. Secretary Hugo praised the objects 
of the Bender Association and said that such organizations 
not only promoted a fraternal spirit, but played a prominent 
part in one of the chief industries in the land. There -was 
an attendance of nearly 200. 

The officers of the organization are as follows: President, 
Henry F. Wehrman; Joseph L.* Hitz, vice-president; Ber- 
nard H. Sandler, a Manhattan attorney; and secretary, 
Frank Schmitt. 

While the feast was being served there was an excellent 
vaudeville entertainment. 





Cincinnati Retail Shoe Selling Group 
Meets 


The special committee of John Kipp, W. E. Ellison and 
Chas.. Hardebeck of the Retail Shoe Selling Group met 
Feb. 10 and virtually completed arrangements for the 
““Get-Together” meeting of the retailers in Cincinnati and 
vicinity. . 

The meeting which will follow a dinner was decided to 
be held February 27, at the Hotel Gibson. D. E. Hayman, 
new president of the Shoe Selling Group will preside as 
toastmaster. Other speakers of the occasion will include 
A. F. Sloane, field secretary of the National Association, Mr. 
Wein of Holmes Store, Columbus; -Mr. Bergman, of A. E. 
Pitts, Columbus; and August Wode, one of the leaders of the 
Cincinnati Shoe Men’s Association. 





High Rate on Hides and Skins 


Why the Difference in Rate? 


The Tanner’s Council has called the attention of officials 
of the United States Shipping Board. to the fact that the rate 
on hides and skins from Buenos Ayres to New York City 
is $35 per ton while the English rate from Buenos Ayres to 
London is only $10. The shipping Board officials have 
promised to look into the situation immediately and remedy 
it so that our hide importers will not be discriminated against. 





New Style in Button Boots 


Allen, Foster, Bridgeo, of Lynn, are showing 18-button 
boots for Fall. The buttons are of the birdseye patterns. 
The boots are high top, of course. The heels are high, too, 
and the toes are slim.- The leathers are patent, dull kid, 
suede, gray and brown. The shoes are made in one and two 
tone effects. 
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LUNN & SWEET SHOE COMPANY, 
AUBURN, MAINE. 


Most Successful Sales Convention in 
History of House 


The three-day Semi-Annual Sales 
Convention of the Lunn & Sweet Shoe 
Company, Auburn, Me., ended Febru- 
ary 12 with a verdict of the most suc- 
cessful convention ever held by the 
traveling force of the ‘““Ye Olde Tyme 





A. J. SWEET 


President, Treasurer and Sales Manager 
Lunn & Sweet Shoe Co. 


Comfort” Shoes and the “Sweet Sally 
Lunn” welts and turns. 


Lincoln Day Victory Ball 


A grand ball at the Lewiston City 
Hall, just over the Androscoggin River 
from Auburn, put the finishing touches 
on Lincoln Day. In fact, the official 
title of this festive event was ‘“‘Lincoln 
Day Victory Ball.’ 

Everybody turned out and over 1,100 
people were on hand. The sale of 
tickets at the nominal price of fifty 
cents per head exceeded $600. The hall 


Bie: Rcd Salesmen 


Activities of our Trade’ Ambassadors 
On and Off the Road 
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was cleverly decorated with the National 
colors, colored lights, spot lights “to 
put you in the limelight now and then,” 
serpentine, and the adopted colors of 
Lunn & Sweet Shoe Company, which 
are green and white. Allin all, it made 
up a company of joy and revelry. 


Strong Co-operative Spirit 
Throughout 


The salesmen of the Lunn & Sweet 
Shoe Company and the employees of 
the factory mingled as never before. 
They showed a real get-together co- 
operative spirit proving that they are 
working as a unit for the success of 
the “Sweet Sally Lunn” welts and 
turns and “Ye Olde Tyme Comfort” 
shoes. é 

On Tuesday evening, February 11, 
the executives of the Lunn & Sweet Shoe 
Company entertained at a banquet 
given at the Abou Ben Adhem Hall. 
Over thirty-six salesmen were present 
including three from the office of the 
P. A. Sawyer & Co., which firm repre- 
sents the house in New York City. 


After the banquet the hall was 
cleared and the centre turned over to 
the wrestlers and boxers, who put on 
several good matches. After this the 
dance and song girls entertained until 
everyone was satisfied that they had had 
enough of “food of all kinds.”’ 

As usual, the convention began on 
Monday morning, February 10. Busi- 
ness sessions were held daily from 9 
A.M. until noon and 12 M. until 5 
P. M., with talks from the executives of 
the firm. The closing address of 
Wednesday afternoon was made by the 
President of the firm, A. J. Sweet. 


Salesmen Depart for Territories 
with Enthusiasm 


This convention has gone down to 
history as one of the greatest interest, 
and at its conclusion the members of 
the sales force joyously departed for 
their respective territories with a feeling 
of enthusiasm and optimism, faith in 
increased business and a firm confidence 
for big business this coming season. 
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Maurice J. Rosman in Central Illj- 
nois with Frigdman-Shelby Line 


Maurice J. Rosman, who has finished 
a one season’s trip for the Friedman- 
Shelby branch of the International Shoe 
Company in Central Illinois, after 
traveling Indiana for two years with a 
Chicago line, reports that business has 
been very good, with still better pros- 
pects for the future. 


“‘Merchants,”’ he says, “seem to re- 





M. J. ROSMAN 


Central Illinois for Friedman-Shelby 
Branch, I. 8. Co. 


alize that prices will not come down for 
some time and are buying well, and in 
spite of the apparently high prices, want 
the better merchandise.” 

Mr. Rosman started out again with the 
Fall line on February 17, with confidence 
that business will be good. 


Jimmie Kaltenbrun at the Factory 


Jimmie Kaltenbrun of Columbus, O., 
is now at the factory of Chas. A. 
Eaton Company, Brockton, Mass. He 
expects to be back on his territory with 
his Fall line in a few days. 
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MILWAUKEE E aim to give you more for your money than you 
can get anywhere else. That’s why our success 
hasn’t been a “‘low-priced’’ success. We know that your customers 
are willing to pay for good shoes; they simply want to get what 
they pay for! They like Value. 


HE demand for quality is here and has been all the 

time! We supplied it! That’s all! You will see 

the result. The way we supply it makes the demand grow larger, 
and we supply that too; we shall keep Growing. 


WEYENBERG SHOE MFG. CO. 
ALBERT TROSTEL & SONS COMPANY 
BRADLEY & METCALF CO. 
EDMONDS SHOE Co. 
HARSH & CHAPLINE SHOE CO. 
F. MAYER BOOT AND SHOE CO. 
NUNN, BUSH & WELDON SHOE CoO. 
OGDEN SHOE CO. 
PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 
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Four Big — 
Specialty Factories 


with a daily capacity of 10,000 pairs of shoes, well illustrates the growth 
of the Honorbiit Line since 1880 and shows clearly how Honorbilt 
quality is regarded by the trade in general. 

Made for men, women and children and in all styles, sizes and leathers 
Honorbilt Shoes embody all the qualities exacted by the careful shoe 
buyer and afford the dealer every advantage for successful trading. 
Martha Washington Shoes for women, and Dry-Sox Shoes for men are 
big popular members of the Honorbilt family and striking examples 

' of sterling Honorbilt quality. 


F. Mayer Boot & Shoe Co., 


Milwaukee, Wisconsin 
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Brown Harvester 
BLUCHER 


In Stock for at 
once shipment 


This shoe is a wonder and you 
should have it but—we have a lot 
of other good ones you should write 


us about. Do it NOW and be 
protected. 


We make all the shoes 
we sell and we+make 
more than any other 
manufacturer in the 
Northwest. 


Weyenberg Shoe Mfg. Co. 


Milwaukee, Wisconsin 
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DUNHAM 
BROTHERS 
COMPANY... costiintrcsiyisin 


been a barrier to both Milwau- 

Brattleboro, Vt., kee Shoe Manufacturers, and 

are our NewEn g land Eastern Merchants who wanted 
Di t -b t Milwaukee Made Shoes, but 
Ser u oF 4 could not get them with any 


After March first you will be able degree of certainty as a result 


to get WEYENBERG .SHOES of inadequate railroad facilities. 
FOR SERVICE. on chet notice This drawback has now been elim- 


inated by the House of Weyenberg 
through an arrangement whereby 
Dunham Brothers Company will re- 
ceive WEYENBERG SHOES FOR SERV- 
ICE in carload lots—or larger, therefore 
the merchant who has been buying Milwau- 
kee Made Shoes in small quantities in the face 
of the problematical delivery of ‘‘less than carload”’ 
shipments will, after March Ist, be assured of as prompt 
delivery of Weyenberg Shoes from Dunham Brothers 
Company, distributors in the New England 
States as if he were within a few 
miles of our factory. 


— ATLL \a alle 
MILWAUKEE 


Weyenberg Shoe Mfg. Co. 


Milwaukee, Wisconsin 
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| Gattow's 
Quaurry — 
LEATHERS 


ZTEC CALF IS FAVORABLY KNOWN AS 
A SPECIALIZED LEATHER FOR SUM- 
MER SHOES. TANNED SO THAT THE 
NATURAL PORES OF THE HIDE ARE 
LEFT OPEN, THUS INSURING A 
BREATHING OUTLET FOR THE FOOT, 
AZTEC CALF MAKES AN IDEAL . 
LEATHER FOR SPRING AND SUM- 
MER SHOES. THIS LEATHER HAS 
THE CONFIDENCE OF THE BEST 
SHOE MANUFACTURERS AND MER- 
CHANTS, WHO KNOW AZTEC CALF 
AS A LEATHER OF UNFAILING QUAL- 
ITY, YEAR IN AND YEAR OUT. 





TTT 

















IKING CALF IS ESPECIALLY MADE 
FOR FALL AND WINTER SHOES, AND 
AS SUCH IT HAS QUALITIES THAT 
MAKE IT PECULIARLY SUITED FOR 

VIKING COLD AND WET WEATHER. IT IS 

Ct: ALF | TANNED TO PREVENT ANY OUTSIDE 

; MOISTURE FROM PENETRATING 

THROUGH; IT RESISTS SURFACE 

ABRASIONS, IT IS LIGHT AND PLI- 

ABLE AND IT TAKES A BRILLIANT 


POLISH. 
Specify These Leathers in Your Orders © 


A. F. GALLUN & SONS 


MILWAUKEE, WIS. 
H. A. ELY, Manager 11 East St., BOSTON 
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The Southwestern Shoe Travelers’ 
Association Elects Officers for 
Ensuing Year 


Galveston—For some years past it 
has been the custom of the Southwestern 
Shoe Travelers to hold their annual 
meeting in connection with the Retail 
Merchants’ annual meeting. During 
this week these travelers have had 
several very important and very fruitful 
meetings. At the final meeting, Feb- 
ruary 12th, the following officers were 
elected. 

President, J. E. Miller, P. Sullivan & 
Company, Cincinnati, Ohio (Home 
address, Oklahoma City); vice-presi- 
dent, H. L. Hunter, Jas. Clarke Leather 
Company, St. Louis, Mo. (Home ad- 
dress, Mart, Texas) ; secretary-treasurer, 
B. McWhirter (re-elected); Wise, Shaw 
& Feder Company, Cincinnati, Ohio 
(Home address, Waco, Texas). 

National Representative and Member 
Board of Governors of National Shoe 
Travelers’ Association, B. McWhirter 
(re-elected). 


Resolution Passed 


Resolutions Committee reported at 
the afternoon session on February 12th, 
synopsis of which is as follows: 

The Southwestern Shoe Travelers’ 
Association favors the return of rail- 
ways to private ownership at a very 
early date, same to be operated as before 
the war, but Board of Control or Super- 
vision by the Government, either the 


establishment of a- Cabinet position as © 


Secretary of Transportation or Govern- 
ment Supervisor. They realized that 
some one guiding hand and control was 
necessary to facilitate. transportation 
during the stress of war times, and 
commended such action. Also, the es- 
tablishment of union stations by the 
Railroad Administration in towns where 
two or more railroads had previously 
used individual or separate stations. 
The seeming concerted effort of many 
of the railroad employees to render in- 
efficient and poor service, both to the 
traveling public and shipper, was con- 
demned, such action being considered 
unpatriotic. With these ideas in mind, 
‘the Resolutions Committee reported, as 
stated, favoring the return of railways 
to private ownership. 

Resolutions opposing the proposed 
luxury tax on shoes were read and 
adopted. 


Consider Trade Acceptance 


W. C. Roose, of the Beacon Shoe 
Company, Manchester, N. H., ad- 
dressed the Shoe Travelers on trade ac- 
ceptance. After Mr. Roose’s address a 
general discussion was had. The Edu- 
cational Committee of the Travelers’ 


Association is to have distributed to all 
members, booklets prepared by some of 
our financial authorities on trade 
acceptance. 

Other resolutions of purely: local 
nature were also adopted. 

A committee to meet with the Texas 
Shoe Retailers for the selection of the 
1920 City was appointed, consisting of 
R. E. Patterson, H. L. Hunter, and E. 
L. Moody. 


E. F. Smith to Travel in Southland 
for Ault-Williamson Shoe 
Company 


One of the representative travelers 
of the Ault-Williamson Shoe Company, 
Auburn, Me., in the Southland is E. F. 


E. F. SMITH 


Louisiana, Mississippi and Arkansas 
for Ault-Williamson Shoe Co. 


Smith, with whom C. R. Williamson, 
president of this company, recently 
made arrangements to cover Lousiana, 
Mississippi and Arkansas the coming 
season. Mr. Smith formerly traveled 
for the Vinsonhaler Shoe Company of 
St. Louis in the South. 


Salesmen’s Territories of Wise, 
Shaw & Feder Company 
Cincinnati 


E. A. Anderson, Pacific Coast; Wal- 
ter J. Feder, Illinois, Indiana, Ohio, and 
St. Louis, Missouri; Frank Ghelin, 
Kansas, Nebraska, Oklahoma and New 
Orleans, Louisiana; John H. Gregg, 
Central south and Chicago; B. McWhir- 
ter, Texas, Louisiana, Arkansas and 
New Mexico; Clarence Mayer, Illinois 
and Iowa; Geo. J: Nichols, Wisconsin, 
Minnesota and South Dakota; Chas. 
H. Phillips, Virginia, North Carolina, 
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South Carolina, Florida and Georgia; 
Nathan B. Sachs, West Virginia, Penn- 
sylvania and Maryland; R. H. Laven- 
der, Arkansas and Missouri; Fred 
Yates, Michigan, New Jersey, Ohio and 
Pennsylvania. 


James M. Travers Covers New York 
for G. Lyman Snow 


James M. Travers will cover New 
York for G. Lyman Snow, shoe whole- 
salers who has their headquarters at 114 
Federal Street, Boston. Mr. Travers 
is a veteran traveler and will shortly be 
in the New York territory with a full 
line. 


Chicago Shoe Travelers Plan Shoe 
Exhibit Week 

The Shoe Travelers’ Association of 
Chicago is very busily engaged in ar- 
ranging plans for a Semi-annual Shoe Ex- 
hibit in Chicago, to be held in the Spring 
and Fall. Many committees have been 
appointed in the working out of the de- 
tails,and from the manner inwhich every- 
body is going at it, it appears in every 
likelihood that the opening exhibit will 
be a great success. 


‘*Bostonian”’ Delegation Boston 
Bound from Chicago 

Seven strong, traveling light hearted, 
because of a record season, the follow- 
ing aggregation of salesmen from the 
Chicago headquarters of the Common- 
wealth Shoe and Leather Company left 
for Boston to attend a ten-day confer- 
ence of the Bostonian sales organiza- 
tion, which will begin February 24th, 
Simon Ruwitch, John Roedder, L. F. 
Eastman, Phil Murkland, Harry W. 
Modlin, Edw. E. Hessler and R. L. 
Frank. 


Salesmen for Dalton Company 


Following is the roster of The Dalton 
Company, Inc., of Brockton, all of 
whom will soon take the road with Fall 
samples of the Dalton line of men’s 
footwear. George S. Dyer, New York 
and New Jersey; H. M. Hamilton, part 
of Pennsylvania and the South; J. A. 
Warrender, Ohio and Indiana; C. P. 
Herrmann, Pacific Coast from Denver 
west; George J. Loveley, New England; 
W. K. Hopler, South Atlantic States; 
F. H. Foss, Pennsylvania and West Vir- 
ginia; C. F. Barstow, Illinois and Iowa. 


Guy T. Milwee Goes a-Hunting 

Guy T. Milwee, covering the South- 
west for The Holters Company, Cincin- 
nati, has been spending the last two 
weeks down in the hills of Kentucky 
hunting on his brother’sfarm. The as- 
surance of his success as a hunter lies in 
the two rabbits which he sent to his 
friends in the trade here this week. 








BOOT AND SHOE RECORDER 


‘ 4, 
“UPiut-On” 


Detachable 
RUBBER HEELS FOR WOMEN 


You know how women love comfort, Mr. Dealer. 
Think, then, how much your women customers 


will appreciate U-Put-On Detachable Rubber Heels, 
that, once worn, becomes a necessity. 

Put “U-Put-Ons” on a customer's shoes -- she 

won't let you take them off. 
Made in sizes to fit all French, Louis and 
Cuban Heels. Retail at 50c. per pair, with 
liberal trade discounts. If your jobber 
is not yet supplied, address 


ROBERT E. MILLER 


Incorporated 
11-13 Broadway 
New York 








A CORRECT LINE 


The Credit Clearing House, 
440 Fourth Avenue, 

New York City. 
Gentlemen: 

We note that a number of the firms with whom 
we do business have their credits checked through 
you and we are enclosing herewith a copy of our 
January 1st, 1919 statement so that you may have 
a correct line on our financial condition at this 
lime. 

We discount all our purchases at all limes and 
if any further information is desired we will be 
glad to furnish same on request. 


Yours truly, 


The Credit Clearing House 
“*‘Builder of Better Credits” 
Offices in all important cities 
Executive Offices: 440 Fourth Ave., New York, N. Y. 
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WERERERE 


More Men’s Oxfords 
Needed for Spring, 1919 


The soldier who has been wearing 
boots and leggings will jump to these 
Oxfords next Spring, because the last 
is wider at ball, leather is the best, 
workmanship is strong and values are 
right. 
These shoes will be made up as ordered 
—They are not in stock. 
Oxfords:—Leather lined Quarter, Unlined Vamp, 
wa Box, KORRY KROME Out-sole, Goodyear 
t. 


No. 1129—Chocolate Veal 

No. 1130—Choc. Vanity C 

No. 1131—Choc. Waukegan Calf........ 
C, D or E widths, sizes 6-10 and 7-11. 


RELIABLE SHOE CO. 


NATICK, MASS. 


AENTRAL? Beach 3520—the 
“*Essex’’—put the call through 
quickly. Thanks. Hello! 
“Essex”? Mr. C. Brown 

there? Mr. Jones is talking. In less 

time than it takes to tell it Jones has 

Brown on the wire and a deal is closed. 

Why not stop-at the “Essex” where 

big men in the shoe and leather trade 

are found? 


Hotel Essex 


BOSTON 


DAVID REED 
Manager 


Feb. 22, 1919 






































There's all 'ia-aavitheality of atyle poudle Sf a bam 

women's shoes— : 

There's the exclusive. “GLOVE GRIP” features which 

guarantee unparalleled fitting and comfort qualitiee— =» 

There’s the universally popular O'Sullivan’ Rubber Heels 

—which save your energy. 

These are the features that dealers capitalize with ce 
eS “GLOVE E ces Gin sis 








Price of model S 703 is $5.60. Catalogue of all stock styles in the “Glove Grip” line sent on request. 
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Now We Can Deliver U. S. 


‘Protected’ Rubber Footwear 


HE war is over and war restrictions are 


forgotten. 


Yesterday it was our first duty to build rubber boots 
and arctics to comfort millions of soldiers’ feet; we 
were glad to do it and we did. 


But now our plants are back, full blast, on U. S. 
“Protected” Rubber Footwear for civilians. 


Now Is the Time to 
Stock Up Ouick 


No doubt you need rubber footwear badly. Most 
~ dealers’ stocks are badly off in sizes. 


We can help you now. Rush your order to the 
nearest distributor. 





App) United States Rubber Company (I) - 
Qe we 


New York 
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TANNERY AND GENERALOFFICES 
THE OHIO LEATHER CO. 
GIRARD OHIO. 


BOSTON 


THE OHIO LEATHER CORPORATION 
33 SOUTH ST. 


NEW YORK 


OSCAR SCHERER AND BRO. 
29 SPRUCEST. 


HARRISBURG 
S.B.ROMBERGERS SONS CO. 


65 SO. TENTH ST. 


MILWAUKEE 
A.R.MUELLER COMPANY 


258 4TH ST. 


ST.LOUIS 
JOHNSON-STEPHENS ¢ PATTON LEATHER CO. 


1602 LOCUST ST. 
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BOOTS AND SHOES 


Evidence That Retail Stocks Are 
Moderate 


At last, after February has entered on 
its second half, the country generally 
has received that mantle of snow which 
was naturally expected. to arrive eight, 
ten or twelve weeks sooner. And with 
the coming of more normal Winter 
weather, there is an insistent demand at 
once upon the jobbers for rubber foot- 
wear. Every year seems to show a 
more marked tendency of city shoe- 
sellers to let the jobbers carry the 
stocks,-and when the storms come there 
is a rush and hurry of imperative orders 
for instant delivery which can only be 
filled by increased store forces and 
hours of overwork. Hardly is the 
ground in any large city covered with 
snow, when orders come by mail, ex- 
press, telegraph and telephone demand- 
ing immediate fillment and forwarding, 
yet at such times the very snow which 
causes the demand, retards and some- 
times entirely prevents the forwarding 
of the goods. There are many in the 
trade who will never learn the lesson 
that goods on hand are a necessity when 
a heavy snow strikes the locality, and 
that no Winter passes without some good 
opportunity to unload at least fair 
stocks of rubbers upon the local com- 
munity. The dealer who prepares for 
the ‘first heavy storm will sell goodly 
amounts of rubbers whether that storm 
comes early or late. He may be con- 
servative in ordering quantities, but 
timeliness counts when the storms do 
come, and he sells his goods, and holds 


* the confidence of his own customers, 


while gaining a similar confidence of the 
customers of his procrastinating com- 
petitors. Again, the lesson was shown 
during last week. Will the shoe men 
profit by it? 


TENNIS LINES 


Steady Shipments on Early March 
Deliveries 


There is a steady outflow of tennis 
lines from the factories, many of which 
are shipping now the goods ordered for 


Weekly 


er 


Market Review of Rubber 
Footwear, Supplies and Prices 


PURDDDAADDADNUOEGAADAORDUDANDRAAAOAEAENANIE) 


POUERUDGARSSSISCACRGRMAAARAE BANG AN EAL, 
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early March deliveries. Every fac- 
tory making these lines is pushing ahead 
with as large forces as can be secured. 
There is every indication of a big tennis 
season, which will show consumer de- 
mand for all the varied qualities now 
offered the public by the leading com- 
panies. 


CRUDE RUBBER 


Somewhat Weaker, With 


Sales Small 


Prices 


Some reaction is shown in the demand 
for spot and nearby rubber. The nat- 
ural tendency to buy conservatively in 
a falling market was noted last week, 
when holders of spot and nearby planta- 
tion grades were willing to concede 
somewhat to move supplies. Orders 
have been more numerous, but they run 
small, betokening a tendency to buy 
only actual necessities, in hopes of 
securing better prices later. Spot first 
latex is quoted 57c and pale crepe 56c, 
but it is probable that 4c less would be 
accepted for sizable orders. Every 
arrival quotations are 5414 and 53% 
respectively, while April-May arrivals are 
quoted 52 and 5lc, and May-June Ic 
cheaper, and July-December have been 
quoted at 49 and 4814 c. 

Para grades, however, are standing up 
well, as spot stock is not large, but 
sufficient for current demand, with the 
exception of upriver coarse and caucho 
ball, in which limited supplies hold prices 
very firm and comparatively high. 


We quote current spot prices: 


Upriver fine para.. ..$0.59 to $0.5914 
Island fine para : 49 

Upriver coarse para. 

Islands coarse para. . 

Caucho ball upper.. . 

Caucho ball lower.. . 


First latex pale crepe, .5614 to 
Brown crepe 51 
Smoked sheet 5514 to 
Mexicans and Cen- 


56% 


38 to .39 
Guayule, wet........  .34 
Guayule, washed and 
dried 


a 


SCRAP RUBBER 


Prices Very Low in Absence of 
Demand 


Again we must chronicle a quiet 
market in scrap rubber, with prices 
holding barely up to last week’s quota- 
tions, with reclaimers refusing to pur- 
chase until they can see a better de- 
mand for their product, and with 
dealers indifferent buyers while their 
service of output continues so sluggish 
as to be practically stagnant. There 
seems to be a belief. in the trade that 
many collectors are holding fairly large 
stocks which they have bought at such 
terms that if they sell at today’s dealers’ 
offers, they will not only eliminate all 
profit, but will stand a considerable loss. 
They are now considering whether it is 
better to stand this loss or to risk greater 
or less by holding. Dealers will not 
buy, except upon terms of their own 
making, and this _take-it-or-leave-it 
policy is generally accepted only by 
those collectors who have immediate 
and pressing need of ready money. 
Under such circumstances collectors 
cannot pay within considerable margin 
from our quotations, for such lots as 
shoe merchants may have on hand. 
We quote average dealers’ buying prices. 

Boots and Shoes $7.65 to $7.85 in 
Boston; $7.50 to $7.75 in New York; 
$7.40 to $7.65 in Philadelphia; $7.00 to 
$7.10 in Chicago. 

Tsimmed Arctics, $5.75 to $6.25 in 
Boston; $5.75 to $6.00 on New York 
and Philadelphia; $5.75 to $6.15 -in 
Chicago. ; 

Untrimmed Arctics, $4.75 to $5.25.in 
Boston; $4.50 to $5.00 in New York; 
$4.50 to $4.75 in Philadelphia and 
Chicago. 


Plant Bros. & Co. Adopt 
48-Hour Basis 


Beginning February 10, Plant Bros. 
& Co. will operate their shoe factory - 
at Manchester, N. H., on a forty-eight 
hour weekly basis. This is made up of 
five days of eight and two-thirds hours 
each, and four and two-thirds hours 
on Saturday. . 
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WELT OXFORDS IN STOCK 


EARLY DELIVERY 


056 Black Kid Oxford, Fonda, Cuban Heel .... 
556 Brown Kid Oxford, Fonda, Cuban Heel . .. 
156 Coco Russia Oxford, Fonda, Cuban Heel . .. 
856 White Kid Oxford, Fonda, White Heel .... 
855 White Kid Oxford, Erma, White Heel 

356 White Canvas Oxford, Fonda, Wood Heel . 
355 White Canvas Oxford, en Ws Leather 

Heel 


UPHAM BROS. SHOE CO. 


Stoughton, , Mass. 


$5.50 
6.25 
5.75 
6.50 
6.50 
4.75 


4.25 

















IF YOU SEE THEM 


—vyou stock them! 


Hi Dttarattay 








\VUEERLELECERTOCTELOR GTO Gat 


Dr.. Adler’s Brooklyn-Made Misses, 
and Children’s Shoes are absolute 
business builders for you—They stim- 
ulate trade and create contented 
customers. 


Surely this is what you want—a _ 
steady profitable succession of sales. 
We wish you to see samples. 


Will you send 
for them—or 
ask for a 
salesman to 
call. 


Patent Colt, Welt Oxford 


Same with close edge.... 2.00 
1 to 414 close edge only. . 1.60 
Write for Illustrated Catalogue 


Hygrade Shoe Works 


145 Duane Street - - - New York 
Factory: 2963-81 ATLANTIC AVE., BROOKLYN 
Chicago Office, Lees Building 
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Vaughan’sIvory 


- The Sole that Has Made White Soles Staple 




















OU can guarantee satisfaction to your 
customer and profit to yourself if you 
insist upon standard materials in your shoes. 


This merchandising fact is exemplified p 
fectly in the case of VAUGHAN’ S IVORY 7 


SOLE LEATHER. 


Made from selected hides by the exclusive 
VAUGHAN tanning process it is white all 
through and especially adapted ‘to every kind 
of summer footwear. 


It cannot crack or peel for its edge is its own— 
requiring no foreign substance to render it 
uniform_in color with the rest of the shoe. 





LLL iMmlliiiiiiiiiiiy 








VAUGHAN'S IVORY is ideal 
for warm weather wear—light, 
durable and good-to-look-at and 
costs no more than other good soles. 


























George C. Vaughan 


Tanneries at 
Peabody, Mass. 
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Prevention Is Better than Cure 





HE arches of the feet are the foundations upon which the body rests. 
Increasing years bring increasing weight for the arches to carry. When the 
arches are weakened or broken down, they are no longer giving efficient service; 
pain of body comes and peace of mind goes; and unless remedies are applied, health 


and happiness vanish. 


Prevention is better than cure. Build 
your bridges to bear -their burdens. 
Good shoes are the secret of good feet 
under modern conditions of life and liv- 
ing. Weakened and broken-down arches 
can be prevented, and, when existent, 
made normal by shoes which are so 
equipped that contours are preserved, 
soles made firm and rigid, and the pres- 
sure of weight on the feet distributed and 
the bony arch structures given a chance 
_ tostrengthen and normalize. 

Shoes equipped with the CRAWFORD 
ARCH-SUPPORTING SHANK are the 
cure of the evil of weakened and broken- 
down arches. It is a rigid, unbreakable 
arch of steel, locked to the insole, im- 
movable, devoid of friction; it preserves 


, 


the line and shape of the shoe, prevents 
breakdowns in sole and structure and re- 
moves the defects that bring on arch 
injuries. 

The CRAWFORD ARCH-SUPPORT-— 
ING SHANK is not an experiment; it 
is a practical accomplishment; a triumph 
of trial and test, which has given an 
added value, a smarter appearance, and 
a longer life to the shoe; and comfort, 
peace of mind and arch security to the 
wearer. 


Manufacturers use them; retailers call 
for shoes equipped with them, and cus- 
tomers who have used them once, repeat. 
The bridge that bears us over safely we 
trust and use again. 


RIVET 
LOCKING SHANK TO INSOLE 


United Shoe Machinery 
BOSTON 


Corporation 





BRANCH OFFICES 


Johnson City, N. Y... iat Mate 


Brockton, Mass Lynn, 


Chicago 
Cincinnati 708 Broadway 


Haverhill, Mass 


Milwaukee 
New Orleans 


arlboro, Mass 


New York 37 Warren 
Philadelphia orth 13th 
Rochester, N. Y 130 Mi 

St. Louis 
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JOBBERS 
You Need Them 


Write for samples of our No. 10 
Infants’ and Children’s Turns 
—cheap. 


Desbrow Shoe Co., Inc. 











= 
| 
| 


Win D 


Levinson Shoe Mfg. Co., Inc. 


Children’s Turns and Welts |{{ 
for Jobbers Exclusively 


' 
Largest Children’s Shoe | 
Factory in N. Y. State | 
| 
| 


i 


ROCHESTER, N. Y. 











CHE 
ee Pc 
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GEORGE J. 
WILSON 


Builder of 
REAL SOFT SOLES 





Rochester, 





SHOES” 


Macmaster Soft Soles 
for infants are wonder- 
fully dainty and attrac- 
tive. They add the 
finishing touch to 
baby’s apparel. 


There és no difficulty in: sell- 
ing the Macmaster line — 
Just show it. 


J. J. MACMASTER 


Manufacturer of Infants’ 
Soft Soles and Moccasins 





/ Bde. 


Maker of 


‘Quality Soft Soles 


Infants’ Moccasins 
Finer Grades Only 


Rochester - N.Y. 


Always a Year Ahead 


TE 


= 








Children’s Turn Shoes 
Exclusively for Jobbers 
“*The Shoes That Fit” 
Desbrow Shoe Co., Inc.. 
15 Caledonia Ave., Rochester, N.Y. 


BOSTON: 212 Essex St. C. H. Daniels 
CHICAGO: 19 So. Wells St. 
F, H, Wend . 
COAST: Frank Ward 
SOUTH: J. W. Johnson 








F. S. Elam Shoe Co., 
Incorporated 


Manufacturers for 
Jobbers Only 


Infants’ First-Step Shoes 


Rochester 





HOME -OF-INFANTS-FINE-SHOE 


69 
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Interior Eli Redelsheimer’s Famous Shoe Store, Nashville, Tenn. 


How Eli Redelsheimer 


built a retail shoe business that 
runs into six figures. 


In Nashville, Tennessee, is The Famous Shoe Store, Eli Redelsheimer, 


Proprietor. 
Twenty odd years ago this business was started with practically no capital. 
Today Mr. Redelsheimer is one of Nashville’s wealthiest retail merchants. 


And he made his money out of his shoe business. 


He made it because from the very beginning he concentrated his efforts on 
selling one line of shoes in each class, instead of scattering his efforts over a mixed 
stock composed of a dozen different makes. 

For his biggest volume of women’s trade, he selected the Red Cross Shoe, 
because he knew that every Nashville wontan who bought this grade of shoe was 
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already familiar with the merits of the Red Cross Shoe; that in this one line he 
could get style range and price range to meet every reasonable demand; that a 
representative selection of Red Cross Shoe styles was a complete stock in itself, 
from the best style shoes to the always staple orthopedic models. 


Mr. Redelsheimer’s business runs into six figures today. (He is too modest 
to let us’ publish the actual amount). 65% of his entire business is on women’s 
shoes, and of this 65%, over four-fifths is on Red Cross Shoes. Yet even with 
this tremendous volume of business, his January inventory was only $23,000 and — 
his odds and ends have never exceeded 250 pairs a season. 


Mr. Redelsheimer says that Red Cross Shoes are the best in the country, 
price for price. He knows from experience that they are the most easily sold 
(his clerk expense is ridiculously low). He knows that his quick turnover, his 
steady growth, his commanding position in Nashville’s shoe trade are due to the 


fact that— 

He has always bought a representative line of Red Cross Shoes—and concen- 
trated his efforts on pushing this one line. 

We urge any merchant who is not satisfied with his business to get in touch 
with Eli Redelsheimer and hear first hand what this successful shoe retailerjhas 


to say about concentrating on the Red Cross Shoe for a bigger business and a bet- 
ter profit. Or let us send a representative to talk over your individual problems. 


The Krohn-Fechheimer Company 
705 Dandridge Street Cincinnati, Ohio 


Success like this can be made in 
any size town. Next week we will 
tell you the Story of Sam Schwartz 
—the biggest shoe merchant in 
Muncie, Indiana—a town of 25,000 
people. 
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To Buy Well Is 
to Prosper 


The hosiery that lies on the 
shelf, the hosiery that gives poor 
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SPATS 


THAT 


Satisfy 


In colors for every 
customer - castor, 
fawn, taupe, pearl 
gray, brown, black 
and white. 


We have them in 


service is the hosiery you can’t 
Kersey cloths and 


afford to buy. felts. From $10.00 
to $30.00. 


You can afford to buy and feature These spats are guaranteed to be of 
superior workmanship and in _ perfect 


the hosiery that changes the condition When they aaawe our factory. 
occasional purchaser into a_ § a ee 


steady customer. ; Puttees, leggings and tongue pads are also carried 
We also have a fine line of Black Satin Gaiters 
which will interest you. 


Prompt Shipments 
THE SIMON HALPERIN CO. 


Formerly 


QO ‘al | Halperin, Phillips Co., Inc. 
OV OV 121-123-125 West 17th St., New York City 
HOSIERY 


Gordon Hosiery is always made 

with the best materials, yarns, ( 

machinery, dyes, labor, etc., and ; / L mine Tos 
the result is—quality. ; | Pennsyloania Ste. 


The answer is 























gio MARTINIQUE 


Gordon Hosiery is made in cot- 
ton, lisle, silk-lisle, fibre and pure 
silk for men, women, boys, girls 
and babies. 








Concentrate on Gordon Hosiery. 
It is the ideal line to increase the 
strength and diminish the bulk : 
of your hosiery department. , Trade-marks in Foreign 


Countries 


eBrown Durrell (0 capers — 


New York Boston 




















ST 
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vitér Brown SHOES 


(= extra care to selecting your stock of chil- 

dren’s shoes. The right shoe will build your 
reputation—the wrong shoe will hurt it. Buster 
Brown Shoes are designed and made to meet every 
requirement of perfect shoe service for boys and girls 
of 2 to 16. They make friends and build trade 
for the store’ that sells them. It pays to sell shoes 
with an established reputation. 


Brown Shoe Company, St. Louis, U. S.A. 


Exclusive Manufacturers of White House Shoes for Men—Maxine 
Shoes for Women—and Buster Brown Shoes for Boys—for Girls 


Salesrooms : 
New York, Chicago, San Francisco and All Principal Cities 








74 
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Buyers’ Easy Reference aor y 








Huane Suoe G. 


143 Duane St., NEW YORK 


Factory, Brooklyn, N. Y. 
Manufacturers of the celebrated 


Duane Shoe De Luxe 


The ultimate in Women’s Turned Footwear 


IN STOCK 


Sample Pairs gladly sent on request 
= 
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ESTABLISHED 1884 


Everything in 
Wood Heels 


Our aelindl and time at your service 
BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 


HAVERHILL, MASS. 


Wood Block Fa 
ATITT) 





a Rte ME or oBrael : 





The feel wins favor. 

Established brand. 

Uniform tannage. 
Dependable Quality. 
Steadily used by produ- 
cers of men’s, women’s, 
and children’s shoes 
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Bancroft Walker Company _ 


Famous for CLEAN shoes 











SPOLCOUGEROOCOOCUOEGEOSOOUOROCERORROESOONOENSEDOEED. 


Our Spring Line 
—of— 
BAREFOOT SANDALS 
OXFORDS and PLAY SHOES 


In Stitchdown and Welt.is now in Stock. 
Many Styles at PRICES RANGING FROM 


60c to $2.75 
WRITE FOR SAMPLES 
Laing, Harrar & Chamberlin 
43 N. 3d St., PHILADELPHIA 





Oxfords Are in Demand 


We have ready for ship- 
ment a full line in all the 
wanted leathers 


TURNS, WELTS AND 
McKAYS 


Samples Cheerfully 
Submitted 


122-124 Duane St. 
’ New Yerk City 


SONSDEDEREESSUCHOOUOOOOOOOOUOOOSOOUOSEIODS 


Powells 
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COVERED BUCKLES 


The present style trend toward Colonialsand 
Tongue Pumps creates a large field for these. 

We have them in a wide variety of shapes 
and sizes. 

Let us submit samples and prices. 


SCHIFF JEWELRY MFG. CO. 


403 BROOME STREET NEW YORK CITY 
u Mid 











CORDO TAN DYE 


dye that faded tan colored leather, 
cal'er tid to ye yes ge athedagg 


mol TAN is the result of exhaustive and 

research, and is absolutely guaranteed to do all we claim for it. 

Send for trial 50c package with erage vag g te = tad 
$1.50 


Pints $0.75 
Guar if Gallon 5.00 


3.00 
7.50 
ARISTO PRODUCTS 
602 Myrtle Ave. 
BROOKLYN - - =- - NEW YORK 


We have taken over the business of the New York Shoe Dyeing Co. 
gare BLACK DYE will dye any leather a permanent jet 
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iteniasiak: dlhiasen sek and EW -retailers of shoes will refuse to -» 
eniing 0 tn Ge 18.8. 0.0m accept split leather innersoles in the 
innersole of Korxole. shoes they buy. The gem process, 
by which a tape is sewed to the 
innersole, formed into a rib, and 
then covered with an adhesive duck, 
is known to be satisfactory, strong 
and durable. _ If this is true of a thin, 
weak leather, why should the mer- 
E; he Gem | nnersole— chant hesitate to accept gemmed 
innersoles of Korxole, which is in 
° itself a far more substantial ma- 
lis Merits terial than Mesihle leather? . Specify 
Korxole in some of your lines. 
Armstrong Cork Company 


"132 Twenty-third Street, Pittsburgh, Pa. 
Branches in the Principal Cities 


Reg. U. %. Pet. Of, 
“The Plexible Cork lanersole That's Built Into the Shor: 
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Oxford is selling so om 


big our customers de- | 
manded the same pattern in a boot. 


Qe 


Watch for the ‘‘Step-A-Head’’ boot. 
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Buyers are increasing their orders for 
white goods*for Easter. Those who 
come late will probably not get the 
novelties they desire. Shoe manufac- 
turers are perfectly willing to make 
them. But they are having difficulty in 
getting the leather. White kid and 
white cabretta leather are very scarce. 
That’s because ships are bringing few 
kid or cabretta skins from foreign coun- 
tries to this country. White buck 
leather, being made of cow hide, is more 
plentiful. White boots, as well as 
oxfords and pumps, are asked for by the 
buyers. 


A Forecast on Fall Footwear 


“Nine inch boots we are selling for 
Fall,” said Mr. Bridgeo, of Allen, 
Foster, Bridgeo. ‘‘We have practically 
no demand for any other heights in our 
lace boot lines. We are sampling but- 
ton boots. Our advance sales are on 
black, brown and grey leathers. Com- 
binations are refined. Light grey tops 
go with darker gray vamps, and light 
brown tops with darker brown vamps. 
Both smooth and suede finish leathers 
are used for tops. No extreme con- 
trasts are sought by buyers. 


It’s the Workmanship, Not the 
Method 


On changes in shoes as they appear in 
the distributing branch, a shoe expert 
comments, saying: 

“It’s the workmanship that gives 
class to a shoe these days. It’s not a 
matter of whether it is welt, turn or 
McKay made. Shoe merchants handle 
their shoes according to the workman- 
ship in-them, not according to the ma- 
chines by which they were made. 

“The turn shoe is still the acme of 
women’s shoes. But the welt shoe is 
made so much like the best turn shoes 
that some merchants put them in the 
same class. Likewise, the high-grade 
McKay shoe is a counterpart of the welt 
and turn shoe. It has flexible bottom, 


News in Shoe Mastiste 


and Merchandising, 
ments in America’s Shoe Centers 
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and thin edges and slim, high shanks, 
like a fine turn shoe. The fellows who 
make the shoes know the difference be- 
tween them, according to the method of 
making them. But the buyers do not 
differentiate between them as they did 
in days of yore. 

“No longer are shoes graded and 
priced according to whether they are 
turn, welt or McKay shoes. Turns are 
usually the highest priced shoes. But 
some fine welt shoes are selling in the 
same class with fine turns, and some 
McKay shoes are selling in the same 
class with the high grade welts. Lynn 
manufacturers no longer mark their 
shoes ‘Welt Sewed’ or ‘McKay Sewed.’ 
They mark them ‘Shoes’ and let the 
workmanship speak for itself.” 


Trade Acceptances and Accepted 
Styles 


This new method of doing business 
by the trade acceptance is making a 
difference in the Lynn shoe industry, 
for it is strengthening the position of 
accepted styles in shoe merchandising. 
For instance: 

A manufacturer making shoes, and 
expecting to get his pay in a trade accept- 
ance, naturally makes the best shoes of 
accepted styles, because such shoes are 
likely to sell quickest and best. And 
the quicker and better the customer sells 
the shoes, the stronger is the value of 
the trade acceptance that he gave in 
payment for his shoes. 

Trade acceptances and accepted style, 
look like a fair and square exchange of 
values, and on Such exchanges is real 
business built up. 


Heels of Lynn Shoes 


Shoe buyers may be interested in a 
few words about the heels of Lynn shoes 
which they buy. 

Fifty million pairs of heels are put 
on shoes of Greater Lynn each year. 
Heels used these days are of higher 
grade than ever. The quality of heels, 
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like the quality of vamps of shoes, is 
dependent upon the length and strength 
of the fibres of the heel. 

More than 90 per cent of the heels 
used in Lynn shops are of leatherboard. 
Only a few barrels of leather heels are 
made. Many wood heels are used on 
the highest grade shoes. The distinc- 
tion between the leather Louis and real 
Louis heels is not as great as it used to 
be. : 

Leather board, when first offered as 
a substitute for leather in heels, was 
colored red, to make it look like real 
leather. These days, leather board is 
grey. Thered board cannot be blacked 
or colored nicely, for red is a color that 
is hard to cover up. But grey board 
can be blacked, or colored, nicely. 

Most all leather Louis heels have 
alumnium plates on them these days. 
Thousands of such plates are used in the 
heel shops. On cheap heels, tin plates 
are used in place of aluminum plates. 
Their edge is likely to curl when the 
heel is shaved. That opens a seam 
between the lifts. 

One of the secrets of a good heel, by 
the way, is to seasonit. A well-seasoned 
heel will cut like a piece of cheese, while 
a poorly seasoned heel will cut like a 
piece of blotting paper. A_ well- 
seasoned heel will take a handsome 
finish, like a piece of ivory, while a 
poorly seasoned heel, will take a finish 
like a piece of punk. 


Order Shoes Early 


Shoe buyers who are particular about 
the heels of their shoes may be interested 
to know that the earlier they order their 
shoes, the more likely they are to get 
the best heels on them. That is be- 
cause the heel makers must have time 
in which to make their best heels, and 
to let them season. 

Another point to interest shoe buyers 
is that as a general rule the higher the 
heel, the higher grade the shoe. It 
isn’t always true. But it is true so 
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ing, by the height of the heels that he 
is buying. 


often that the heel men will judge the 
grade of a shoe a manufacturer is mak- 


e To Buy 


Womens NY teres o 





P. J. Harney Shee Co. 
Factory, Lynn, Mass. 
Office 








Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 
IN STOCK. Ready to Ship 
Write for Catalog 
1312 Washington Av., St. Louis, Mo. 








The House of Service 
Novelty Footwear 


IN STOCK 
In Narrew Widths 


VINSONHALER SHOE CO., 
1211 Washington Ave., St. Louis 














St. Louis.Ma 


Novelties in Stock 
For At Once Shipment 








The Easiest Selling House Shoes 
Large 

= ‘and. 
Lane Brothers Co. aiecnis Ave. Boston 


Turns 








W.C. Cushman & Co. 
FLOOR JOB SPECIALTIES 


In Women’s Welts and McKays 
When in Town Call on Us at 


403 Albany Bid., Boston 


New York Office, Duane St., Room 32 








of 


Oniords 
prety 


— Men's Stippers 
Tt IN BROS,, Ine, 
Mass. 


of 100 Styles | 
cod By Toa 











Philadelphia — 


An outstanding feature of the Phila- 
delphia Shoe Retailers’ banquet was the 
increased spirit of co-operation which 
was manifest, a spirit which has shown 
itself in more than one practical phase 
of trade since the St. Louis convention, 
of which it is, of course, more or less of 
a reflection. 

And A. H. Geuting, President of the 
National Association took advantage of 
it in his address to drive home the lesson 
of the advantages which await the 
individual firm in a union of all in 
matters of common interest. 

He appealed to the Philadelphia men 
to work actively in backing up the 
National Shoe Retailers’ Association in 
its fight on the luxury tax, not from any 
opposition: to the principle or practice 
of taxation, but solely on the injustice 
of imposing a luxury tax on footwear of 
a price which under present trade con- 
ditions is not a luxury at all, but a 
necessity. 

The consensus of opinion among the 
Philadelphia dealers is that no line 
selling to the consumer at $14 or less 
could be regarded as a luxury, and 
many of them quote from their sales 
records to prove that the public, in 
Philadelphia at least, looks at. it this 
way. 

Must Guard Good Will 


Mr. Geuting pointed out the neces- 
sity of dealers educating their customers 
at every possible opportunity to the 
true conditions in the shoe world today, 
both for the retention of public good 
will, and to check the tendency on the 
part of a large percentage of the people 
to hold off buying “that new pair of 
shoes until prices come down.” 

“‘We are very sorry,” he said, “‘that 
we cannot offer the public cheaper 
shoes, and the present conditions hold 
no hope for relief for some time to come. 
The world’s stock of leather is very 
seriously depleted, and the shortage 
cannot be made up for a long time to 
come. Europe today is virtually on 
a wooden shoe basis as a result of 
this.” 

President Strumpf, of the Phila- 
delphia Association presided, and A. C. 
McGowin, President-Emeritus of the 
National Association, without whom 
the banquet would not have been 
complete, and Frank Reiszmer made 
addresses. 


Professor Mal y Dis 
Bolshevism 


Professor J. Dennis Maloney, of the 
West Philadelphia High School, as the 
guest of the association, gave a very 
timely discussion of Bolshevism in its 
application to American business con- 
ditions and the possibilities of the in- 
crease of this menace. He pointed out 
that it was simply the world-old funda- 
mental error of anarchy under a new 
name, with no new thought even in its 
destructive principles. He traced its 
history through the early ages, when 
the class of shop-keepers wielded not 
as much influence as the workingman 
of today does, down to the present day 
when, in this country at least, mer- 
chants constitute one of the most solid 
and respected elements in the national 
life. He defined the principle of Bol- 
shevism in its last analysis as simply 
“no ownership of anything,” but he 
felt that there was no reason to-fear a 
serious spread of this doctrine in the 
United States. 





Big Delegation for Johnstown 


A big delegation of Philadelphia men 
is assured for the Pennsylvania Shoe 
Retailers’ Convention at Johnstown, 
March 24 and 25. Secretary C. J. 
Mensch has been in the city, at the 
headquarters of the National Associa- 
tion, and a committee of the Phila- 
delphia ‘merchants has been working 
with him toward this end. 

In the meantime -Com- 
missioner T. C. Mirkil of the National 
Association has been aiding a committee 
of Camden merchants which is making 
rapid progress in the formation of a 
local association in Camden, N. J. 

According to the plans, A. F. Sloane, 
field secretary of the National Associa- 
tion, will be at the Johnstown Conven- 
tion, and probably will come to Phila- 
delphia following its sessions to give 
practical aid in the organization of the 
Camden Association. 

The headquarters of the N. S. R. A. 
reports a considerable increase in the 
number of firm memberships since, and 
as a result of the convention in St. 
Louis. 

Boom in Rubbers 


Philadelphia has had nearly a week of 
rain and bad weather, which has re-_ 
sulted in considerable demand for over- 
shoes. Retailers in all sections of the | 
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city report a jump in the sales of these 
goods. It is about due, for on thewhole 
the city has had a very mild Win- 
ter. 

For the rest there appears to be little 
change in trade conditions. This 
means that it is not quite so good as 
the dealers would like to have it. High 
prices, coupled with the hope on the 
part of the public that prices will take 
a tumble, are responsible, and until 
the public comes to the realization that 
shoes are higher than ever before be- 
cause costs of production have jumped 
and stocks are noticeable by their 
absence in the leather markets—and 
are not at all dependent upon any 
subtle magic in the words “war” and 
‘‘peace’’—shoe men here do not expect 
much improvement. 
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Comparatively few of the Phila- 
delphia troops have returned from the 
other side yet, though for months past 
those in the concentration camps have 
been gradually mustered out, and mer- 
chants declare this really has had a 
noticeable, though not a big influence, 
on sales. To date the merchants report 
there has been by no means a concerted 
rush on the part of the discharged sol- 
diers to buy civilian styles. And this 
may be verified by any pedestrian who 
cares to take the trouble to count the 
number of pairs of Army shoes he sees 
walking about the city on men who are 
not in uniform, or who are wearing out 
their Army overcoats with civilian suits 
underneath. The Army shoes are to 
be worn out before they are fully 
replaced. 


Rochester 


Sibley Lindsay & Curr Co., Estab- 
lishes $25,000 Fund for 
Employees 

At the annual banquet of the Em- 
ployees Mutual Benefit Association of 
the Sibley, Lindsay & Curr Company, 
itSwas announced that the president, 
Rufus A. Sibley, had set aside a fund 
of $25,000 in Liberty Bonds to provide 
for sick and disabled employees, $15,000 
for the women and $10,000 for the men. 

The banquet was held in the large 
tea room. The decorations were of a 
patriotic order. The guests wore red, 
white and blue caps and the program 
contained the Stars and Stripes. A 
forty-inch warship reposed in the center 
of each table and was decorated from 
stem to stern with the flags of the 
Allies. The ships were under full steam 
as the guests sat down. 

E. W. Dennis, president of the 
association, opened the program by 
introducing E. C. Meachem, the toast- 
master. The speakers were Rev. John 
Richard Brown, of the Theological 
Seminary, and Lieutenant Colonel J. S. 
Thompson, of Medina, 108th Infantry, 
27th Division. Mr. Brown’s address 
was on “Lafayette, We are Here,”’ and 
Lieutenant Colonel Thompson told of 
some of his personal experiences. 

Before the dinner the following new 
officers and directors of the association 
were elected: President, A. M. Shibley; 
vice-president, J. B. Schefinger; re- 
cording secretary, J. S. Taylor; finan- 
cial secretary, L. F. LaFontaine; treas- 
urer, Elmer Roblin; director, W. H. 
Demarest. 


Artics Still in Demand 


So far this season has been a tre- 
mendously successful one for arctics. 





In spite of the Spring like weather there 
has been a continued demand for both 
three and four buckle artics and local 
dealers report that they have been able 
to sell arctics as fast as they could buy 
them. 

The United Shoe Workers of America 
are at present making a canvass of the 
shoe cutters of Rochester, who are 
united under the banner of the old 
Knights of Labor, which is, with few 
exceptions, the only local to remain 
loyal to this one-time famous organiza- 
tion. 

A meeting for the purpose of organi- 
zation was held in the Labor Lyceum, 
Wednesday, February 12. General 
Organizer John R. Oldham and the 
local agent Fred .Meinhart were the 
speakers. 


E. P. Reed Celebrates 82d Birthday 


Edgar P. Reed of the E. P. Reed 
Shoe Company, dean of the shoe in- 
dustry in Rochester, celebrated his 
eighty-second birthday on February 14. 

Mr. Reed is in good health and still 
keeps in touch with the factory. No 
celebration of his birthday was planned, 
but congratulatory letters and tele- 
grams were received from all parts of 
the country. 

Mr. Reed was born on February 14, 
1837, in Moriah, Essex County, came 
to Rochester in 1866, at the suggestion 
of his father-in-law, Edmund Mortimer, 
and became connected with the shoe 
manufacturing concern of Jaquith & 


~ Johnson, at 111 State Street, as junior 


partner. In 1878 Mr. Johnson with- 
drew from the firm and five years later 
Mr. Jaquith sold out. 

Mr. Mortimer then bought an inter- 
est which, after passing through vari- 
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Style 
S Specializers: 
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1400 ovelty 
vs Ave., 
FOOTWEAR THAT APPEALS 


TO THE FEMININE FANCY 


IDEAL VOGUE SHOE CO. 
yee. MASS. 
Boston Office, 207 Essex St., Room 218 








Bucstaly Dros 


WOMEN'S sell SHOES IN STOCK 


173 SUMMER STREET 
BOSTON, MASS. 








! Childrenis Shoes 








. NU, BABY SHOE CO., East Lynn, Mase. 
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Gentlemen’s 
Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 
BROCKTON, 
MASS. 
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ous hands, was finally purchased by 
Mr. Reed. - For more than 40 years the 
firm has been known as the E. P. Reed 
Company. 

Mr. Reed is an honorary vice-presi- 
dent of the National Boot and Shoe 
Manufacturers’ Association, and was 
instrumental in the formation of that 
body. 


Many Shops on Main Street to 
Have New Fronts 


Aroused from war-time lethargy, 
Main Street is showing signs of brighten- 
ing up. A frenzy of store front altera- 
tion appears to have taken possession 
of owners of buildings between East and 
Plymouth Avenues and on tributary 
streets, that will have the effect of 
brightening up the main thoroughfare 
considerably. Not only have many 
firms taken out building permits for 
these improvements, but the acting Fire 
Marshal’s office in the City Hall re- 
ports an unprecedented demand ‘for 
copies of the city building laws and fire 
regulations that would seem to forecast 
a building boom in the near future, 
which will laugh to scorn the high prices 
of labor and materials. 

Among the stores that already have a 
new facade under way is the R. H. 
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Long Shoe Company, 12 Main Street 
East. 


Auto Show Week Brings Crowds to 
Rochester 

This week being Auto Show Week, 
hundreds of visitors from all parts of the 
state are in Rochester to look over the 
Show and pick out a new car. Inci- 
dentally they find that Rochester Shoe 
dealers carry the best there is, and as 
a result this has been an unusually good 
week for this season of the year. 


Spring Goods on Display 


A number of retailers are displaying 
Spring goods, and if the long expected 
snowstorm holds off, the new lines will 
be pushed vigorously. The weather so 
far has been very mild and if it con- 
tinues Spring footwear will undoubtedly 
be worn much earlier than usual. 


Rochester Notes 

Miller’s Shoe Store has recently 
installed new indirect lighting fixtures 
and now claims the distinction of being 
the brightest spot on State Street. 

The C. F. Richmond Shoe Company 
has discontinued its East Main 
Street store, located near the Four 
Corners, Rochester. 


Cincinnati 


Business among the retail merchants 
this week has not been as brisk as it 
was the earlier weeks of the year. 
Except for the early trading in Spring 
styles, along with the winding-up busi- 
ness of the clearance sales the volume 
of business in dollars and cents would 
not be up to that for the first part of 
February a year ago. Merchants here, 
however, express satisfaction over their 
present condition in regard to their 
stocks. They have virtually cleaned 
up their Winter goods, with very few 
pairs of shoes to carry over until next 
year, and now have about filled in solid 
with Spring footwear. The only excep- 
tion to the low stock condition obtain- 
ing with the retail merchants here is 
their full stocks of rubbers for men, 
women and children on hand as 
none have been disturbed until this 
week. One prominent merchant here 
said this week: ‘Our business has been 
a little quiet for February, but in dollars 
and cents we are equalling February of 
last year. This of course would not be 
the case were it not for the fact that 
there is such an early demand for Spring 
footwear in the ladies’ lines, because it 
has been the means of offsetting the 
business we have not had in the sale of 
rubber footwear due to the weather.” 


But this week real February weather 
came to Cincinnati, and for the past 
few days the dealers have been selling 
a considerable volume of rubbers. 


Propaganda to Consuming Public 


Cincinnati merchants are expressing 
a fair appreciation of the condition in 
the leather market which points toward 
higher prices in shoes for Fall, 1919. 
They in turn are keeping the consum- 
ing public informed by giving timely 
warning of an increase rather than a 
decrease in price for footwear for that 
season. 

They are preparing the customer for - 
an inevitable advance in price. It is 
usually the case when shoes advance 
in price that the consumer buys only as 
many pairs of shoes as he really has to 
have. But one local dealer states that 
there should be a very small dropping 
off in numbers of pairs sold, basing his 
reason on the fact that labor is steady 
and indications point towards improve- 
ment in that field. 


Glen R. Van Meter Takes Fifteen 
Years Lease 
Through arrangements made last 
week, Glen R. Van Meter, former 
manager of the Gibson Boot Shop, took 
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CAM£ZO DISPLAYS OF FOOTWEAR 


As indicative of the new art in shoe store display, it would pay the 
merchant traveling to New York to study the artistic displays occa- 
sionally found in some of the high grade stores. 
A famous artist, while walking along Fifth Ave., chanced to see a 
real gem in window display in the Cammeyer window consisting of 
a single pair of slippers in a remarkable tone of blue, a pair of silk 
hose to match and the only other thing in the window was a beautiful 
perete vase with one spray of flowers within it. 

he artist went inside and met A. J. Hart and passed a compliment 
upon the display. The artist thought it was a chance exhibit that 
needed but a moment’s preparation and was surprised to learn that 
many hours of study of color, dimension and placement had been 
necessary to make so simple and effective a display. 
Is there not room for more window display work of this sort? 
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SATISFACTION 


WHEN you recommend and sell Griffin 
Lotion Cream or Glace Kid Cream, 
you are making yourself stronger with your 
customer for these Cream Dressings for 
home use will keep footwear in excellent 
condition at very small cost—and very 
little trouble. 


Feature these two 
Cream Dressings—the 
Griffin quality and 
Griffin reputation is 
behind them. 











Sell your customer 











satisfaction 


GRIFFIN MFG. CO. 


69 MURRAY ST. 
NEW YORK, U.S.A. 
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NOTHING is more certain 
than that a further scarcity 

of desirable hosiery is threatened 

by the present labor difficulties. 


“Onyx” 





dealers who do not recognize this 
fact and allow us to do our best 
for them now will most probably 
have cause to regret their inaction 
leter, 








Emery & Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 
BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
$31 Bedford Street 1083 Chestnut Street The Lytton Building 
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We Are Going to Convince You— 
Then You Convince Your Customer! 


A merchant might reasonably hesitate to commend the Cordo-Hyde 
lace to his customers if he were not thoroughly familiar with its per- 
formance. 

This hesitancy would be set aside if he were to wear a pair in his own 
shoes. 

We will gladly send to any merchant or buyer a pair of laces if he will tell 
us the length and color, also state his preference for flat or round. 
Cordo-Hyde is unlike any other lace. The fact that it is superior to the 
others, that it does lend itself more excellently to the shoe, and that it 
positively stays tied, has been demonstrated to our dealers and their 
customers. 

Furthermore, the repeat orders prove that it is for its goodness that this 
lace is preferred by the consumer. It is not inexpensive but the increased 
service is so much greater than the increased cost that it is economy to 
pay more. 

Eventually the good things about this lace will be generally known. 
Why not you be the one to acquaint your customers of a lace that out- 
wears by months ordinary laces? 





REG. U.S. 

PAT. OFF. LACES 

Made in flat and round—aAll colors and lengths. 

In addition to our regular packing we have the Special Display 
Box—it has proven a salesmaker. 

Also permits yeu to find out just how much this lace is appreciated 
before buying in quantities. 

The Display Box holds one gross of laces, has four compartments 
so that you can have the four popular colors—Black, Tan, Ma- 
hogany and Cocoa. 

We pack the assortment to suit you and bill at regular gross price—- 
no extra charge for the special packing. 

We suggest that your order includes both flat and round laces. 


PRICE LIST 


27” 28” 30” 36” 38” 40” 
4.05 4.20 4.50 5.40 5.70 6.00 
4.76 5.10 6.12 6.46 6.80 
P plete price list if you prefer. 
Prices subject to change without notice. 








LACE DIVISION 





O. A. Miller Treeing Machine Co. 
BROCKTON, MASS. 
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In a Shoe Store Window 


Trophies of War 


By ELEANOR EDISON 


WAS passing down Washington Street last week, when 
a large number of people attracted my attention—as I 
drew nearer I found that they were surrounding the 

windows of the Willson Shoe Shop, at No. 388, and when 

I at last elbowed my way to a vantage point, the reason for 

this gathering was clearly evident. For who would not 

stop to look at a sec- 

tion of a Caproni bomb- 

ing. plane propeller 

which saw service on 

the Italian front! This 

Caproni was wrecked 

in the big fight, and in 

order to bring a por- 

tion of the monster air * 

craft over to the States 

it was necessary to 

break it into three pieces 

so that it might be 

placed in the trunk of 

Ensign Terhune. 


Introducing Ensign 
Terhune 


Ensign Terhune be- 
fore entering the Service 
was known as Edward 
A. Terhune, Jr. He is 
the son of E. A. Ter- 
hune, Dorchester, who 
travels for Reynolds, 
Drake & Gabell Co., 
North Easton, and 
spent seven months as 
an aviator with the American Army on the Italian-Austrian 
border. In the center of the right hand window was shown 
the photograph of Ensign Terhune draped with the Ameri- 
can flag which he carried from the very beginning of his serv- 
ice with the fighting forces of Uncle Sam. 

In this window were also found Austrian and Italian hel- 
mets. Twelve helmets in all, which were picked up by 
Ensign Terhune on Thanksgiving Day, 1918, were effectively 
displayed in the two windows of Willson’s Shoe Shop. The 


Ensign Terhune Displays Part of his Trophies from Italian Front in 
a Window of Willson’s Shoe Shop 


Italian helmets were smaller in size than the Austrian, but 
both bore the marks of war. The Austrian helmets were 
found in the Mt. Grappa district after the Austrian collapse. 
A picture of the Caproni plane was effectively displayed 
with a saying of Ensign Terhune printed on a white card 
nearby, “‘Don’t worry; this fellow only broke his wrist.’ 


‘It’s All in the 
Game’”’ 


On another card, 
marking a relic of an 
Italian catastrophe, 
Ensign Terhune wrote, 
“Tt’s all in the game.” 

Austrian money, a 
paper piece introduced 
and used in captured 
towns, was displayed. 

A part of a Caproni 
bombing plane which 
fell and killed two 
aviators was also the 
mecca of hundreds of 
interested eyes. Ona 
trench knife, a very 
large variety like a 
huge carving knife, was 
marked, “Very handy 
at times.” A Hun 
cheese knife found in 
No Man’s Land was 
among the collection. 

In the left-hand win- 
dow was part of the 
prepellor of a Sava Italian pursuit plane which was picked 
up by Ensign Terhune after it had crashed to the earth. 

Dum-dum bullets nearby used by the Huns told their own 
story. A War Cross taken from a Hun prisoner bore the 
inscription “‘Grati princeps et Patria Carolus Impetrex.” 


**L’Austria ha Capitolato”’ 


An Austrian bayonet picked up after a battle was displayed 
and nearby was shown a pair of aviator’s boots. An Italian 
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paper “Corriere della Sera, November 4, Vincitori’”’ was dis- 
played with a statement from General Diaz, announcing the 
fact that Austria had capitulated—‘L’ Austria ha capitolato, 
4 Novembre—ore 16.”" Nearby was a shell case found in 
the Mt. Grappa district while in another corner of the win- 
dow was a gun taken from an Austrian soldier on the Italian 
front just before the armistice was signed. - 


**Sight Seeing in Italy”’ 

A gas mask used by a British Tommy bore evidence of 
much use, as did gas masks picked up in No Man’s Land 
after the retreat of the Hun hordes. Cartridge cases and 
clips, also relics of the battle in No Man’s Land captured 
after the retreat of the Hun were displayed. . Numerous pic- 
tures adorned the window—sightseeing in Italy, showing 
sections of Pompeii, Venice, and Rome; the Alps and sec- 
tions of France were shown, also pictures of hydroplanes; 
and in Italy again pictures of the advancing American troops 
headed, ‘‘The Yanks are Coming.” 

But the relics of war, although numerous, did not fill the 
entire window space for there was the same attractive collec- 


tion of shoes and ox- 
fords that are on dis- 
play weekly. 

The headings of the 
windows this week are, 
‘““Men’s_ shoes—$4.90, 
$9.90,” and ““‘Women’s 
shoes — $3.90, $9.90.” 
Manager Harry Ter- 
hune of Willson’s Shoe 
Shop says that his re- 
adjustment sale is al- 
most completed and 
that he had splendid 
results from same. 


ATTRACTIVE PLAN 
FOR AN EASTER 
WINDOW TRIM 

Something that has 
Been Way in the 
Back of My Head 
For a Long Time 
“IT have a hunch,” 

said Manager Terhune, 

“for my Easter trade. 

I am going to empha- 

size the style note by 

having a figure dressed in one of the prevailing women’s 

modes, with a hat, which will be the last word in the milli- 

nery creation, and shoes to harmonize with costume, in one 

of my windows. I will also have a man’s model shown. I 

am going to feature my Easter display most strongly with 

style as the motif.” 
And by the way, I learn that Ensign Terhune is to remain 
with our Boys in the Service—in the Naval forces. 





Customer Contact in Findings 


The Chief Points, and Something About How to Work 
Them 


In selling findings, there are three chief points of contact 
between the shoe store and the customers. The first 
is the contact between the clerk and the customer in 
the store. The second is the contact between the window 
display and the possible customer. The third is the contact 
between the advertising and the possible customer. 





Another Collection of War Trophies Displayed in a Willson’s Shoe 
Shop Window 


The first point of contact is the most important. It is the 
best chance of the clerk to connect his customer with the 
findings department. Perhaps it is not taken advantage of 
as much as it might be. For example: 

Into a Chicago store went the other day a man seeking 
good shoes. He selected a pair of cordovan boots, priced at 
$12, gave a $20 bill in payment for them, and received back 
in change $8. After a bit of informal conversation with the 
clerk he left the store. And when he closed the door of the 
store, he also closed the door upon a good opportunity for 
the sale of findings. The clerk allowed him to depart with- 
out making any endeavor to get a piece of that $8 in change 
or to inform him of the value of findings in caring for his 
shoes. It was a two-fold loss. The clerk lost a chance to 
profit. The customer lost a chance to secure findings that 
would improve the service he had from his shoes. The clerk 
did not serve his customor. Nor did he. serve himself. 
Salesmanship was asleep. The point of contact between cus- 
tomer and clerk was established. But the wires went dead. 

Plain enough it is that a man who presents a $20 bill has 
money to spend on footwear. Also, plain enough it is that 
a man who pays $12 
for shoes is willing to 
take good care of them. 
Now it would have 
been the most natural 
thing in the world for 
the clerk to suggest to 
the customer that his 
$12 shoes should be 
kept on trees when not 
being worn. The 
shoes, being of cordo- 
van leather, and liable 
to crease, needed the 
trees. The customer, 
being particular about 
his footwear, needed his 
shoes treed. A double 
reason for selling trees 
there was. But the 
clerk tried neither one. 
Perchance he took it 
for granted that the 
customer had trees, 
and used them. But 
it isn’t salesmanship 
to take things for 
granted. And findings 
need salesmanship. Every word spoken in favor of them is so 
much advertising for them, so much keeping up the sales of 
them. People are paying twice as much for shoes these days 
as before the war. Naturally, they are willing to take twice 
as good care of them. To take care of them, they should re- 
quire twice as much findings. And any clerk will do well to 
talk twice as well about findings. It is doubly a trade sin to 
neglect to mention them, when there is a chance to sell them. 

Likewise was lost the opportunity to sell a pair of extra 
laces, and some dressing for those cordovan shoes. Both of 
them are essential to the service of the shoes. But the clerk 
absolutely ignored them. It was like a captain ordering 
his troops to load and aim, and then taking it for granted 
they would fire. All of which shows that the point of per- 
sonal contact between customer and clerk is the most im- 
portant point in the selling of findings, and the clerk should 
be the fellow to provide the live wire that will electrify the 
circuit and make the sale. 

(Continued on page 98) 
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A Buckle Era 


As Revealed by a Visit to the Leading Shoe Shops of a Big City 


Nfera of -buckles is here—a visit to all of the exclusive 
shoe shops and high-grade shoe departments of a big 
city reveals that fact. And the prices—it matters not! 

In cut steel, rhinestones and gold beaded effect, they run all 
the way from $2.50 to $60 the pair. The tive shoe and buckle 
models described herewith represent a cash value of $225.00. 


A $22 Rhinestone Buckle 


We are showing the $22 variety on the gold brocaded cloth 
slipper—full Louis heel. And the beauty of the gold brocaded 
cloth is that it does not tarnish. The tongue effect is demon- 
strated in the proper placing of the buckles on the slipper— 
they being set at the very edge, which would make the inside 
of the buckle very uncomfortable for mi-lady, if there were 
not a lining;made of silk, satin, or in the case of a leather 


slipper, of leather, with a stiffening of buckram to make it 
set at the right angle, but always with some soft material to 
protect the instep and incidentally the beautiful stockings 
which such a shoe carries as its partner for the gala events 
that are now taking place. 


Shops Need Buckles 


“As soon as the armistice was signed,” said one exclusive 
shoe store manager, ‘our demand for buckles began—to orna- 
ment the fancy evening and dress shoes for our feminine 
trade. Price was no object—the main difficulty has been to 
get the goods—we were fortunate to have a supply on hand, 
carried over from pre-war days, but we could now use a 
goodly supply of shoe decorations.”’, 


A Silver Slipper Decorated 


The silver cloth slipper presented herewith is decorated - 


with a $22 buckle of rhinestone. A pair of these shoes, 
according to a woman worker in the “‘buckle shop,’”’ where 
her deft fingers were fashioning the linings for the shoe decora- 
tions, and other incidentals to shoe accessories, was worn 


87 


with an evening gown of heavy blue charmeuse, decorated in 
silver coin effect, the coins being about as large as silver 
dollars. This creation had georgette sleeves of blue, and 
was trimmed with silver ribbon. This woman whom the 


“‘Recorder”’ representative interviewed was but recently a Bos- 
ton modiste and had created many an evening costume for 
the woman of fashion. 


Black Satin Pumps 


Black satin pumps carry with them a buckle of rhinestones 
or a buckle of silver—sometimes a brass buckle. On the 


satin pumps shown, a rhinestone buckle is shown at $36 the 
pair. 
A pair of bronze kid pumps with the full Louis heel was 
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The KESCOT RETAIL 
OUTFIT 


A MOST ATTRACTIVE METHOD OF DISPLAYING 
AND SELLING THIS POPULAR MERCHANDISE 


SHOE ORNAMENTS 


are in demand and as usual the Popular Priced Ornaments 
are moving in quantity. The Kescot Retail Outfits were 
designed to attract the customers’ attention, are compact, 
thoroughly complete and every ornamentis a proven seller. 


IT IS NO TROUBLE TO SELL ORNAMENTS THE KESCOT WAY 


OUTFITS 


No. 1—Assorted Styles cas 
No. 2—All Colonial Effects 
No. 3—Cut Steel and Jet Designs 


COMPLETE DESCRIPTIONS 
UPON REQUEST 


KESCOT MANUFE 
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ornamented with a bronze beaded buckle, which sold readily 
at $40 the pair. The shoes cost $12.50. 


Charming Grey Suedes and $60 Buckles 


A charming pair of gray suede slippers, which could be 
worn for afternoon or evening functions were decorated with 
a $60-the-pair buckle. ‘These buckles, in the oval effect, 


were made of cut steel beads. The slipper department head 
told the “Recorder’’ representative that many pairs of these 
shoes at $14 the pair, plus $60 for the buckles, had been 
purchased. 

Black Patent Leather Pumps 


A black patent leather pump was decorated in Colonial 


effect with a brass buckle, another showed a silver Colonial 
style. And there was a pair decorated with a little rhine- 


stone pin, in a bowknot effect, which can be transferred from 
one pair of shoes to another, and which seems very cheap 
as a decoration at $2.50 the pair. 

A white satin slipper was noticed, which was embroidered 
with a butterfly pattern of steel beads, another style was em- 
broidered in jet beads. “ 


A Word About Vamps, Heels and Sizes 


The long vamp was noted in every case and the heels were 
sometimes Louis heels and sometimes the baby French heel. 
They do not sell as high heels in Boston as in New York. 
New York likes a 2% inch heel—every time. And women’s 
feet are growing larger, as commonly sold sizes, according 
to best authority are 614, 7, 8, 844 and 9’s-on A’s and AA’s. 
This same authority says that he goes very slowly on 4’s. 


America is A-Rainbow 


America is A-Rainbow again. With the beautiful gowns 
which are necessary for parties of all descriptions, beautiful 
shoes with beautiful ornamentation are la vogue. And 
American women are reflecting in their shoe ornamentation, 
as well as in their gowns and millinery, the spirit of rejoicing. 





A Wonderful Fitting Stool 


“Some day” said the clerk with a bump of invention, “I 
am going to make a fitting stool de luxe. It will have on it a 


little electric spot light, that will throw its rays on the foot 


of the customer the same as the spot light throws its rays on 
the star of the stage. It also will have a little sprayer, that 
will spray powder over the foot, as well as into the shoe, 
when a shoe is to be fitted tight. It will have a little triple 
mirror, that will reveal the sides, as well as the toe of the 
shoe. It will be adjustable, like a barber’s chair, and it may 
have a cash register on its side, so that I will be able to make 
change without leaving the fitting stool. I’m not quite sure 
about the cash register. But it will have some refinements 
over and above the present stool, particularly the miniature 
spot light, and the powder sprayer. It will be a’ wonderful 
fitting stool, when I get around to making it.” 





Philadelphia Findings Notes 


The call for findings and shoe store supplies, Mr. Laing of 
Laing, Harrar & Chamberlin of Philadelphia, said a few days 
ago, is quite satisfactory and in some sections, particularly 
the nearby territory, is exceedingly good. There seems to be 
some tendency throughout the West, he said, to hold back to 
some extent in placing of orders for goods not in_immediate 
demand, but indications are that volume will be quite satis- 
factory here also. Present orders show a very strongyde-- 
mand for sandals, laces and dressings. In all of these there 
is a good stock on hand, so that shipments may be made 
promptly, but it is somewhat difficult to keep all varieties‘in 
sufficient quantity to meet the requirements of the case. In 
laces he said, there is a very strong call for field mouse and 
fawn colors as well as the darker brown and black. The 
demand in overgaiters is naturally somewhat less than earlier 
in the season, but still continues very active and they antici- 
pate it will so continue right into the Spring season. 





Sport Stockings 

Sport stockings sell with sport shoes, of course.” Special 
stockings there are for tennis, golf, skating and other sports. 
Some of these special sport stockings are coming into use for 
common street wear. Men are wearing woolen stockings and 
oxfords in Winter, and so are women. -Some skating and 
dancing girls have a fad of wearing regular stockings,. and 
knitted socks, half knee high. They can get some startling 
color effects by wearing stockings of contrasting colors. If 
the fad for wearing stockings and socks over them spreads, 
there will be a big sale of hosiery the coming Fall. 



































FANCY METAL 
BUCKLES 


(In Oxidized Silver—Nickel— 
Gold—Jet) 


trim the shoe as neatly as the 
Steel Buckles and are less ex- 
pensive. There is a big de- 
mand for this style buckle at 
present. You will do well to 
get your order in early while 
our stock is complete. 
Patterns shown are a few of 
our leaders — (two-thirds of 
original size). 


SHOE NOVELTIES 


PUMP BOWS. Made of Rib- 
bon or Leather, all Sizes— 
Colors—Qualities. 

LACES. In Round—Tubu- 
lar—Oxford. All Colors and 
Lengths. 

BUCKLES. Metal — Leather 
—Steel. Prompt Deliveries— 
Right Prices. ; 


C. A. BROWNING 
COMPANY 











30 Franklin St., Boston, Mass. 
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Let us Show You How. a Kawneer Store Front Will 1 Pay a Bie Profit 
for YOUR STORE. 


Do not overlook this coupon. Send it at once. 


KAWNEER MFG. CO., Nites i: MICH GAN 
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Sales Life 
intoanOld 
Building. 


More than 60,000 
merchants have 
proven the value of 
the KAWNEER 
WAY of Moderniz- 


ing their stores. 





KAWNEER MBG. CO. 
1013 FRONT ST. 
NILES, MICH. 


Send me a copy of 
FORGING AHEAD 
your new booklet for 
merchants. 

Pin this to your letterhead. 


— Sinmun 




















TRIM YOUR 
WINDOWS 
TO SELL 


SHOES 


---just as the. Stores 
on State Street, Chi- 
cago are doing 





The OG State Street Store—showing the ‘effectiveness of the “‘high-up’’ display with 


A simple and effective trim with Hecht Individual Glass Pedestals and Shelves 


Send for Fixture 


Catalog G-G 


Illustrates many ideas of glass 
window trimmings. Has scores of 
suggestions for all shoe merchants. 
Catalog “L” describes Period 
wood fixtures—popular with many 
stores. 


Catalog “E” shows metal fixtures, 
plush, valances and other window 
trimming necessities. 

All catalogs show prices. All offer 
many illustrations for brightening 
up shoe windows. You can have 
the ALL without charge—if fyou 
are a shoe merchant or trim] shoe 
windows. Write today. 


Another Variation of Trim 


HechtGlass Pedestals and Sheloes 


Use your windows not merely to show shoes—but 
to sell them. The successful shoe merchants of 
Chicago have discovered the idea—by filling their 
windows almost to the ceiling with the widest 
range of styles—yet not overcrowding them. They 
have found that variety is the spice of any win- 
dow—a wide and complete display is next to a 
sure sale. 


The “high up” method of trimming does it. Clear 
glass units of pedestals and shelves that can be 
used like building blocks. So clear, clean and re- 
fined looking that no matter how much merchan- 
dise you show the windows’ look artistic and 
dignified. 


The O’Connor & Goldberg window shown above 
—and the few smaller ones shown here—were 
made possible with Hecht Glass 
Fixtures. Because each pedestal 
and shelf are 
separate—wide 
interchange- 
ability is* possi- 
ble—any nov- 
ice can become 
an expert in ar- 
ranging great 
varieties of 
window di 
plays. Theclear 
crystal glass of 
these units pos- 
sesses a neutral 
tone that lends har- 
moniously to any 
and 
matches perfectly 
with any color or 
style of shoe. 


Hecht Combination 
Glass and Metal 
Fixture 
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THE GREAT 
HELP TO ALL 
MERCHANTS & 
DISPLAY MEN 


** The Guide to Better 
Window Displays’’ 


LLUSTRATED in colors, showing window 
display materials never before offered. 
This edition is just off the press and is 

full of new ideas for Spring 1919. The most 

complete catalogue we have ever compiled. 

It lists the finest line of 


{ ARTIFICIAL FLOWERS AND 
WICKER DISPLAY FIXTURES 


ever designed. It is the three months’ work 
of display experts. New ideas in floral de- 
signs, background screens, window furniture 
and wicker fixtures. All fully illustrated and 
priced astonishingly low. o merchant nor 
display man should fail to secure his copy. 
It is FREE. 


zu, Vest FREE 


Just your name and address on your business stationery 
will bring your copy prepaid. You 


are under no obligation whatsoever SEND NOW 
THE ADLER-JONES CO. 


333 So. Market St. Chicago 


































































Norwich 
Shoe Fixtures 
_ for 





Forty Years 


have been demonstrating 
their worth in the largest 
stores throughout the 
= country and are still the 
No. 7 SHOE STAND favorite. 


Now Made by Palmenberg 


the same ideas will be expanded and enlarged on 
—Catalogs showing fixtures for every store free 
on request. 


J. R. Palmenberg’s Sons Inc. 
A consolidation of 
Palmenberg Norwich 


63-65 West 36th Street 
New York 


BOSTON CHICAGO BALTIMORE 
26 Kingston St. 204 W. Jackson Blvd 108 W. Baltimore St 















Kindlimann 





























Sorensen Shoe Stores, Inc., St. Paul, Minn. 


A Tasteful, Harmonious Shoe Store 


Seated with luxurious, comfort-giving chairs, has a 
psychological effect on the buying-inclination of your 
customer. 


Write us for catalog and best possible seating arrangement 


AMERICAN SEATING (]OMBANY 


1016 LYTTON BLDG. - CHICAGO, ILL. 








THE ADVANTAGES OF 


© 


P erfection 
Circlettes 


D 


With the Sharp Shoulder and Broad Wear- 


ing Surface 
They don’t scratch floors They do protect 
They don’t wear slippery They do stop uneven wear 
They don’t drop out The do prevent runover heel 


PUT "EM WHERE THE WEAR COMES 
'_ TRADE SUPPLIED BY 
































F. W. Whitcher Co., tim. 
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The New Method of High-Up Trims 
for Shoe Store Windows 


By M. F. HECHT, of the Hecht Fixture Company, Chicago, II. 


down method of shoe displays by 

means of individual stands of 
varying heights, a distinct innovation 
has set in which calls for making “high 
up” displays. 

This new idea had its inception on 
State Street, Chicago, the recognized 
world’s center for window displays, the 
highly progressive firm of O’Connor & 
Goldberg being the one which conceived 
the idea, with other ieading Chicago 
retailers falling rapidly in line, until 
now the idea is growing by leaps and 
bounds all over the country. 

The whole scheme is a thoroughly 
logical one, for, firstly, in this progres- 
sive age it was a very natural assump- 
tion that sooner or later the stereotyped 
method which was in vogue for so many 
years was bound to be supplanted by 
something newer as well as more 
practical. 

Under the old method most of the 
entire height of the window above a 
space of about three feet from the floor 
was wasted, in addition to which a large 
portion of the height of the window 
necessarily presented a bare appearance, 
giving to the merchant the constant and 
expensive problem of changing back- 
grounds and color schemes. 

Boiling down the whole window dis- 
play problem, it amounts to the matter 
of showing merchandise for the purpose 
of increasing business. In the nature 
of the shoe trade every well appointed 
store carries a very large variety of 
styles and colors and the nearer a mer- 
chant can come to showing a full assort- 
ment, commensurate with good window 
dressing and a lack of overcrowding, 
the more sales are effected, for it is an 
undisputed fact that a great many 
prospective buyers expect to make a 


\ FTER many years of the low- 


selection from the window before enter- 
ing the store. 

Under the new method of high-up 
trims a great deal more merchandise 
can be shown without the slightest ap- 
pearance of overcrowding and, in fact, 
with the artistic effect of the windows 
greatly enhanced. 

Recently O’Connor & Goldberg, so 
well satisfied with the results of the new 


M. F. HECHT 


’ method, went a step further and in- 


stalled hanging glass shelves, enabling 
them to utilize practically the entire 
window space to the ceiling, the result 
being very artistic and effective. 

The shelves are two feet by four feet 
in size, are made of plate glass half an 
inch thick and are suspended by slender 
rods covered with black velvet, the idea 
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being to avoid the display of metal, 
and in keeping with the balance of the 
fixtures which are all glass of the inter- 
changeable variety, consisting of pedes- 
tals of varying heights, which carry 
plate shelves in ovals, circles, figure 
eights, etc. The trims can be built to 
any height desired and admit of con- 
stant changes in design. 

Interchangeability when combined 
with a beautiful set of fixtures, is 
naturally a valuable asset. 

Regarding the nature and material of 
the new high-up fixtures which are 
offered, some very artistic ones are 
made of wood in “period” designs and 
of varying colors, such as old ivory, 
French gray, gold, etc., but the ones 
constructed of glass are very popular, 
as they possess numerous features which 
appeal strongly to discriminating dis- 
play men and merchants. Some of these 
points are: 

1. Clear glass fixtures are unobtru- 
sive to the eye, and the least possible 
amount of fixture presents itself, thereby 
bringing out the individuality of the 
merchandise to the greatest possible 
extent. 

2. They are perfectly neutral in 
color, lending themselves to any tint of 
background or shade of plush and for 
the same reason harmonize perfectly 
with any color or style of shoe. 

3. They are always clean and refined 
looking, and what is very important, one 
never tires of them. 

4. Interchangeable fixtures may be 
likened to a set of building blocks; de- 
signs can be made in great variety. 
Each trim can be made entirely differ- 
ent from previous ones and a novice can 
build up units according to his fancy, 
set on his shoes and the window is 
“trimmed’’—the fixtures do the work. 














Displays 


Chicago’s largest shoe mer- 
chants—O’Connor & Gold- 
berg, Grossman’s, Cutler 
Shoe Co., I. Miller, Felt- 
man and Curme—use PO- 
LAY-JENNINGS Fixtures 
with remarkable results. 
The most distinctive shoe 
window trims can be had. 
Pumps, oxfords or boots 
can be displayed with equal 
effect. Any finish to match 
background. 


No. 305 


Newest style stand with 3 
adjustable all-plate glass 
shelves and upright moun- 
ted on Old Ivory base deco- 
rated in relief ornaments in 
Adam Period. Standard of 
l-inch plate glass, 3 inches 
wide. Stand 50 inches high; 
table 644 inches high. 
Price, $25.50 


Same Stand with 2 shelves, 
$22.50 
4 shelves, $29.50 





Sell your customers 
PROTECTION. 
When you 


make a sale of farm or work shoes sell, also a 
box of 

DAW s33% 

SHOE 

The Tanner's OwnDressing 
This preparation is exactly the same as the tan- 
ner uses to stuff and waterproof his leather. 
It is made by Pfister & Vogel—famous tanners 
since 1847. It’s what THEY USE! 
Keeps the leather soft and pliable—a 25c. box 
is a season’s supply for one pair of shoes. 
Get a display stand in your store. You'll have 
no trouble in selling this splendid dressing. 


Sample size. .50 per doz. 
$5.00 per gross 


Write your jobber--or write US 
for sample and full particulars. 


PFISTER & VOGEL 
LEATHER CO. 


Milwaukee, Wisconsin 








POLAY-JENNINGS FIXTURE CoO., 
1011 Blue Island Ave., CHICAGO, ILL. 
No. 305 Manufacturers of WORLD’S FINEST Window Display Equipment : 





7 | NATHAN Adjustable 


4 % 


UPRIGHT 
FIXTURES 
with GLASS 


Always clean, digni and 


Send for beautiful catalog 
showing latest creations in 
shoe fixtures. Write today. 


No. 405 


Plate shelves mounted 
on adjustable metal rein- 

















Here is the 






Arch Support. 
Note the simplicity! 






It will surely relieve 
foot troubles — give 
comfortable support 
to weakened arches 
and—through repeat- 
ed sales—make a constant tidy profit for you. This 
arch support is an absolute necessity in any sboe store. 


rite us about our free 10-day demonstration offer— 
post-card will do. 


NATHAN ANKLET SUPPORT CO., * "#*4,2%-,1"- ¥-° 





Shoe Knowledge That You Need 


You’ll find it all in “*The 
Shoe and Leather Lexicon”’ 
“The Shoe and Leather Lexicon” defines and illustrates 
every trade and technical term used in the shoe and 
leather business, from the raw product of the tannery 
and mill through all processes to the finished shoe. It 
contains correct anatomical drawings of the foot, tables 
of foot and last measurements, standard carton sizes, 
classifications of leather, and standard size lengths of last 
ae yO ‘ m 
~y haniy little « —— for 50 cents a copy. 
3 copies for $1.25. 
Boot and Shoe Recorder Publishing Company 


207 South Street, Boston 
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Shoe Polishes Next to Breakfast Foods 


Do Grocers, Druggists and Other Outsiders Get the Best of the Business 
in Shoe Findings? 


SHOE man, stopping at the neighborhood grocery store 

to pay his bill, noticed some shoe polishes on the 

shelves. He wondered how it happened that a mer- 
chant selling sugar, molasses and vinegar happened to have 
shoe polishes up next to the breakfast foods. 

That wonder stuck in his mind. When he got to New York, 
he met a noted maker of shoe blackings. So he asked him how 
it happened the grocer had the blackings next to the break- 
fast food. ‘Because he sells a lot of blackings,’’ answered the 
manufacturer of blackings. ‘We sell more blackings to 





grocers than to shoe merchants.” That reply was a staggerer 
for the shoe man. He thinks there is nothing like shoes, just 
the same as the tanner thinks there is nothing like leather. 
He imagined that shoe men sold most all of everything that 
has to do with shoes. And to learn that the grocers outsold 
the shoe men on blackings was a disappointment to him. 
That evening, in New York, he stopped in a drug store, to 
buy some cigars. He glanced at the next case, and saw there 
some patented shoe shining outfits. He had fresh in his mem- 
ory the shoe blackings by the breakfast foods in his own home 
town. So he had to ask about the patented shoe shining out- 
fits in the drug store. The clerk reeled off a very interesting 
story of the patented shoe shining outfit. Good salesman- 
ship, he demonstrated. Indeed, the shoe man would have 
bought one of the patented shoe shining outfits, if it weren’t 
for the fact that he already possessed one. “Do you sell 
many,” he asked the clerk. “I’ve sold nearly a gross the past 
week,” was the answer. The shoe man marveled that a 
drug store should sell shoe shining outfits. “They belong in 
the shoe store,” he said to himself. Next morning, out of 
curiosity, he took a trip among the shoe stores in the neigh- 


borhood of the drug store. Not a single display of the pat- - 


ented shoe shining outfit did he see in any shoe store. They 
might have been on the back shelves, or beneath the cases. 
But none were in sight. A customer might have got a pat- 
ented shoe shining outfit in any one of the shoe stores, if he 
had asked for it. And, again, he might not. But none of 
them were in sight, as they were in the drug store, to suggest 
to the customer that he buy one, and to give the clerk a 
chance to sell one. 

So the shoe man came away from New York with the no- 
tion that grocers and druggists are selling much merchandise 
that shoe men should sell. He was puzzled at it. He sus- 


pected that shoe men were below normal in merchandising 
methods. Yet he had faith in the ability of shoe merchants. 
But he couldn’t understand why grocers and druggists are 
handling, profitably doubtless, goods that belonged in the 
shoe store. 

When he went back home, his young son told him that 
skating was good on the neighboring pond, and asked for 
some skates and skating boots. “I'll go down and help you 
to buy them,” said he. He started for the leading shoe store 
in town. The youngster led him to the hardware store. 
“They. have the best skating boots and skates in the hard- 
ware store,” explained the boy. “Haven’t they any skating 
boots in the shoe store?’’ asked the shoe man. “I never saw 
any,” answered the lad. “All the boys get their skating boots 
and their skates at the hardware store.” : 

Another shock for the shoe man. And still another to 
come. When he got back home with the boy, after going 
around to the skating pond himself, and wondering if that 
hardware man had a pair of skating boots big enough for him, 
he found his wife and daughter just home from a shopping 
trip. ‘See these pretty shoe buckles, daddy’’, said daughter. 
“T bought them to wear on my pumps at the dance tonight.” 
He praised them, in fatherly fashion. ‘‘Got them down to the 
shoe store?”’ he inquired casually. ‘Oh! No,’ daughter an- 
swered. “I bought them at the jeweler’s. The shoe man 
doesn’t keep nice buckles like these.” 

By this time, the shoe man was losing confidence in shoes. 
In fact, he laid awake a bit at night, wondering if shoe mer- 
chandising were going to the deminition bow-wows. Next 
morning, he got a bit of a cheer.. He stopped at the town boot 
black shop to get a shine. He noticed that the proprietor had 
added a case of cigars, cigarettes and smoking tobacco to the 
goods of his parlor. He took on new hope. Yet he could 








not see how shoes and smokes go together. He recollected 
a paragraph he saw in the village newspaper, when on his 
vacation last Summer. It ran like this: 


JONES’ EMPORIUM 


GROCERIES AND DRY GOODS 
Shoes Rubbers 
Real Estate Insurance 


He regretted that he never had gone around to see that 
marvelous merchant who could handle shoes and real 
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Crystal Fixtures Make 
Beautiful Shoe Displays 


Small units with big display possibilities. These bright, glass fixtures permit splendid trims without 

ing. 
Simplicity is their feature. A simple, dignified window is the most attractive—and the most effective. 
Ye a apa display the Seanad the fixture. That's why the best trimmers of shoe windows 
choose Crystal. 


= Write today for Catalog 9, illustrating complete line. (All styles ready to ship from stock). 


SGI IIIS 250 Monadnocr GY OPAL FIXTURE CO. 


7) 4 
VOU Or (YY No shoe polishes are better known to the public than Whitte- 
more’s. Thousands of dollars have been spent on some pol- 
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1S. Ay ishes to win public favor, but to retain it as Whittemore’s has 
Shoe Pol the is another story. There are inherent virtues in Whittemore’s 


QUALITY VARIETY 











polishes that use reveals. It is these that have firmly fixed 
Whittemore’s polishes in the public mind as the most 
desirable. It is these that have made, and will con- 
tinue to make Whittemore’s polishes strong sell- 
ers. The uniformity of quality gives confidence 
to dealers and their customers. Personal 
recommendation becomes a pleasant and 
profitable privilege. You can get any 
sort of a shoe polishing preparation 
you;want in the Whittemore line 
and were you to concentrate 
on it—and it only— 
competition would 
have no advan- 
tages over 
you. 







Sold in the Market Places of the World 
Dressings for All Leathers 
Dressings for All Weathers 







































N OB BY 
BROWN PASTE— 
for all shades of 
brown shoes. Once 
you put this 
in stock, you be 























it—you'll repeat on 
it. For it’s one of 
the best sellers in 
our whole line. 

For Red or Ox- 
blood there’s the 


same size 
of PEERLESS OX 
BLOOD PASTE. 
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Two Sizes 








Also Nobby Brown Combination (large) 
Jewel Brown Combination (small) 
Brown Bostonian Cream and all other colors 


Whittemore Bros. Corp., Cambridge, Mass. 


Ask your jobber salesman or write for complete catalogue 


Two Sizes 
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estate and rubbers and insurance. That regret gave him .a 
happy thought. He went around to see a friend, a young fel- 
low, building up a retail shoe business in the modern way. 
He asked him about it. ‘‘How is it the grocer has shoe black- 
ing by the breakfast food, the druggist has a patented shoe 
shining outfit by the cigar case, my son goes to the hardware 
store for skating boots, my daughter buys shoe buckles at the 
jewelers, and my chauffeur gets his rubber héels at the five 
and ten? 

“I’m wondering the same wonders myself,’’ answered the 
young shoe merchant. ‘In my early days as manager of this 
store, I noticed that my customers were buying shoes of me, 
and were going to the grocery or the drug store or the variety 
store to buy their findings. I’ve been trying to check it. So 
I’ve studied it. One reason for it is habit. People have the 
habit of buying findings outside the shoe store. Another 
reason is that shoe merchants are not developing their find- 
ings business as strongly as they might. After determining 
these two reasons, I began to apply remedies. I’m getting 
results. But it is a slow process. I began to sell findings with 
shoes. I talked about them, to customers buying shoes, and 
I displayed them and advertised them. Then some of my 
customers began to buy findings when and where they bought 
their shoes. But it’s a slow process, as I have said before. 
Selling shoes is my major business. Carrying findings ties 
up some capital. My capital is limited. So I have to buy 
findings with a view of making a quick turn of my capital. 
There’s a limit on my salesmanship, too. If a salesman has 
two customers, he had best sell each of them a pair of shoes, 
than to sell one of them a pair of shoes and a box of blacking, 
and let the other customer get vexed for lack of attention. 
My store isn’t big emough to establish a separate findings 
department, and put a clerk in charge of it. I have yet much 
to learn about buying and selling findings. It is largely a 


thar rubbers 
nerick a8 grease Mus, ; 
Oy sity. five Pours mam? 
Yind Jilver polish - git outta 
; them prunes, , 
céngarn ye! 


merchandising proposition, you know. People will buy their 
findings where they get the best merchandise under the most 
reasonable conditions. Through the development of my mer- 
chandising, I have turned into my store a lot of business on 
blackings, laces, buckles, rubber heels and novelties that 
formerly went to the grocer, the druggist, the jeweler, the 
hardware man and the variety store. I am convinced that I 
am on the right track. The way to beat my competitors out- 
side my trade is to give my customers better merchandise and 
better service. There isn’t any sense in my thinking of 
selling groceries, to get even with the grocer who sells black- 
ings, nor nails to get even with the hardware man who sells 
skating shoes and moccasins. The thing for me to do is to 
improve my own merchandise and salesmanship. 

After hearing this long explanation, the perplexed shoe 
man went away with a lighter heart, and a firm hope that the 
shoe trade is on the right track in its methods of selling find- 


ings. ; 


Shines for Women and Children 


“Shoe shining for ladies only” is a sign that is getting 
to be fairly common in large cities and as it is getting common, 
the business must be growing. In big city stores, the chil- 
dren’s shoe department is an institution by itself. Not only 


do youngsters like to have their shoes shined in this depart- 
ment, but many a sedate elder takes a look around the corner 
to see how the amusing little folks carry on. 


Dressing and ‘Treeing of Shoes 


Millinery shoes are coming back strong. That’s a fore- 
runner of good business for the shops shining women’s shoes 
exclusively. In the best of these shops, they dress and tree 
the shoes, as well as shine them. They clean the high top, 
as well as the vamp, and put a dressing on them, and go 
over them with a warm iron, to rub in the dressing as well 
as to smooth out the wrinkles. Shoes treated by this method 
look like new. 

As boots must be put on trees to be so cleaned, it is desir- 
able that shoe shine men have a delivery service, perhaps a 
motor cycle with a delivery box attached, to go to customers’ 
homes, gathering soiled.shoes and delivering cleaned shoes. 


Resetting of Edges Next Step 


Probably the next step in the improvement of methods of 
cleaning women’s shoes will be the re-setting of edges of heels 
and soles. 

The special shops for shining women’s shoes exclusively, 
or for shining children’s shoes, flourish because they have the 
service and the equipment that is especially adapted for their 
particular branches of the.shoe business. 





The Winning Spirit in Selling Findings 
Put the winning spirit into your findings department. 
Push its sales with a determination to make it pay. Develop 
it as a permanent proposition. Don’t take it up in a half- 
hearted way, as a side line of your shoe business. Don’t 
make it the apology department of your store. “I’m not sure 
we have some white shoe dressing, but I will look and see.” 
Don’t let any sob stuff like that loose in your store. It will 
ruin your findings business. It will destroy your store. 
Better say ‘Certainly, we have it. And it’s the best there 
is.” That’s winning sales talk. Back it up with a winning 
line of findings. Select them not in the spirit of putting in 
something just to please your customers. Select them with 
a view of making money on them, and a determination to 
build up a findings business. Smash all old precedents, if 
necessary, particularly if they are precedents that have worn 
ruts in the store. Go into the findings business as a new 
enterprise, try new methods in developing it. Above all, 
keep the winning spirit in full play init.-» * + FGA 







































imitation effects. 
all three of these popular styles. 
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Kescot Manufacturing Company 


Shows Clever Imitations of Jet, Cut Steel and Beaded 


Ornaments 


“And which did you say was the genuine beaded orna- 
ment?” said the ‘“‘Recorder” representative to W. J. Keith of 
the Kescot Mfg. Co., Inc., Providence, R. I., while on a 
recent visit to the home of Kescot Service, at 86 Page Street. 

“This genuine beaded sample,” said: Mr. Keith, 
you may show as an imitation, as our finished product in 





Two High Grade Imitation Effects 


imitation of beaded effects, which we will have ready within 
the next two weeks, will look exactly as good as the genuine 
article. These two (indicating two in a box on counter), are 
We have already booked. large orders for 


Trade Demands High Grade Product 


**We have taken all of the genuine numbers from our line, 
as there seems to be no hope of receiving the material neces- 
sary for these ornaments from Europe for at least six months, 
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Make Buyers Out of Passersby 


Hugh Lyons period display fixtures embody in 
their design those elements of character that 
inevitably attract favorable attention from 
the buying public. 

Hugh Lyons display fixtures have an environ- 
ment of beauty and dignity that results in a 
tremendous sales appeal—that makes dis- 
tinctively different a displays possible. 

Let us send you our latest catalog showing our 
pues display fixtures—fixtyres that make 

uyers out of passersby. f 
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and we shipped the last of our stock several weeks ago. The 
inevitable result is that the trade demands high grade imi- 
tation of genuine jet, cut steel and beads, and you will note 
from these samples here (indicating some of the imitation 
effects) that it is a particularly difficult thing to distinguish 
our imitation ornaments from the real.” 





CUSTOMER CONTACT IN FINDINGS 
(Concluded from page 86) 


Window Display of Findings 


It’s time for real window displays of findings. There’s a 
reason. Shoes are worth twice as much. They should have 
twice the care. Consequently, findings, the essentials of 
shoe service, should have twice the attention. Findings 
stuck on the shelves, or in the back shop, there to remain 
until somebody calls for them, are findings neglected. Findings 
put into the window, and shown up like real merchandise 
are findings developed. A real program for the window 
display of findings is yet to be worked up. Some window 
dressers throw a few findings into the window as an incidental 
to the shoes. Some use the select salesman showcase for 
featuring findings. Some use a corner of the window. Now 
why not make a real drive on findings. Set aside one week 
for it. Get the other fellows to join with you, if you have 
an association in your city. If not, go it alone. Fill the 
window with findings. Put not a shoe in it. Let every- 
thing be findings. Make it educational. Tell what each 
article is for. Tell how it improyes the shoes. Tell how 
trees keep the shoes in shape. Tell how blacking keeps the 
leather nice, and mellow. And so on. Give away sou- 
venirs. But don’t give away laces. Have a band concert. 
Run special advertising. Go after findings business with 
might and main. Go after it to get it. Not just as an inci- 
dental of the shoe business. But as a real permanent proposi- 
tion, that will pay dividends the year round. . . 


Advertising of Findings 


Much that has been said of window display of findings 
also applies to advertising of findings. No particular pro- 
gram has been worked up for it. Some shoe merchants do 
not advertise findings at all. Some do so in an incidental 
way. No large, strong organized program for advertising 
findings has been worked up. But take a tip from the auto 
accessories trade, Messrs. Shoe Merchants. Observe how 
the dealers in automobile findings prosper. Also, observe the 
extensive advertising campaign they carry on. Some of 
them do as much newspaper advertising as do the dealers 
in automobiles. They use window display and novelty 
advertising, and bright lights and signs, as well as newspaper 
advertising. 

Certainly, you are justified in remarking that the auto 
accessories trade is much bigger than is the shoe findings trade. 
But a vital principle in both is the same. The auto fellows 
win a lot of their business through the power of advertising. 
Particularly do they get new goods into popular use through 
advertising. It is up to you to do likewise, Messrs. Shoe 
Merchants. Many articles of findings, amounting in value 
to millions of dollars, are dormant in your stores, for lack of 
advertising. Get them going. Make a profit on them. 
Help the consumer, your customer, to get more service from 
his shoes through the use of findings. It’s a human nature 
proposition, a matter of service to people, as well as a money 
making proposition to you. Go to it. Put the punch into 
it. Find the profits there are in findings. 
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18-FT. GOODYEAR SHOE REPAIR OUTFIT 





OVER 


300,000,000 


A YEAR | 


is said to be the volume of the shoe repairing 
business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 





United Shoe Repairing Machine Company 


BOSTON, MASSACHUSETTS 











Kescot Manufacturing Company 


Shows Clever Imitations of Jet, Cut Steel and Beaded 
Ornaments 


And which did you say was the genuine beaded orna 
ment?” said the “Heoorder™ representative to W. J. Keith of 


the Keseot Mfg. Co., Im Providence, KR. 1... while on a 


recent visit to the home of Kescot Service, at 86 Page Street 
This genuine beaded sample,’ said Mr. Keith, “which 
you may show as an imitation, as our finished product in 











Two High Grade Imitation Effects 


imitation of beaded effects, which we will have ready within 
the next two weeks, will look exactly as good as the genuine 
article. These two (indicating two in a box on counter), are 
imitation effects. Wehave already booked large orders for 
all three of these popular styles. 


Trade Demands High Grade Product 


‘“‘We have taken all of the genuine numbers from our line, 
as there seems to be no hope of receiving the material neces- 
sary for these ornaments from Europe for at least six months, 











Make Buyers Out of Passersby 


Hugh Lyons period display fixtures embody in 
their design those elements of character that 
inevitably attract favorable attention from 
the buying public. 

Hugh Lyons display fixtures have an environ- 
ment of beauty and dignity that results in a 
tremendous sales appeal—that makes dis- 
tinctively different shoe displays possible. 

Let us send you our latest catalog showing our 
pomes display fixtures—fixtures that make 

uyers out of passersby. 


HuGH LYONS & COMPANY 
MAKE BUYERS OUT OF PASSERSBY 


LANSING -— MICHICAN 
SALESROOM CHICACO SALESROOM 


NEW YORK 
STREET 234 S. FRANKLIN ST. 


35 WwW. 32nd 
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and we shipped the last of our stock several weeks ago. The 
inevitable result is that the trade demands high grade imi- 
tation of genuine jet, cut steel and beads, and you will note 
from these samples here (indicating some of the imitation 
effects) that it is a particularly difficult thing to distinguish 
our imitation ornaments from the real.” 


CUSTOMER CONTACT IN FINDINGS 
(Coneluded from page 86) 


Window Display of Findings 


It's time for real window displays of findings. There's a 
reason. Shoes are worth twice as much. They should have 
twice the care. Consequently, findings, the essentials of 
shoe service, should have twice the attention. Findings 
stuck on the shelves, or in the back shop, there to remain 
until somebody calls for them, are findings neglected. Findings 
put into the window, and shown up like real merchandise 
are findings developed. A real program for the window 
display of findings is yet to be worked up. Some window 
dressers throw a few findings into the window as an incidental 
to the shoes. Some use the select salesman showcase for 
featuring findings. Some use a corner of the window. Now 
why not make a real drive on findings. Set aside one week 
for it. Get the other fellows to join with you, if you have 
an association in your city. If not, go it alone. Fill the 
window with findings. Put not a shoe in it. Let every- 
thing be findings. Make it educational. Tell what each 
article is for. Tell how it improves the shoes. Tell how 
trees keep the shoes in shape. Taf how blacking keeps the 
leather nice, and mellow. And so on. Give away sou- 
venirs. But don’t give away laces. Have a band concert. 
Run special advertising. Go after findings business with 
might and main. Go after it to get it. Not just as an inci- 
dental of the shoe business. But as a real permanent proposi- 
tion, that will pay dividends the year round. , . 


Advertising of Findings 


Much that has been said of window display of findings 
also applies to advertising of findings. No particular pro- 
gram has been worked up for it. Some shoe merchants do 
not advertise findings at all. Some do so in an incidental 
way. No large, strong organized program for advertising 
findings has been worked up. But take a tip from the auto 
accessories trade, Messrs. Shoe Merchants. Observe how 
the dealers in automobile findings prosper. Also, observe the 
extensive advertising campaign they carry on. Some of 
them do as much newspaper advertising as do the dealers 
in automobiles. They use window display and novelty 
advertising, and bright lights and signs, as well as newspaper 
advertising. 

Certainly, you are justified in remarking that the auto 
accessories trade is much bigger than is the shoe findings trade. 
But a vital principle in both is the same. The auto fellows 
win a lot of their business through the power of advertising. 
Particularly do they get new goods into popular use through 
advertising. It is up to you to do likewise, Messrs. Shoe 
Merchants. Many articles of findings, amounting in value 
to millions of dollars, are dormant in your stores, for lack of 
advertising. Get them going. Make a profit on them. 
Help the consumer, your customer, to get more service from 
his shoes through the use of findings. It’s a human nature 
proposition, a matter of service to people, as well as a money 
making proposition to you. Go to it. Put the punch into 
it. Find the profits there are in findings. 

































18-FT. GOODYEAR SHOE REPAIR OUTFIT 


OVER 


$300,000,000 


A YEAR 





is said to be the volume of the shoe repairing 
business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 


United Shoe Repairing Machine eared 


BOSTON, MASSACHUSETTS 




















What a trained shoe man 
got out of the free Wizard 
Orthopraxic Course. 





Sells More Shoes 


By H. Harry Haak, Canton, Ohio 


Words cannot express the volume of knowledge I have gained 

from the lessons pertaining to_the fitting of shoes and Wizard 

Appliances. 

Will say the Wizard Course is worth many times the effort put 

Wizard Foot Appli- forth in mastering it. After having a thorough knowledge of 
Orthopraxy, it enables you to tell your customer the cause of 

fl ibl their ailments and how to correct them by the use of Wizard 

ances are exibnie, Adjustable Appliances. 

The Wizard Course has added greatly to my efficiency. It has 


all-leather, with over- also helped me to sell many more shoes, which I undoubtedly 


¥ could not have'sold had it not been for my convincing ability 
lapping pockets and which I secured through the lessons. About 85 per cent of the 
public have a a condition of the ee, These par- 
. : ticular customers have been doing more or less suffering practi- 
pliable imserts—a pat- cally all their lives, a great deal of it due to the ignorance of 
aa ha the shoe people. 
ented principle that A man after having taken the Wizard Course is in a position 
? to correct these conditions; thereby giving him more prestige 
cannot be imitated. among the public, for a customer so relieved will spread the 
good news faster than all newspaper advertising. 


Not only is the sale of the Wizard Appliances profitable, but 
it enables the clerk to make more profit, and i 

sale of shoes for his employer, and we all know the more profit 
a salesman makes for his employer, the more likely is his ad- 


vancement. 


Wizard Foot Appliance Co. 
1665 Locust St., St. Louis, Mo. 














It will cost you only a postage stamp to prove that the 
Wizard Course will increase your sales. Write today. 
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CINCINNATI 
(Concluded from page 80) 


a fifteen-year lease on a three-story 
building at 518-520 Vine Street, now 
occupied by a saloon. The contract be- 
comes effective June 1 this year. 
Under the terms of the lease, the 
property will not be without a tenant a 
day after prohibition becomes effective. 
The lease is at an annual rental of 
$7,200. 

Mr. Van Meter plans for extensive 
alterations to the ground floor of the 
building. He is now having drawings 
made and expects to start work as soon 
as the building is vacated. This deal 
means the elimination of one saloon 
and the addition of one more shoe store 
to four stores, W. L. Douglas, Emerson, 
George Schott and the Royal, already 
in the block. Mr. Van Meter has been 
in Chicago during the past week arrang- 
ing for his line of goods. 


Carl Duttenhofer Returns to Shoe 
Industry 


Carl Duttenhofer, son of John Dut- 
tenhofer, president of the Val Dutten- 


CARL DUTTENHOFER 
Of Val Duttenbofer Sons Co. 


hofer Sons Company, was accorded a 
rousing reception by his many friends 
and business associates upon his release 
and return from the Aviation Service. 
He was stationed at Scott Field, Bell- 
vue, Illinois, and was preparing to sail 
for France when the armistice was 
signed. 

He is back at his desk and has taken 
up his old position in the factory, assist- 
ant to his father, which he left when he 
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volunteered in the service of his coun- 
try. After leaving college, young Dut- 
tenhofer decided to follow his father’s 
vocation. Being energetic and ambi- 
tious to become an expert he secured a 
position with one of the large Eastern 
tanneries; worked his way through; 
receiving a thorough knowledge of 
leather from the raw hides to the 
finished product. He is now mastering 
the manufacturing end of the industry, 
and promises to become one of the lead- 
ing makers of women’s shoes in this 
country. 


**] Saw Your Ad in the ‘Recorder’ ”’ 


Among the visitors in this market 
this week was L. O. Campbell, George- 
town, Ohio, who has just returned to 
his shoe store from service in the Army. 
Mr. Campbell was still in his uniform, 
when a representative of the ‘““Boot and 
Shoe Recorder’’ happened to enter one 
of the local shoe factories just as he was 
saying: ‘‘I saw your ad in the ‘Recorder’ 
and I have come to see your line.”” Mr. 
Campbell has never used a Cincinnati 
line before. 


“Tans Are Strongest Sellers”’ 


Charles Voller, manager of the men’s 
shoe department of the Mabley & 
Carew Co., reports a good volume of 
business both for January and Febru- 
ary, his figures being larger in each in- 
stance than those of years ago. “Tans 
are still the strongest sellers,” says 
Manager Voller, ‘‘and believe they will 
continue to hold their position.”” Mr. 
Voller says he has cleaned up his large 
stock of military footwear to where it 
practically amounts to nothing now. 


Cincinnati Notes 


All the local boot and shoe manu- 
facturers will be represented at Ohio 
Retail Shoe Dealers’ Association Cen- 
vention, Columbus, March 3, 4,5. A 
number of them have reserved display 
space and will have their lines, including 
their Fall samples, there for inspection. 


The Potter Shoe store in closing up 
its last lap of clean-up sales has had 
some very busy days this week. And 
as reported by Manager H. C. McLaugh- 
lin, their stocks are in the best shape 
they have been for many seasons. 
“Spring goods are coming in every day 
now, and we are selling a good volume 
of oxfords to the ladies,” says Mr. 
McLaughlin. 


G. W. Dreefke Shoe Company, Inc. 
of Albany, N. Y., have incorporated 
their retail shoe business with a capital 
of $10,000. 
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Hub Gore means Quality one 
Service, because the Best 
Materials and Highest Stila 
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TANDARD KID 
TRUE TO ITS NAME 
IT’S STANDARDIZED 

| S, Standard Kid Mfg. Co. 
SS 207 South St., Boston. Mass. 


Buy 
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The One 
Waterproof 
Leather that 

Takes and Re- 
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Creese & Cook Co., ean 
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PROMPT DELIVERY 
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Tip- Tite 
OE LACES 
IN ALL COLORS AND LENGTHS 
Send for Samples = sowed 


eybosset St. 


Gordon Mfg. Co. vidence, R. I. 








Insoles of all kinde 


Made by the House that 
makes good on deliveries 


Our brand ts in demand 
Order from yeur Jebhers 
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Fine Calfskins 
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Ewerybody in the SHOE TRADE 
knows us, originators of labels 


for Shoe Cartons. 


Send for sam- 





ples which speak fox themselves 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 








COLOR PRINTING 


DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
14 INDIA STREET, BOSTON 








“4 Splendidly Equipped Plant” 
The HARVARD 
ENGRAVING CO. 


MAKERS OF HIGHEST GRADE 
Shoe Cuts for Advertising and Catalog Purposes 


at 173 Summer St., Boston 











SHOE 


ILLUSTRATORS 


Cc. GRIECO’ 


COMMERCIAL ART CO. 
179 W. Washington Street, 
CHICAGO 
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A CATALOG? 
LET US MAKE THE SHOE 


ENGRAVINGS 


WE ARE EXPERTS! 
JOURNAL ENGRAVING 4G. 











‘Pesignes Plates } 
dtee srtiser 3? 
Jol Semmes St BOSTOM MAS © 
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Columbus, Ohio 


Illustrative of the potent force of 
enthusiasm, there has been no incident 
coming under the observation of the 
writer that will serve as a better object 
lesson than a meeting held by the 
Columbus Shoe Club on Thursday, 
February 13, 1919. 

The meeting was called to order by 
President Wene at the New Southern 
Hotel, where a spread was prepared for 
the members, numbering twenty-four, 
and a number of invited guests, which 
filled the party to the number of half 
a hundred. A _ nice feed bad been 
ordered, and though half the number 
present were not members of the shoe 
club, routine business was transacted. 
This gave all present an opportunity to 
see what co-operation means to the 
members and the necessity for all who 
are benefited by a movement to con- 
tribute to its support. Facts that were 
brought out at this meeting showed 
that the Columbus Shoe Club was about 
five years old and that the treasury was 
never sufficiently filled to enable it as 
an organization to pay its current 
expenses. 

After some enthusiastic talks by Mr. 
Wene of The Morehouse- Martens Com- 
pany, and Mr. Seibert of the Lazarus 
Company, all present were invited to 
join the club. And to the credit of the 
above named gentleman, all did; about 
eighty per cent of them paying their 
dues for a year. This gave the club 
more money than they ever had in the 
treasury at any one time. 


Ohio Retail Merchants to Hold Big 
Convention 


Reports of the different convention 
committees were then heard. Every 
one of them had good news to impart 
and from the plans made and practically 
completed, it is safe to say that the 
convention of the Ohio Retail Shoe 
Dealers, to be held in Columbus on 
March 3, 4 and 5, will be the biggest 
state convention ever held in _ this 
country. Plans are being made to 
entertain about twenty-five hundred 
shoe men and their friends and if the 
hotel reservations are anything from 
which to judge, the Columbus bunch is 
going “‘over the top” in this as they 
have in their nice little game to get 
members. 

It appears from the reports heard at 
this meeting that Mayor George J. 
Karb of “good old. Columbus town” 
fame is to act as toastmaster during the 
banquet at the State Convention. Gov- 
ernor Cox of Ohio will welcome the 


guests and James Schermerhorn of 





Feb. 22, 1919 





Detroit,.an entertainer of international 
repute, is to’ give a display of his art. 
Efforts are being made to assure the 
presence and co-operation of a national 
hero—a man who has won distinction 
and covered himself with glory during 
“the late unpleasantness.” If the 
Columbus crowd secure this man, their 
cup of joy will surely run over. And 
from what it is possible to learn on this 
question, it seems like they will put this 
across, too. 


Enthusiasm and “‘Pep”? Produce 
Results 


There can be no question in the mind 
of any one who attended this meeting 
but what the enthusiasm and “pep” 
displayed by these people are bound to 
produce the results they are working 
for. When a body of men, all more or 
less successful in the retail shoe business, 
can get together and work with such 
accord toward the attainment of a 
single object they are bound to “get 
there.” 

Toward the latter half of the meeting 
John J. Baird, in an eloquent address, 
appealed to those present to help start 
a five year budget by pledging amounts 
ranging from ten to fifty dollars for the 
five year period. This to be in addition 
to the regular annual dues paid by all 
members. In a matter of but a very 
few minutes a little over a thousand’ 
dollars was pledged, and the Columbus 
Shoe Club is on a firm foundation for 
the next five years, being assured of a 
good income. 

Men interested in association work 
will do well to try to emulate the 
example of our local shoe men. They 
not only doubled their membership but 
secured enough money to more than 
finance their organization for the next 
five years, and the bext of it is, that all 
this was done in one night. To the 
inspiration of Messrs. Wene and Seibert 
is due the big increase in membership, 
and to the financial acumen of John J. 
Baird is due the handsome budget that 
was raised so readily. 

There should be interesting news 
forthcoming from this live bunch of 
shoe men who are a credit to their 
State and National organizations. 


Ohio Convention Completely 
Financed 


Is it any wonder, with such a live 
bunch of men in charge, that the 
finances for the coming convention have 
been raised for the entertainment of the 
visiting dealers?. This accomplishment 
in itself is well worthy of note, as but 
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few associations in history have been 
able to boast of the fact that the money 
for such purposes had all been raised 
before the actual convention. 

A noteworthy fact which should be 
of interest to the merchant is the list 
of well known firms that will have their 
different lines of merchandise on dis- 
play at this meeting. The following 
names are obtainable at this writing: 


List of Exhibitors at Ohio 
Convention 


Goodyear Rubber Co., Akron, Ohio; 
G. Edwin Smith Shoe Co., Columbus, 
Ohio; Riley Shoe Co., Columbus, Ohio; 
H. C. Godman Shoe Co., Columbus, 
Ohio; The Cady-Ivison Shoe Co., 
Cleveland and Columbus, Ohio; The 
Simmons Boot & Shoe Co., Toledo and 
Columbus, Ohio; John Fenton Shoe 
Co., Columbus, Ohio; Columbus Leath- 
er Co., Columbus, Ohio; Alex Kaetzel 
Columbus, Ohio; Marion Rubber Co., 
Columbus, Ohio; United States Rub- 
ber Co., Columbus, Ohio; Converse 
Rubber Co., Chicago, Ill.; Capital 
City Rubber Co., Columbus, Ohio; 
Scholl Mfg. Co., Arch Supports, 
Chicago, Ill.; Chas. Meis Shoe Co., 
Cincinnati, Ohio; Miamia Chemical 
Co., Cincinnati, Ohio; Rice-Hutchins 
Co., Cincinnati, Ohio; Johansen Bros. 
Shoe Co., St. Louis, Mo.; Tweedie Boot 
Top Co., St. Louis, Mo. 


At the Sign of Our Flag 


What could be more appropriate 
than this motto in these times of pa- 
triotic feeling. This motto could well 
be applied to the store of the Dunlap 
Shoe Company; this well known firm 
has a large electric flag displayed in a 
conspicuous place on their building, 
which, when lighted, makes a very 
beautiful waving flag. Along with this 
they have a cluster of smaller flags of 
silk, displayed over the entrance of the 
store; these flags are of the Allied 
Nations, with Old Glory predominating. 
The spirit which is shown by the dis- 
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play of these flags is reflected by the 
management of this -up-to-date store 
in the treatment accorded the patrons 
and employees. To commemorate the 
fact of having passed the quarter million 
mark in sales, the management held 
a “Jubilee Sale,’’ thereby sharing with 
their patrons their good fortune. With 
the idea ever in mind of quality and 
service for their patrons, they have the 
three-story building which they occupy, 
filled with the best footwear in the 
market and with a corps of efficient 
salespeople have mate an _ enviable 
record, of which they may well be 
proud. 


New Spring Dress for Retail Store 


A force of painters and carpenters are 
at work on the store of The A. E. Pitts 
Company, redecorating the interior, 
remodeling the shelving and putting 
new hard wood floors in the several 
show windows. They are having in- 
stalled a credit call system from the 
several floors to the office on the main 
floor, which will greatly increase the 
efficiency of this’ department. 

This company contemplate other 
changes which when completed promise 
to make this store one of the best 
equipped in the Middle West. 


Columbus Notes 


W. H. Reichel, manager of shoe 
department of The Union Company, 
visited the Eastern markets, the past 
week. 

A. G. Blaine, formerly with John 
Bickel estate, Butler, Pa., is now located 
with The Union Company, as manager 
of men’s shoe department. 

Harold Williamson, selling Ralston 
shoes, is out with his new Fall samples. 

Merchants report an unusual sale of 
black satin spats. 

The best stores in the city are showing 
complete lines of pumps and oxfords in 
their display windows and have in- 
creased their sales enormously by so 
doing. 


Detroit, Mich. 


A woman’s new shoe department 
opened Monday, February 10, in the 
remodelled Kline building. The new 
department is leased to the Hoskin 
Shoe Company, having stores in Toledo 
and Cincinnati, Ohio, and is under the 
management of Westford F. Shannon, 
who has as his assistant, Ronald N. 
Hoskin, son of the president of the 
company. 

The new department is located on the 
messanine balcony of the first floor, 
and is probably the largest balcony 





department in the country, devoted 
exclusively to the sale of women’s shoes 
and hosiery. The ivory tinted walls are 
relieved by fixtures and furniture of 
Circassian walnut beautifully finished. 
Opera chairs upholstered in blue plush 
to match the rugs are used for fitting. 
Light gray cartons are used exclusively. 

At the front of the department several 
large show cases are built above the 
stock fixtures. These cases are on a 
level with the eye and the beautiful 
panels of Circassian walnut and the 
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We are manufac- 
turers of quality shoe 
laces, for the manu- 
facturing trade. 

sk for samples 
and prices. 


J.& B.SALES CO. 
470 Park Ave. 
Worcester - Mass. 





















LATEST STYLES IN 
COLONIAL BUCKLES 
Slipper Bows, 
Ornaments, Buckles, ete. 


D. T. DUDLEY & CO. 


66 Washington St. Haverhill, Mase. 




























pUNIVERSITY <2 
ECTRorset FOUNDRT 


MAKERS OF FINE PRINT- 
a 22 

















ACCOUNTS 
41 BEDFORD STREET, BOSTON 































Fox 2-Ply Shoe 
Tongue Pad 


The only one having 
the 2-ply Feature. 


Made Exclusively by © 


THE FEDERAL OVERGAITER CO. 


16-18-20 E. 12th St., New York, N. Y. 






















umit wr” GYM 


BENCH MADE 







BALLET. 






CHICAGO 




















SALES LETTERS 


MULTIGRAPHED-- 
FILLED IN--SIGNED-- 
MAILED. 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 





































104 


Where to Buy 


MEN’S SHOES 


~“KNIPE BROS.“ 


MAKERS OF MEDIUM PRICE 


McKAYS and WELTS 
Specialty of Flexible Welts 
Factory WARD HILL, MASS. 


Men’s Welts 


ron] UNBRANDED UNION MADE 


‘8 IN STOCK 
8) DIAMOND SHOE CO. 


The Shoe Factery Salesroom 
Above the Mark Breckten New York, N. Y. 


Where to Buy 


Men’s, Women’s and Children’s Shoes 




































ELIAS BERLOW 
Selling Agent 
“*FISKE’—MEN’S SHOES 
**ASBORN” CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 
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HENRY LILLY CO. 
88-90 Reade Street - New York 
The Only Exclusive 
Shoe Auction House 
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Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 
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drapes of blue attract the attention to 
the novelties displayed therein. 

Seats for one hundred customers and 
a capacity of 7,000 pairs of shoes will 
indicate somewhat the size of the 
department. Fourteen salespeople are 
employed. 


Arrangement of ‘‘Store of Service”’ 

When the new J. L. Hudson Com- 
pany men’s store was opened last 
month the men’s and boys’ high-grade 
shoes were moved to the mezzanine 
balcony of the new store under the 
management of Joseph H. Mitmesser. 
This department is pleasantly and con- 
veniently located. The wisdom of the 
move is shown in the fact that the 
department has doubled its business 
since the opening. The building is 
finished in fumed oak and the depart- 
ment has fixtures and furniture to 
match. A beautiful gray rug with black 
polka dots covers the floor. 

The Hudson slogan, “The Store of 
Service” is exemplified in the manager 
of this department, who will shortly 
graduate from the American School of 
Practipedics. The study of the foot so 
recently considered necessary for retail 
shoemen has an enthusiastic booster in 
Mr. Mitmesser. 

The head buyer for the department is 
Chas. F. Heath. 


An Opinion on Returned Soldiers’ 
Feet 

S. J. Jay, manager Fyfe’s men’s 
department, says returned soldiers are 
tired of the broad, clumsy Army styles 
and are buying narrow toes and lighter 
weights. He sees a tendency towards 
blacks although dark tans have the 
call at present. 

Joseph H. Mitmesser, Hudson’s, 
verified this call for narrow shoes by 
returned soldiers pointing to a soldier 
in uniform being fitted: The shoe was 
a narrow pointed chocolate calf. 


Merchants’ Advertisements in 
Street Cars 

Street car advertising is receiving 
its share of patronage by Detroit shoe 
merchants. The following cards were 
seen in one car alone: “Ye Booterye,” 
indicating location with picture of 
building occupied; A. E. Burns Com- 
pany with a message directed to “‘Men 
of Affairs;’ Alfred J. Ruby, Inc., 
boast of “The values we give our 
patrons, plus intelligent service;’”’ Mott 
& Bedford offer “Shoes of Service and 
Durability;” Fellman Shoe Company, 
advertise boys’ and girls’ shoes; Royal 
Shoe Company, advertise their Arch 
Preserver Shoes; Dr. A. Reed Cushion 
Shoe Store advertise the fact that a 
chiropodist is in attendance Monday’s 





Feb. 22, 1919 





from 9 to 12; while O’Sullivan’s Heels 
make life’s walk easy. 


Propaganda for Association Work 
Association work in Detroit and 
Michigan is receiving more attention 
than formerly and is consequently doing 
more for the retail stores. The Detroit 
Shoe Dealers’ Association held a ban- 
quet and special meeting, February 12, 
in the Board of Commerce building. 

J. E. Wilson, president of the Michi- 
gan Retail Shoe Dealers’ Association, 
spoke on the benefits of shoe dealers 
gathering together instead of sticking 
so closely to their own stores. A lecture 
on practipedics, illustrated by lantern 
slides was. given by Dr. Thompson of 
the Scholl Company. He impressed 
the fact upon the dealers and salesmen 
present that the arch support will not 
correct ailments of the foot unless the 
shoes are also properly fitted. 

Dr. Thompson and Dr. Hill are giving 
talks to the heads of large concerns 
having many employees in an endeavor 
to interest them in the benefits to be 
derived from having the employees 
properly shod. This will undoubtedly 
bring corrective appliances and special 
shoes to the notice of many who have 
given no attention to the matter before 
and should result in increased sales for 
stores stocking these lines. 


Bay City Retailers Elect Salesmen 
to Board 

The Bay City Retail Shoe Dealers’ 
Association, recently organized, marks a 
step in advance of most associations in 
that salesmen in shoe stores were 
elected to the board of directors. The 
following officers have been elected: 
Dick Bendall, president; Robt. Wood- 
worth, vice-president; Fred Mosner, 
secretary-treasurer. Proprietors of shoe 
stores elected directors: B. E. Steward, 
Novelty Shop; J. A. Blanchard, Blan- 
chard & Laporte; H. DeFrain, Walk- 
Over Shop; J. H. Busselle, Busselle 
Store; Gmit Levy, Oppenheim & 
Levy. Salesmen in retail stores elected 
directors: Leo Trudell, H. J. Wrud- 
land Company; Chas. Coons, with J. 
H. Busselle; Frank Bukowski, with B. 
Bukowski; Wm. Walbauer, with V. 
Walbauer; John Brosgan, Walters 
Department Store. 

The association at Lansing has found 
after a trial, that the admission of retail 
shoe salesmen is a success and no 
longer an experiment. 


A Cat Has Nine Lives 
An elevator sign in a Detroit shoe 
store reads: “‘A Cat has Nine Lives— 
so has a shoe, though most people do 
not know it until they visit our shoe 
hospital.” 
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PREPARATIONS ARE 

MADE FOR A BIG SPRING | | 

DRIVE FOR BUSINESS Pe 
DEALERS EVERYWHERE 


Bal 
ARE READY FOR THE 
BIGGEST SEASON EVER 






KEITH’S KONQUEROR SHOES 
.FOR MEN AND WOMEN 


are a leading line in many stores. They 
are beautiful shoes, priced right to pay 
dealers well and help make them appeal to 
greatest number of people. 30 styles in 
stock for Spring and Summer. Catalogue 
shows all. Send for copy. 


The Preston B. Keith Shoe Co: 


BROCKTON (Campello Sta.) MASS. 





New York Office, 299 Broadway, Room 415 








Boston Office, 207 Essex Street 
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BROWN | 
ELK LINE of SERVICEABLE and ATTRACTIVE CHILDREN’SSHOES §# 


BLUCHER 
WELT CARRIED IN THREE WIDTHS 


Infants’, 6-8, at $2.75; Child’s, 814-11, at $3.15 





Misses’, 1114-2, at $3.75 


This is only one of the good things listed in our New In-Stock catalog 
No. 15. Don’t miss it. Sixty lines now in stock, of Medium Grade 
Women’s, Misses’ and Children’s Welts and Turns. 


L. B. EVANS’ SON CO. - WAKEFIELD, MASS. 
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Chicago 


So unprecented has been the local 
demand upon retail stores for black 
suede and satin low shoes, and so sin- 
gularly was this demand unheralded, 
that many of the stores find their stocks 
completely exhausted and their popular 
sizesrunout. This situation would not 
be so critical if these stocks and sizes 
could be easily replenished, but the 
season started prematurely, and while 
the local wholesale houses were not 
without black suede and satin oxfords, 
yet the stocks that they did have were 
quickly distributed; even the incoming 
shipments were sold up several weeks 
before arrival to such an extent in 
fact, that dealers have temporarily for- 
saken hope in trying to get suede oxfords 
immediately from stock, at least for a 
short while. 


Approach of Colder Weather 
Helps 
The first indications of the arrival of 
the long delayed storm that has been 
promised Chicago have been felt in the 
atmosphere as well as in the shoe trade. 
It was met with the immediate revival 


of the active sale of rubbers and other 
cold weather footwear. Although these 
goods are moving better, yet far better 


business is expected when normal Feb- 
ruary cold weather sets in. 


Sales in Progress 


The last touches to February Clear- 
ance Sales are being indulged in by 
most of the stores, which is helping to 
maintain business at a fair state. The 
merchants are buying on a liberal scale, 
for immediate delivery as well as for 
Fall, and they feel most optimistic and 
confident of the future. 


Buster Brown Visits Mandel 
Brothers 


An advertising stunt which proved a 
wonderful factor in drawing children 
into the store of Mandel Brothers was 
the announcement of this store that the 
real, live, Buster Brown himself would 
be at the Buster Brown playground in 
the lower subway, which adjoins the 
Buster Brown Shoe Department, to 
greet all visitors. Buster certainly was 
the popular kid during the hours he 
allotted to visitors, and the department 
was crowded practically all of the time. 
Here’s the way Mandel’s‘annnounced his 
coming: 


BUSTER BROWN “HIMSELF” IS 
COMING 

The real, live Buster Brown and his 

dog, Tige, will hold receptions here on 

February 12, 13 and 14, at 10 A. M., 

2 P.M. and 4 P. M. each day, in the 


Buster Brown playground, lower subway. 


Every boy and girl in Chicago should 
come and see Buster and Tige—hear 
Buster tell his funny story and see Tige 
do his clever tricks. Buster will give 
unique souvenirs to all the boys and 
girls. 

BUSTER BROWN SHOES 
for boys and girls of 2 to 16 


New Catalogs 


The Stanwear Shoe Company, Lees 
Building, have just issued their first 
catalog, an attractive book illustrating 
a complete line of children’s shoes. 

Polay-Jennings Fixture Company, 
1009 Blue Island Avenue, are now mail- 
ing to the trade a bulletin describing a 
new series of period wood shoe fixtures. 


San Francisco 


The past month has seen one or two 
promising movements on foot for the 
betterment of boot and shoe interests 
on the Pacific Coast. There is a de- 
cided tendency in California to promote 
the manufacture of footwear to a 
broader and more profitable basis, and 
the retail merchants, with the Western 
manufacturers, have met several times 
in connection with the situation. Ata 
recent luncheon attended by members 
of the wholesale, retail and manufac- 
turing interests, the subject of Califor- 
nia manufacturing was placed before 


the trade. 


Opinions on Increased Shoe 
Production 

Max Sommer of Sommer & Kaufman, 
who presided at the luncheon meeting, 
expressed his convictions that San 
Francisco is able to support several new 
shoe factories. He pointed out to the 
assembled merchants that in 1888 there 
were twelve factories in the city against 
the present three. Al. Katschinski, of 
the Philadelphia Shoe Company, re- 
marked that he thought sales of local 
manufacture would increase as soon as 
more attention was_ paid to style. 
“California shoes have the quality and 
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service,” he said, “but to compete with 
Eastern firms, shoes made in the State 
must put up as good an appearance as 
the Eastern product.” A. K. Saltz, 
who spoke for the tanners, said that 
California was capable of producing 
5,000,000 pairs of shoes per year, 
whereas the current production is only 
750,000 pairs. He stated that the in- 
creased production of shoes would tend 
to lower the prices, providing the manu- 
facturers and retail merchants would co- 
operate to put the California makes 
before the public. Other speakers were 
M. E. Frank, of Frank & Hyman; 
Leopold Oppenheimer of Sommer & 
Kaufman, and A. C. Rulefson. 


‘ Form Retail Shoe Merchants’ 
Organizations 


A recent attempt to establish an 
organization composed of the retail shoe 
merchants of San Francisco seems to 
have met with the approval of the trade. 
San Francisco, for some time, has 
lacked such an association, and at the 
instigation of Frank Werner, president 
of the California Retail Shoe Dealers’ 
Association, a meeting was held on the 
23d of January, in the form of a ban- 
quet at the Hotel St. Francis, for the 
purpose of definite organization. Max 
Sommer of Sommer & Kaufman, was 
appointed temporary chairman, A. I. 
Block of Block & Levy’s, was chosen as 
the new president and F. L. Heim of 
F. L. Heim & Son, Inc., was elected 
secretary-treasurer. A committee has 
been appointed to draw up a constitu- 
tion and by-laws, which are now under 
consideration. It is the desire of the 
organization to co-operate as far as pos- 
sible with the National Shoe Retailers’ 
Association, as the San Francisco trade 
realizes that the problems which arise 
can be handled much more efficiently 
if the co-operation of the national or- 
ganization is secured. 


San Francisco Reports 


Gerlach’s, the specialty store at 543 
Market Street, reports a very satisfac- 
tory beginning of Spring business. The 
new lines of Summer footwear have ar- 
rived, including several new models in 
pumps and oxfords. 

Oscar Gallenkamp, the Los Angeles 
representative of the McElwain, Young 
Shoe Company, was in San Francisco 
for a few days. He reported business 
in the southern part of the state ex- 
tremely good, due partly, he said, to 
the fact that Los Angeles merchants 
did not overload with stock this season. 

R. H. Hibbard, manager of the 


_Pacific Coast stores of the Regal Shoe 


Company, expects to leave for the East 
around the first of March on his annual 
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trip. He will convene with the four- 
zone managers in Boston, Mass. On 
the first day of the industrial strike in 
Seattle, Wash., he received a wire from 
the manager of the Seattle store that 
the business there and in Tacoma was 
pursuing its regular course. 

J. L. Zingelmann, who has been asso- 
ciated with the main offices of the Royal 
Shoe Company in San Francisco, has 
severed connection with that firm and 
has gone to Portland, Ore., where he 
will become buyer and general manager 
of the Greenfield Shoe Company of that 
city. Max Tobias, of Los Angeles, 
Cal., has come to San Francisco to fill 
the vacancy created by the departure 
of Mr. Zingelmann. 

C. H. Welfelt, manager of the Boot- 
ery stores in San Francisco and Los 
Angeles, has returned. to California 
from an Eastern trip. He expresses 
himself well pleased with the ‘business 
of the new year. 


Sommer & Kaufman Annual 
Banquet 


The annual banquet which is given 
to the employees of the Sommer & 
Kaufman stores, was held on the 8th of 
February at Techau Tavern. About 
one hundred and twenty-five guests 
were present, including the heads of 
departments, superintendents, salesmen 
and office force. This was the occasion 
for the distribution of bonuses among 
the employees, which is an annual 
event. Max Sommer stated that the 
volume of business as compared with 
last year, had been fully maintained, 
with every indication for a big year 
before them. 


Philadelphia Shoe Company Opens 
at Oakland 


The Philadelphia Shoe Company will 
open Oakland store on the 27th of Feb- 
ruary, under the management of H. 
Katschinski. It has a splendid loca- 
tion at 525 Fourteenth Street, between 
Washington and Clay Streets. It is said 
to be the largest shoe establishment in 
Oakland, three floors being given over 
to the different departments. The sale 
department is located in the basement; 
men’s and women’s shoes on the main 
floor and the children’s department on 
the mezzanine. The store will open 
with a force of twenty-five people, most 
of the men coming back from the Serv- 
ice to take their places in the new store. 
All lines carried by the San Francisco 
store will be fully represented in the 
Oakland establishment. 


A New Shoe Store 


A new retail shoe establishment was 
opened on the 8th of February, at 795 
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Market Street, in the building of the 
new California Theater. It is known as 
Starr Men’s Shoes and is managed by 
W. E. Black who has been associated 
with the shoe business in San Francisco 
for some time. The store, which occu- 
pies ground floor space and a mezza- 
nine, is fitted up to give the maximum 
amount of comfort to the customer. 
The interior is most artistically de- 
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veloped in a color scheme of brown and 
deep violet, with soft indirect lighting 
throughout. The woodwork is South- 
ern California gum and the seats are 
comfortably upholstered wicker. An 
outstanding feature of the establish- 
ment is the ‘‘Shadowgraph’’ window, 
which has attracted much favorable at- 
tention. The house is to specialize on 
two prices, $5 and $7. 


Brockton 


Merchants Should Know Materials 
Which Are in Their Shoes 


A member of the Brockton shoe manu- 
facturing trade has this to’ say on a 
topic which he believes should be of 
interest to every shoe merchant: “I 
think that every. retail dealer who 
handles a good line of men’s, women’s 
or children’s footwear has a right to 
know the materials contained in these 
goods. In these days of camouflage, 
an inferior article may be made to ap- 
pear, at a casual glance, as good as a 
better product. I believe that manu- 
facturers of shoes such as are made in 
Brockton, should see that their cus- 
tomers are informed regarding the use 
of reputable leathers and other ma- 
terials which go into good shoes. 


Taking a Shoe to Pieces 


“‘As an illustration of my idea,’’ con- 
tinued the manufacturer, “I might in- 
stance a case which came to my special 
notice through one of our salesmen. 
He reported that a certain shoe made 
by another house was being sold at 
50 cents a pair less than ours, and that 
the dealer who bought it considered 
that it was as good as ours, with the 
advantage, of course, of a lower price. 
I got this salesman to buy a pair of 
these shoes and bring them to the fac- 
tory. Then I dissected them. I laid 
out every part of these shoes separately 
and compared them, in the presence of 
this salesman, piece by piece, with a 
pair of our shoes. 


Some Convincing Arguments 


“IT demonstrated that the .uppers, 
soles, linings, etc. in the competing shoe 
cost the manufacturer from 50 to 60 
cents a pair less than the same materials 
in our pair of shoes. The reason that 
the competing shoes could be sold at a 
correspondingly lower price than’ ours 
was that our materials were of the best, 
while those in the other shoes were 
inferior. The salesman was convinced, 
and stated that he could convince his 
customers through the knowledge he 
had obtained. If shoe merchants in 


buying lines of shoes, under present high 
price conditions, should demand the 
names of concerns making the materials, 
also grades used, they, in turn, would 
have their eyes opened and wouldn’t 
consider their purchases wholly on the 
question of:prices, as many of them do. 
Concerns whose leather and other ma- 
terials are standard and reliable should 
have the benefit of their reputation 
along this line. Merchants like to 
supply their customers with shoes which 
wear, keep their shape and guarantee 
repeat sales. To obtain such goods 
adequate prices must be paid.” 


NEW SHOE CONCERN 


Will Make Men’s and Women’s 
Welts 

An important addition to Brockton’s 
shoe manufacturing concerns is Charles 
E. Lynch Shoe Company, formerly of 
Poughkeepsie, N. Y. This house has 
leased 8,500 square feet of floor space 
in the building known as the Herrod 
factory in the Montello district of the 
city and will begin manufacturing shoes 
about the middle of March. The prod- 
uct will be men’s welts of medium 
grade. 

Experienced in the Trade 

Charles E. Lynch and his son, Charles 
E. Lynch, Jr., are the members of this 
concern. Mr. Lynch, Sr. will be lo- 
cated in New York, while his son will 
have charge of the manufacturing. 
After looking over the various localities 
in this vicinity, the Messrs. Lynch de- 
cided that Brockton was the best place 
for their business. This decision was 
arrived at in co-operation with George 
N. Gordon, manager of the Brockton 
district of the United Shoe Machinery 
Company. Heads of the various de- 
partments will be announced later. 
Mr. Lynch, Jr. will make his home in 
Brockton. 


SALESMEN STARTING OUT 
Manufacturers Showing Fall Lines 


Scores of traveling salesmen, repre- 
senting Brockton shoe manufacturing 
houses, are now at the factories in this 
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city, getting samples ready for their 
forthcoming trips. During the latter 
part of February and early in March 
many of these traveling men will be on 
their way with the newest styles from 
Brockton houses. A noticeable feature 
of the samples which are coming through 
the factories is the contrasting color 
combinations in uppers and tops. De- 
spite the talk in some quarters that 
lighter shades of colored leathers are 
to be in vogue next Fall, a large pro- 
portion of the samples which go out from 
Brockton will show mahogany — the 
color which had so large a sale during 
the past year. Brockton manufacturers 
and salesmen believe that these dark 
brown shades will continue in favor 
for the Fall and Winter of 1919. 


Good Showing of Women’s Shoes 


Among the lines of Fall samples 
going out from local factories, women’s 
shoes will have a prominent part. 
These lines of welt footwear for women 
are making rapid strides in trade popu- 
larity. Not only in the street and 
sport styles is this feminine footwear 
having good sales, but also in the more 
fancy styles for dress wear. The 
samples of women’s shoes shown by 
Brockton houses for the Fall season are 
sure to add substantially to the volume 
of business secured by Brockton shoe 
manufacturing concerns. Women’s 
welts have come to stay as a part of 
Brockton’s shoe output. Good style, 
good shoe making and good wearing 
qualities form a combination which 
proved as effective in the women’s lines 
as it has for many years in Made-in- 
Brockton shoes for men. 


Salesmen’s Advance Cards 

At this season of the year many shoe 
manufacturing representatives are pre- 
paring advance cards for the coming 
season. Much ingenuity is manifested 
in these cards and various new designs 
are brought out to attract the attention 
of merchants. Illustrating this point 
is an advance card gotten out by the 
salesmen representing Thompson Bros., 
Inc. It is a regular post card, on the 
reverse side of which is shown the 
Thompson trade mark near the figure 
of a well dressed young man, holding a 
tray on which is poised a representation 
of the Thompson factory. A_back- 
ground of bright color offers an effective 
contrast to the factory picture. Itis an 
artistic as well as an attractive advance 
card. 


Death of Foreign Representative of 
Local Shoe Manufacturing 
Concern 

Charles L. Preston, who for several 
years represented George E. Keith 
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Company in Russia, died suddenly at 
his home in Brookline this week imme- 
diately following his return from Russia. 
For the past nine months he had been 
in that country in the service of the 
United States Government. About 
fifteen years ago Mr. Preston went to 
Russia as representative of an Ameri- 
can kid concern’ In 1908, George E. 
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Keith, who was then visiting Russia, 
made arrangements with Mr. Preston 
to handle the Walk-Over line in that 
country. He had general oversight of 
stores in Petrograd and Riga. Both 
these establishments were closed in 
1915, owing to the European war. 
Mr. Preston is survived by his mother. 
widow and son. 


Haverhill 


FEATURING FANCY COLORS 
In Women’s Shoes for Fall 


In the Fall lines which are going out 
from Haverhill concerns among the 
women’s shoes a notable feature is the 
variety of color combinations, as in 
contrast to the sombre effects of a year 
ago. There is no doubt that the reac- 
tion which has followed the end of the 
war, on color in all lines of wearing ap- 
parel, is extending to shoes. Patent 
leather boots with white buck, kid or 
cloth tops will be a strong feature in the 
Fall lines. There will be many other 
color combinations in kid and calf 
leathers in the Fall boots. In the 
fancy slippers for evening or dress wear 
bright colors will be featured, including 
various shades of brown and gray with 
white making a strong showing alone or 
in combination. 


HIGH GRADE SHOES IN DEMAND 
Steady Call for Best Goods 


Growth in sales of the better grades of 
footwear manufactured in this city is a 
feature of the local trade. Concerns 
which have long been identified with 
high grade lines are, as a rule, doing a 
capacity business. Others which have, 
during the past few years, improved 
their grades to a marked extent are 
well supplied with orders. The cheaper 
grades are those which, at the present 
time, are less in demand proportionately 
than those which represent higher 
priced lines. It is evident, manufac- 
turers say, that wholesale and retail 
merchants, under: present high priced 
conditions, prefer to pay considerably 
more than heretofore and be assured of 
good values. It is along this line that 
Haverhill shoe manufacturing is show- 
ing a gratifying development, in McKay 
welt and turn footwear. 


MORE FLOOR SPACE NEEDED 


Concerns Outgrowing Present 
Quarters 


Among its other activities the Haver- 


“hill Chamber of Commerce is taking up 


the problem of floor space for manu- 
facturers in this city, particularly 
in shoes and kindred lines. Many of 
Haverhill’s concerns have outgrown 
their present quarters and are requiring 
more floor space. New houses are en- 
gaging in business, which is another im- 
portant factor in the need of additional 
factory room. The Chamber of Com- 
merce is having calls from out of town 
concerns which wish to locate here, also 
from local houses needing more factory 
space. The present handicap of high 
prices for materials and labor is not en- 
couraging to new building, so that for 
the present, at least, it isn’t likely that 
this lack of factory space will be over- 
come. 


WOMAN WORKER RESIGNS 
In Favor of Returning Soldier 


The return to Haverhill of many 
enlisted men from the United States 
Army and Navy brings before shoe man- 
facturers the problem of re-employ- 
ment of these discharged soldiers. This 
is being worked out in a way which has 
provided jobs for a large proportion of 
the returning service men. In this con- 
nection, an interesting incident in one 
factory was that of a woman worker, 
who, for 14 months, had filled the place 
of a soldier. She gave it up immediately 
upon his appearance at the factory to 
inquire about his former position. In 
doing so, this woman worker said that 
she believed that it is the duty of every 
person who took the place of a service 
man to be ready to step aside on his 
return. 


NEW SHOE CONCERN 
Incorporated New Business 


Emery-Tucker Co. is the style of a 
new corporation with authorized capital 
of $15,000, formed to manufacture 
shoes and deal in footwear. The offi- 
cers are: president, Harry R. Emery; 
treasurer, Arthur P. Tucker. These 
with Mary E. Emery are the directors. 
The president of the new concern was 
formerly of Emery & Marshall Com- 


pany. 
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St Louis 


The St. Louis market is full of buyers 
who have come to the city both to pur- 
chase and to put themselves in touch 
with the situation, with especial rela- 
tion to the future developments which 
may be expected during the Spring 
portion of the readjustment period. 
They are learning rapidly from the 
wholesalers that there is little reason to 
expect anything in the way of decisive 
reductions on account of the labor situa- 
tion, the raw material supply and the 
prices prevailing in the hide and leather 
market. However, the buying which is 
being done is along very conservative 
lines which is more or less satisfactory 
to the manufacturers who see in this 
tendency a more even flow of business 
in their manufacturing plants and less 
of the expensive peak load rush. In 
fact, it would be agreeable to the manu- 
facturers here if the business of the year 
were spread more evenly over the twelve 
months with its consequent economy 
and efficiency effect on operations. 


Special Sales Still in Evidence 


The retail trade is still actively push- 
ing its special sales and by this means 
clearing up their odd lines and other 
portions of their stocks which they pre- 
fer not to carry over. There is a grow- 
ing tendency in a number of the local 
retail stores and departments to special- 
ize on some one number as a leader, put- 
ting the price at a value figure as an 
advertisement. Hutcheson’s was the 
first to do this in a men’s leader at $7.50 
and now Sensenbrenner’s is pushing a 
“‘Sensenbrenner Six”’ in ladies’ footwear 
while a number of other stores have 
prepared similar campaigns.  Alto- 
gether the stores and departments re- 
port a very satisfactory business under 
the existing conditions and that a simi- 
lar state of affairs exists out through the 
surrounding territory is shown by the 
reports of the wholesalers and manu- 
facturers of very satisfactory collec- 
tions showing that retailers are moving 
their stocks sufficiently well to enable 
them to meet their bills promptly. 


Contributed $5,000 to the N.S. R. A. 


The Associated Shoe Retailers of St. 
Louis have completed the casting up of 
the accounts of the recent National 
Convention and have found that their 
total receipts were in the vicinity of 
$26,000 and the expenses about $20,000, 
leaving a balance of about $6,000, of 
which they have contributed $5,000 to 
the National Association for its work 
during the coming year. The conven- 


tion was a most pronounced success in 


every way and the manufacturers are 
preparing to show their feeling in the 
matter by a dinner to the retailers’ 
local association in the near future as a 
testimonial of the manufacturers’ ac- 
knowledgment of the good work done 
by those who created the convention 
success. 


Jackson Johnson Honors Shoe 
Trade 


President Jackson Johnson, of the 
St. Louis Chamber of Commerce, who 
is also Chairman of the board of the 
International Shoe Co., is appointing his 
committees for the Chamber’s new year 
and is recognizing the shoe trade very 
freely in the selections which he has al- 
ready made. Among them are Robert 
L. Lund of the Lund-Mauldin Shoe Co., 
on the Industrial Committee; John E. 
Ritchey of the Hamilton Brown Shoe 
Co., on the Postal Committee; A. C. 
Brown of the Hamilton Brown Shoe Co., 
on the Workmen’s Compensation Com- 
mittee; as well as John A. Bush of the 
Brown Shoe Company, on the same 
committee and W. H. Moulton of the 
International Shoe Co. A number of 
others have been selected for other com- 
mittees but have not been formally an- 
nounced. The progressiveness of the 
St. Louis shoe industry augurs well for 
the activity of the committees having 
shoe men in their membership. ; 


Change of Firm Name 


The activity of members of the John- 
son, Stephens & Patton Leather Co. in 
the shoe manufacturing business, 
Messrs. H. V. Stephens and Andrew 
Johnson being of the Johnson, Stephens 
and Shinkle Shoe Co., ‘has led to a 
change in the name of the leather com- 
pany to the Arthur S. Patton Leather 
Co., with Mr. Patton in active control. 
The other members of the concern will 
retain their interests as before, but it 
was thought best for business reasons 
and in justice to Mr. Patton, for his 
management, to make the name change. 


Shoe Travelers Increase 
Membership 


The local organization of traveling 
shoe men, the St. Louis Shoe Travelers’ 
Association, is starting out the new year 
with a decided increase in membership 
while the active members have been 
given further stimulus by the offer of 
the National organization to give a lov- 
ing cup to the local body making the 
greatest increase in membership before 
the next National assemblage. The 
organization is in good financial condi- 
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tion according to the report of Secre- 
tary Cayce, with all bills paid and a 
balance in the treasury. Until the men 
in the organization take to the road for 
the new season, weekly lunch meetings 
are to be held at the Maryland Hotel, 
with a big get together lunch before the 
season is. fully open and the men leave 
the city. 


- Mailing of Catalogs 


The shoe houses are~beginning to 
mail their catalogs to the trade. The 
Spring and Summer issue of the Sam- 
uels Shoe Co. is already going into the 
mail and will all be on the way to the 
retail merchants by the time this is 
printed, some 15,000 strong, while that 
of the Vinsonhaler Shoe Co. is also off 
the press and being mailed. That of the 
Rice & Hutchins St. Louis Shoe Co. will 
follow very quickly. The two already 
out are handsome creations of the prin- 
ters’ art and attractively printed in 
colors as well as effectively bound in 
striking covers. 


St. Louis Notes 


The A. H. Gaines-Gordon Shoe Co., 
of New York City, has established a 
St. Louis branch with its quarters at 
1631 Washington Ave., where it occu- 
pies ground floor space with facilities 
for carrying distribution stock and 
handling it readily, being provided with 
two street frontages, one at either end 
of the space occupied. The branch was 
established to take care of the increas- 
ing Western and Southwestern business - 
of the company and is reported to have 
already justified its establishment. 

The new building being erected by 
George Warren Brown at the North- 
east corner of Seventeenth Street and 
Washington Ave., nine stories high and 
about 150 feet front, is rapidly ap- 
proaching the upper atmosphere with 
its concrete frame work and it is ex- 
pected that it will be ready for occu- 
pancy about December 1, next. Noth- 
ing is definitely known about the oc- 
cupancy of the structure as yet and 
there are many reports of the tenant’s 
identity, among them being one that it 
is an out-of-town shoe company. The 
representatives of Mr. Brown decline, 
however, to give any definite informa- 
tion on the subject. 

M. Mittendorf has been named buyer 
of factory supplies and machinery of 
the Brown Shoe Company, succeeding 
C. R. McAllister, who has gone to Mil- 
waukee to take a selling position. Mr. 
Mittendorf has been with the Brown 
Shoe Co. for a number of years and has 
had experience in the line upon which 
he has been detailed. 

A number of shoe executives have 
been on the sick list recently, but are 
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recovering rapidly. Among them have 
been Warren F. McElroy, of the Mc- 
Elroy Sloan Shoe Co. and John A. Bush 
of the Brown Shoe Co., both of whom 
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have been kept away from business for 
short periods, but have not been in a 
serious condition, although unable to 
attend to their duties for a time. 


Milwaukee 


There scarcely has ever been a time 
in the long history of this market that 
shoe factories are as busy as at present, 
or that working forces have reached 
the high points in numbers at this time. 
While there still exists in some measure 
a disinclination on the part of some 
retail shoe merchants to make purchases 
as freely as in past years at this season, 
the feeling is rapidly being overcome and 
the outlook as discerned by local manu- 
facturers is very favorable. The travel- 
ing men are sending encouraging sales 
reports from the territories and as these 
embrace all sections of the United 
States, it may be said that shoe mer- 
chants who have been holding off be- 
cause they believed the market would 
decline have come to recognize the error 
of this belief and consequently are 
making an effort to cover their require- 
ments before it is too late. 


Retail Volume Is Good 


Shoe merchants of Milwaukee and 
vicinity, having passed through one of 
the most active semi-annual clearance 
periods in their experience, are neglect- 
ing no opportunity to keep trade active 
and to keep goods moving. The patron- 
age of the various stores continues to be 
good, and while buying covers the 
entire scale of values, it is noted with 
much satisfaction that the top values 
are selling with facility in spite of the 
fact that reductions in the main have 
been withdrawn. The attitude of local 
shoe dealers in respect to buying for the 
coming seasons is much improved and 
liberal commitments are being made, 
since the outlook is regarded as bright 
and there is nothing on the horizon to 
ultra-conservatism in forward 
purchases. Of course, a certain degree 
of conservatism which the times seem to 
demand is being practiced, but on the 
whole, the manner in which the con- 
sumer has been and still is taking hold, 
furnishes good reason for optimism. 


cause 


A Leading Maker’s View 


Fred J. Mayer, vice-president of the 
F. Mayer Boot & Shoe Co., regards 
the situation in the manufacturing field 
as highly encouraging. This is borne 
out by the statement that the Mayer 
Company has gradually increased its 
operating force until now it is more than 
100 per cent in excess of the war period, 


when a new high-water mark was estab- 
lished. The company is pushing its 
production as much as possible as the 
volume of orders on the books is un- 
usually large and will keep the factory 
busy at maximum capacity for a long 
time ahead. 


New Weyenberg Factory 


The Weyenberg Shoe Manufacturing 
Company, 130 Reservoir avenue, Mil- 
waukee, which has maintained a branch 
factory in Beaver Dam, Wis., for the 
past three years, is preparing to build 
a new factory at that point in order to 
cope with the rapid expansion of its 
business. The Merchants and Manu- 
facturers’ Association of Beaver Dam 
has offered the company a site, as an 
appreciation of the benefit to the city 
resulting from the operation of the 
present factory. Representatives of the 
company attended a dinner and confer- 
ence with city officials and leading 
business men of Beaver Dam on Febru- 
ary 12, and talked over the matter, as 
the result of which the Beaver Dam peo- 
ple are raising a fund of $16,500 to pur- 
chase a site. The present Weyenberg 
factory at Beaver Dam occupies the 
former woolen mills property but has 
long been overcrowded. Details of the 
new plant construction scheme have not 
been worked out, but it is hoped that 
within six months after its completion 
the plant will employ from 400 to 600 
persons and the annual payroll will reach 
$500,000 within a year or two. 


Shoe Industry Prospers 


A careful check made by a Milwaukee 
newspaper to determine the extent of the 
local unemployment problem reveals the 
fact that so far as the shoe industry is 
concerned, there is no such problem. 
The factories in this market are busy, 
they are employing more people than 
during the war, and jobs are open to all 
returning soldiers and many others 
besides. Numerous factories not only 
are operating at maximum capacity, but 
are making extensions to plants and 
enlarging equipment to handle the 
increasing volume of business offered. 
One of the underlying reasons for this 
state of affairs is that the requirements 
of the Army and Navy during the past 
year or more has been so great that 
civilian footwear production necessarily 
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had to be curtailed to some extent, with 
the result that every effort is now being 
made to compensate for the shortage. 


Seeking Foreign Trade 


Long before the war came to its sud- 
den end, the shoe manufacturers of Mil- 
waukee were figuring out ways and 
means to resume export trade on an 
even greater scale than before the world 
became embroiled. While certain de- 
velopments tending to check exportation 
from the United States to Great Britain, 
Italy and one or two other countries, 
have been experienced during the last 
week or two, no discouragement is appar- 
ent, and the effort is going right ahead. 
The holding of the sixth annual conven- 
tion of the National Foreign Trade 
Association in Chicago on April 24, 25 
and 26, is attracting much attention 
locally and it is certain that there will 
be a large representation from Mil- 
waukee. W. H. Hathaway, secretary 
of the Foreign Trade Bureau, Milwaukee 
Association of Commerce, is sending out 
information concerning the aims and 
purposes of the convention which 
doubtless will have the effect of arousing 
all manufacturers who seek export trade 
to greater action. 


Employers Hear Shoe Expert 


The important relation between well- 
fitting shoes and factory efficiency was 
presented in an interesting and effective 
manner before more than two hundred 
employers of Milwaukee by S. J. 
Brouwer, of the S. J. Brouwer Shoe Com- 
pany, a leading shoe merchant of this 
city, at the first of a series of meetings 
to be held by the Safety and Sanitation 
Committee of the Milwaukee Associa- 
tion of Commerce, at the Hotel Wis- 
consin on Tuesday evening, February 11. 
Mr. Brouwer produced some startling 
facts and much information that was 
entirely new to most of the employers 
present. He advanced the main propo- 
sition that manufacturers, in their 
search for methods to improve working 
conditions to increase productive effi- 
ciency, must not overlook the fact that 
they must take steps to attend to the 
proper fitting of the shoes of their opera- 
tives. If this is not done, Mr. Brouwer 
said, much of the good work now being 
done in other directions will be counter- 
acted and they will have to start all 


over. 
Wins New Laurels 


Louis Mayer, a son of the founder of 
the F. Mayer Boot & Shoe Co., Mil- 
waukee, and one of the best known 
sculptors of America, has won new 
laurels in his chosen field of art by pro- 
ducing a bust of Abraham Lincoln that 
has excited the admiration of the 
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greatest critics. As a Lincoln’s birth- 
day gift to his native city, Mr. Mayer 
presented replicas of the bust in terra 
cotta to each of the five high schools of 
Milwaukee and the Milwaukee Uni- 
versity School. The Mayer bust por- 
trays Lincoln as the man of profound 
thought, judicial mind and lover of 
humanity. 


To Manufacture Boxes 


The American Paper Box Company 
has been incorporated by Milwaukee 
interests and proposes to establish a 
plant in this city for the manufacture of 
all kinds of paper and fibre containers, 
folding boxes, cartons, etc. The capital 
stock is $100,000, and the promoters are 
represented by Frank J. Smith and 
O. J. Wittig. 


Luedke-Schaefer Shoe 


Company 


Now the 


The name of the Luedke-Schaefer- 
Buttles Company, manufacturers of 
Milwaukee King Brand of work shoes, 
has been changed to the “‘Luedke- 
Schaefer Shoe Company.” The capital 
stock will be raised from $40,000 to 
$120,000, besides surplus. 

As their business has grown so fast 
the officers are contemplating building a 
new modern plant which will be occu- 
pied during the present year. : 

The officers are: Edward A. Luedke, 
president; Anton Schaefer, vice-presi- 
dent, Frank F. Stimson, secretary and 
Leonard B. Tendick, treasurer. 

This factory had a very small start, 
but by hard and persistent work did a 
million-dollar business in 1918 and 
expects to double that amount as soon 
as they get into their new quarters. 


A **Pure Shoe” Act 


One of the most astonishing pieces of 
proposed legislation to be offered at the 
present session of the Wisconsin legis- 
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lature is that of Assemblyman J. F. 
Buckley, Waukesha, who wants to apply 
the same principle to shoes and other 
wearing apparel as is contained in the 
pure food laws. Manufacturers and 
dealers of the state are up in arms over 
the Buckley bill, which, its author says, 
“Will do for clothing, shoes, etc., what 
the pure food law did for foodstuffs.” 
He says that under his bill, if passed, 
shoes must be plainly marked if they 
contain any imitation leather, paper or 
other substitute material, and the same 
will be done with clothing, silks, linens, 
etc. Although it is not seriously feared 
that such a bill will be passed, the busi- 
ness men of the state are organizing to 
fight it to death. 


Wisconsin Retail Notes 


Otto Hensel, 3416 North Avenue, 
Milwuakee, has leased the store build- 
ing on North Avenue, just west of 
Thirty-sixth Street, and on or about 
May 1, will transfer his business to the 
new location. In the meantime the 
building will be remodeled and modern- 
ized, it being Mr. Hensel’s intention to 
have one of the handsomest and best- 
equipped shoe stores to be found 
anywhere. 

Guenzel & Lucas, 731 Third Street, 
Milwaukee, have awarded contracts for 
the general remodeling of their shoe 
store at a cost of from $2,000 to $2,500. 
The entire front will be torn out and 
replaced with a modern copper store 
front, providing not only much better 
display space but improved natural 
lighting. The interior also will be 
improved. 

A. D. Foster, 215 West. Milwaukee 
Avenue, Janesville, Wis., who for many 
years has devoted his attention to shoe 
repairing, is arranging to engage in the 
retail shoe business. He has leased a 
modern store building just west of his 
present shop and will use the front half 
as a store and the rear half as a shop. 


Boston 


Co-ordinating Returning Soldier- 
Sailor Activity ; 


Boston is the first city to have the 
distinction of co-ordinating all activity 
in behalf of the returning soldiers and 
sailors. Moreover, Boston has_ the 
further advantage of combining all the 
various activities at one central spot, 
Boston Common. 

Here the returning soldier or sailor 
is received by the Mayor’s Reception 
Committee; his immediate wants re- 
ceive attention; his questions regarding 
insurance and allotment are answered; 


sane business advice is given him by 
well-known, competent business men; 
if he is handicapped by injuries he is 
directed to the proper bureau and if he 
needs employment he goes directly to 
the neighboring building where all 
matters of employment are handled. 


W. Stanwood Field, Director 


The employment bureau is directed 
by W. Stanwood Field, formerly em- 
ployment manager of a group of New 
England’s foremost industries. Mr. 
Field has also been associated with the 
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Motor Transport Division in Washing- 
ton, in establishing standards for em- 
ployment and in conducting training 
schools to obtain a more uniform prod- 
uct. Employers generally may rest 
assured that men sent from the Bureau 
for returning soldiers and sailors will be 
the type of men required. 

Assisting Mr. Field are men who know 
definitely the type of men required by 
New England industries. Men par- 
ticularly qualified will pass on the 
applicants’ fitness for positions in the 
leather, shoe, wool and textile trades. 
Other competent assistants will take 
care of general employment. 

Co-operating with this bureau are 
such associations as the Employment 
Managers’ Association of New England, 
the Associated Industries, the Retail 
Trade Board of,the Boston Chamber of 
Commerce, the Shoe and Leather Asso- 
ciation, the Arkwright Club and many 
others. 


Nation, State and City United 


Business should recognize that a good 
job has been done. Most people have 
felt the lack of co-ordination in many 
of the great movements brought about 
by the war. Here we have nation, 
state and city united in one great pur- 
pose; obtaining jobs for the returning 
soldier and sailor. Employers should 
appreciate this fact and clear all oppor- 
tunities for employment through this 
consolidated bureau. 


Death of George S. West, Vice- 
President of Dungan Hood & 
Company, Inc., Boston 


George S. West, vice-president of the 
Dungan Hood & Co., Inc., died at the 
Massachusetts General Hospital last 
Saturday, of peritonitis following an 
attack of appendicitis. The burial took 
place Tuesday, February 18, from Mr. 
West’s former home at Swampscott. 

George S. West has beeh connected 
with the Dungan Hood & Co., Inc. for 
over twenty years. Besides the vice- 
presidency of the concern he was mana- 
ger of the Boston store. 

Mr. West was forty-six years old. 
He was a member of the Boston Shoe 
Trades Club and Boston Chamber of 
Commerce. He leaves a widow; a 
father, who is Consul-General at Van- 
couver, B. C., and a sister, the wife of 
James F. Carter, of the Davis Shoe 
Company, Lynn, Mass. 


The Associated Shoe Company, Inc. 
Elects 1919 Officers 


At the annual meeting of the Asso- 
ciated Shoe Company, Inc. held at 
Hartford, Conn. on February 13, 1919, 
the following officers, directors, and 
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executive committee were elected for 
the ensuing year: 

President, D. F. Sullivan, Fall River, 
Mass.; vice-president, T. S. Childs, 
Holyoke, Mass.;_ secretary, J. F. 
Knowles, Hartford, Conn.; treasurer, 
J. F. Travers, Boston, Mass. 
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Directors: D. F. Sullivan, T. S. 
Childs, W. C. Goodwin, L. C. Haynes, 
H. S. Chase, Geo. L. Damon, C. L. 
Mahoney, C. A. Wragg, J. F. Knowles. 

Executive Committee: D. F. Sulli- 
van, T. S. Childs, W. C. Goodwin, 
C. L. Mahoney, L. C. Haynes. 


New York City 


New York Letter 


Charles L. Thompson, shoe buyer of 
the firm of Oppenheim, Collins Com- 
pany of New York, has announced that 
his organization is planning a new shoe 
department in addition to those now in 
operation in the Buffalo and Brooklyn 
stores of the company. These depart- 
ments will be located in the new Oppen- 
heim, Collins stores to be opened after 
September 1, in Newark and Pittsburgh. 

The Shoe Manufacturers Board of 
Trade held their annual dinner and re- 


ception on Thursday night, February. 


22, at the Biltmore. The price per 
cover was $15. The committee in 
charge of the dinner included, J. J. 
Lattermann, C. F. Thatcher, Louis 
Doremus, Theodore Cramer and Emil 
Weil. 


Plaut Shoe Department 


The Plaut shoe department of New- 
ark, is now in charge of M. Laninger, 
formerly of the Bedell, Newark store. 
L. Crandel, who left the Plaut institu- 
tion, has made connections with the 
T. R. Emerson Shoe Company. 


In Correction 


In the “Boot and Shoe Recorder” 
issue of February 15, in the advertise- 
ment of the Federal Overgaiter Com- 
pany, which appears on page 97, the 
address of this concern is incorrectly 
given. The address at which this 
house has its offices and factory for the 
manufacture of overgaiters and the 
Fox two ply tongue pad is 16-18-20 
E 12th Street. 


Cleveland 


Death of Stephen L. Pierce 


Stephen L. Pierce, 65, prominent 
wholesale shoe man, died at his home, 
17,856 Lake Avenue, Sunday, February 
2. He was buried the following Tues- 
day in Lakeview Cemetery. Funeral 
services were held at the home. Mr. 
Pierce was suddenly stricken by heart 
trouble. He had been indisposed for 
several days previous to his death, but 


did not appear seriously ill. 


A Brief Biography 


Starting life as a clerk with a Cleve- 
land wholesale shoe jobber at the age 
of seventeen, he acquired the knowl- 
edge and experience which thirteen 
years later enabled him to enter busi- 
ness for himself. At his death, he was 
head of S. L. Pierce & Co. His first 
experience in business for himself was 
when he formed a partnership known 
as Allen & Pierce Shoe Co., with which 
firm he was connected for three years. 
On May 1, 1916, the firm of Isaac 


Ferris, Jr. of Camden, N. J., now better 
known as The Ferris Shoe Company, 
merged with S. L. Pierce Company 





THE LATE STEPHEN L. PIERCE 


under a stock plan. This merger under 
the name of The Ferris Shoe Company 
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proved to be a big success, as at the 
present writing, three distinct plants are 
in operation, one each in Philadelphia, 
Pa., Camden, N. J., and Cleveland, 
Ohio, manufacturing girls’, misses’, 
boys’ and little gent’s shoes, in Goodyear 
welts, McKays and Turns. 

Mr. Pierce was a big cog in the wheel 
of success of this institution. He had 
tact and courage, and indomitable 
spirit; and ability to dig down deep 
into the roots of the things he advo- 
cated. In addition to his shoe interests, 
he was a director of The First National 
Bank, a director of The Guardian Sav- 
ings & Trust Co.; vice-president of The 
Stone Shoe Company and a director of 
The Engle Aircraft Company. 

Mr. Pierce took an active part in the 
social and civic life in Cleveland and 
was a member of the Union, the Clifton 
and Westwood Country Clubs. He 
was a member of The Cleveland Cham- 
ber of Commerce, The Chamber of In- 
dustry and The Cleveland Advertising 
Club. In politics, he was a Republican. 
He was a member of The Congregational 
Church, and director of The Cleveland 
Fresh Air Camp. Mrs. Pierce died two 
years ago. 


_A Near Cordovan 
Leather 


Buyers of shoes, particularly men’s 
lines, will be interested in a near cordo- 
van leather they are making in Peabody 
these days. The tanners take splits 
from a horse front. A horsehide, by 
the way, is divided into a front and a 
butt, while a cowhide may be divided 
into two sides. The front is split, to 
make the leather of the proper weight. 
The tanner takes the split from the 
front and chrome tans it, he then gives 
it a water finish, and smooth plates it. 
He gets on it a finish that looks like 
cordovan and that breaks like cordovan. 
It is real horsehide, of course. It wears 
well. It is much cheaper than genuine 
cordovan leather. Of course, it doesn’t 
give as good service in the long run as 
does genuine cordovan leather. 


At Southern Resorts 


Manley A. Shafer, president of 
Moore-Shafer Shoe Company, with 
Mrs. Shafer are sojourning in Florida 
for a while; Oliver E. De Ridder, vice- 
president of E. P. Reed & Co., and 
William D. F. Gibson, New York rep- 
resentative of the same house, are in 
Deland for the golfing season. Innes 
P. Allen, treasurer of C. P. Ford & Co., 
and Mrs. Allen are in Florida. 
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We Buy for Cash 


Retailers’ Serpius Stocks, Jobe, 
Closeouts 


NO QUANTITY TOO LARGE 
We also purehase entire stocks 
from retailers or ne a 
ers. 

what you ome for sale. 

Short Term Leases Taken 

We pay Highest Cash Value 


VAN PRAAG & CO. 
Shoe Dept., Martin Posner, Manager 
587 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 


















3 “ENTIRE STOCK 


FOR SALE” 
is the message 
that interests us 


We buyfor cash, wholesale, retail or job- 
bers stocks of shoes; men’s, boys’ and 
children’s clothing; men’s and ladies’ 
furnishings; ladies’, misses’ and chil- 
dren’s wearing apparel; dry goods; cot- 
ton and dress goods. No proposition so 
smallastoescape our attention—noneso 
large as to be beyond our control. 
References:—C cial Ag 


Call, write, phone or wire 
HERMAN DORNBUSCH, Appraiser 


David W. Biow Co. 


520 Broadway New York City 


OOOO OOOO 


OOO 

















Highest Cash Prices Paid 
for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken _ hands. 

ire or Phone us 

Correspondence Confidential 
tablished 1890 


GLAUBERG & CO. 
401 Broadway, New York 


2 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 








CASH PAID 


Max Kalter Mercantile Co. 
591 sueeteng . New York City 
one Spring 4573 
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Without . 4 =, * to 


Prevents the Counters “aa nga and 
Shoes from Running Over. Easily A 
— No Repair Department s ld 
Awithout them. 
ec ern 





The New Improved 


“E. W.” 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two whole sizes without 
shoe. Range of 


sizes: its: 13 to men’s 12. 
either 

across Se Rage ey ° RH. = 

= 2.00 each. 

F. W. WHITCHER CO. 





Every Shoe Store Needs 
a pair of 
“MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 
shoes. 


‘“‘Manchester”’ 
Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 


“MANCHESTER” 
curve jaw when order- 






Y shob® IH INV 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. ses-s25W_ take St. 














WANTED FOR EXPORT 
YOUR Discontiaued ! Numbers 


IE Bathe Stocks, FOR CASH 


NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 











quick and pay highest cash price 
ona and wholesale stocks of shoes er 
yn nnn 


other 

tity no object. 

8@ years our specialty. 
and tile ref 





Bank 
BROOKLYN PURCHASING SYNDICATE 
WALKER, 


Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity Too Large. Short 
Leases Taken 
GLOBE MDSE. CO. 
oe Ind. 


23 ro on New Ye York City 
Merchandise of Ali Kinds Purchased 


bite 
sit 























Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 





F. E. JONES COMPANY 


covors MAT KID 


95 South Street, Boston 











ee MBO. 0 cccccccccces $1.45 to $1.80 

High oon’ = eogeccccccce aiote ‘a00 

Boots, fourteen inch ........ 2.85to 3.75 
Send for Catalogue 

REECE SHOE CO. - - COLUMBUS, NEB. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth Potts WANTED. Three cents per word for each 


page per issue: 

Space 1 time 
linch..... $4.00 
2inch..... 8.00 
3 inch... .. 


insertion 
Minimum amount accepted, sixty cents. For other “Want” ad- 
ertisements, five cents per w for each insertion. Minimum 
Dollar. Ads under this hea will be received 
up to ‘ive r) clock _Tuesday P.M. When advertisers desire answers to 
come in care of this office, twelve words must be allowed in each adver- 
tisement for address. When advertisers desire replies forwarded direct 
to their address, each word of the address must be counted in the 
advertisement and paid for accordingly. Answers to ads. must be sent 
under letter postage. 





52 times 
$2.50 $2.00 
4.75 ~ 4.00 
7.00 6.00 
9.00 8.00 


26 times 





7 times 13 times 

$3.00 $2.75 
6.00 5.25 
9.00 7.45 

12.00 10.00 





15.00 


12.00 
4 inch 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


POSITION WANTED 


BUSINESS OPPORTUNITY 





ANTED—Experienced salesman to carry a 

line of Work and Semi Dress Shoes in the 
following territories: Michigan, Ohio, Indiana, 
Illinois, Nebraska, Oklahoma, Montana. Can be 
carried with other non-conflicting lines. State 

srience and give references in first letter. 
Address, The E. S Piekenbrock Shoe Mfg. Co., 
Dubuque, Ia. 


WAN TED—We have a good territory open for 
an experienced salesman to sell a well known 
and representative line of infants’ shoes and mocca- 
sins as a side line on a commission basis. We make 
the highest grades only. and have an established 
trade of seventeen years, catering to leading ex- 
clusive infants’ wear and shoe departments and 
retail shoe trade throughout the country. Answer 
with e ee and references. Hyman Bros., 84 
North , Rochester, N. Y 


~ HOE ‘SALESMAN WANTED— We are organ- 

izing a salesforce to cover entire country. 
Product high grade canvas rubber sole dress and 
sport shoes for men and women. Salesmen inter- 
ested in handling a live proposition as a side line 
write at once. State territory wanted. Give par- 
ticulars regarding self. Cambridge Rubber Co., 
Cambridge, Mass. 


IDE line salesmen to sepecsent two popular 

priced numbers arch supports. Liberal com- 
mission. Address B213, care Boot - Shoe 
Recorder, 207 South St., Boston, Mass 


APPABLE retail shoeman from Middle West 

wants position in mountain states or Pacific 
Coast. Age 35, married, experienced, reliable, 
energetic, ten years buyer and manager ladies’ 
and children’s shoes of the better class. Adver- 
tising and turn over. Graduate practipedist, —- 
comfort specialist, neat appearance. 
salesman not afraid to start at the bottom han 
there is room at the top. References. Address 
B226, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





WANTED—Position as buyer and manager of 

shoe department. Ten years’ experience as a 

department store buyer with Boston and New 

York trade. Now employed but desires to make a 

change. yaaa E, 184 Summer St., Room 506, 
ton, ass. 


POSITION wanted as » buyer and manager of 
shoe store or department. Ten years’ experi- 
ence as buyer and sonar. Best of references 
furnished. Address, Sh an, 318 West Cevallos 
St., San Antonio, Tex. 


ITUATION WANTED—Thoroughly experi- 
enced 


HOE MANUFACTURING—A young man of 

experience, backed by retired shoe manufac- 
turer, has factory now running, wants capital to 
enlarge business; prefer men with selling con- 
nections. Address B227, Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








EXPORT OPPORTUNITIES 








Export Opportunity 


ee Fagen to Eagiend, de- 

ion firm as 

suting agent, Ry. ma ee presentative. 

What have you? Address Ki32, care Boot 

and Shoe Recorder, 127 Duane St., New 
York City. 

















manager shoe buyer now ployed, 

—_ to connect with live concern. 
xperience, married, age 33. Address B224, care 
Boot and Shoe} Recorder. , 207 South St., Boston, 








MISCELLANEOUS 








ALESMEN _WANTED—To “Federal 
for Boys” in several Middle Western 
territories. Unusual line, in stock; commission 
only. Address in giving, details of 


LINE WANTED 





confidence 
experience, Federal Shoe Co., Lowell, Mass. 


ANTED—Live wire salesman, acquainted 
with shoe and Finding Trade, to Cotero 

— Pads, ag straight or side line. Cotero 
ion Mfg. Co., Burr Bldg., Scranton, Pa. 





WANTED 


Four specialty salesmen _ to 
represent J. E. Tilt Shoe Com- 
pany in the following territories: 
Chicago West to Coast, making 
larger cities. Chicago South to 
Gulf, making larger points. Chi- 
cago East, one territory being 
Ohio and West Virginia, another 
territory being New York State 
outside of New York City, also 
Eastern Pennsylvania and some 
of the larger cities through the 
New England States. 

Would only consider experi- 
enced men to represent this line. 
We are in a position to turn over 
good business in each one of the 
territories mentioned above. 

Would prefer representatives 
between ages of 35 and 40 years. 
R. P. SMITH & SONS COMPANY 

CHICAGO. 
(Charge of sales of the J. E. Tilt 
Shoe Co.) 











LINE WANTED—Good line for Chicago and 
vicinity. Will employ assistant salesman if 
line is strong enough. hree years’ experience as 
sales manager. Address B228, Boot and Shoe 
Recorder, 189 W. Madison St., Chicago. 

SIDE LINE WAN TED—Salesman_ with exten- 

sive acquaintance calling on best coast shoe 
trade, desires short non-conflicting side line on 
commission basis, with line children’s, misses’, 
women’s, medium price welts out of Boston. High 
grade children’s turns preferred. Address with full 
particulars, G. 242 Powell St., San Francisco, 
California. 
WANTED—Snappy | line o} of i in stock shoes for 

Pittsburgh and territory within hundred mile 

radius, which will be closely covered. Address 
B217, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


‘ALESMAN—Long experience, ability, refer- 





FURNITURE, 


for 
Catalog 


The C.F. Stet Mi, Co. 


1047 Kenner St., Cincinnati, 0. 








Shoe Store Chairs, Settees, 
Fitting Stools, Screens, etc., 
Wood Window Display Fixtures 
Catolog 
on 
Request 


THE Oscar ONKEN Co. 
1141 W. 4th Se Cincinnati, Ohio, U. S. A. 














ences, pleasing personality, desires to r 
manufacturer or cue — in the United 
States. Salary, te B218, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





ANTED—Line 1 men’s or women’s medium- 

priced shoes, McKays or Welts, for Middle 
States. Can Opn big results with the right 
line. Give fi iculars first letter. Address 
B207, care Boot oul Shoe Recorder, 207 South St., 
Boston, Mass. 








FOR SALE 








POSITION WANTED 


EXPERT shoe window trimmer and card writer 
desires position with reliable concern. Address 
B215, care Boot and Shoe Recorder, 145Duane 
St., New York. 





FOR SALE—An exclusive shoe store in Gaines- 
ville, Texas. best location in the city and 
an established business, known as Norton’s Shoe 
Store. This store has been successfully run for 
Sy # years and the cash sales last Jz were 
$85,000. — — —— guat Beas 7 
Good reason or selling an goods ght t. 
interested, this will bear investigation. Kuehn 4 
Levin, Gainesville, Tex. 








The Influence of the 


Boot and Shoe 
RECORDER 


with retail shoe buyers is 
the greatest aid your sales 
department can possibly 
have or get. 
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‘*Recorder’’ Occupational Bureau for Returning Soldiers and Sailors 


Expect to be mustered out of the service in the near future 
and would like to get a line of women’s shoes for the State of 
Ohio. Previous to entering the service I carried the Bielefeld 
and Spahn, of Scranton, Pa. Could use line of women’s 
shoes with my old line. Wide acquaintance with Ohio trade. 
Best of references. Address $21, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





Have just received my release from the Navy. During the 
past six months I have moved in the Navy as a commissioned 
officer with the rank of Ensign. I am very desirous of getting 
located with a good shoe firm in a selling capacity. Address 


$20, care Boot and Shoe Recorder, 207 South St., Boston, - 


Mass. 





Discharged soldier wants position. Experienced shoe 
salesman. Selling ability. High school graduate and busi- 
ness education. Age 20. Address $18, care Boot and Shoe 
Recorder, 207 South St.,; Boston, Mass. 





A young man familiar with the trade of New York City 
and State, who has just been released from Naval service, is 
desirous of getting a live line, either wholesale or manu- 
facturing, or women’s, misses’ and children’s medium grade 
goods. He is prepared to furnish references and records of 
past business. Address, S-17, care “‘Boot and Shoe Recorder,” 
Room 97, 127 Duane St., New York City. 





Shoe salesman, employed, wishes to make change. Five 
years in managing stores. Further information address 
S-16, care ‘“‘Boot and Shoe Recorder,’’ Room 97, 127 Duane 
St., New York City. 


Honorably discharged from U. S. Army, 27 years old, 
wishes snappy, medium priced line of misses’, children’s and 
growing girls’ shoes for Michigan, which territory, I covered 
previous to entering the service, for three years with women’s 
and children’s line. Address $15, care of Boot and Shoe 
Recorder, 207 South Street, Boston. 





Experienced salesman, honorably discharged from U. 8S. 


Army, 28 years of age, would like to make connection with - 


live wholesaler or shoe manufacturer. Twelve years in shoe 
business with traveling experience. Open for interview. 
Address S14, care Boot and Shoe Recorder, Room 97, 127 
Duane St., New York City. 


Army officer, just discharged after sixteen months’ service, 
desirous of getting into shoe manufacturing or shoe jobbing 
work. Considerable business experience having had a retail 
shoe business for last ten years. Have had experience as 
railroad agent, and understand freight and express schedules. 
Can operate typewriter. Strong; a hustler and 44 years of 
age. Address S12, care of Boot and Shoe Recorder, 207 
South Street, Boston. 


A young man with five years’ retail shoe store experience 
and 24% years’ experience on the road selling a line of sporting 
goods, including shoes, before entering the service, would like 
to make connections with some shoe manufacturing concern. 
Any territory. Has just returned on the Kroonland. Under- 
stands shoes thoroughly and is willing to work and receive 
promotion according to his ability. Address S11, care of 
“Boot and:Shoe Recorder.” 207 South Street, Boston. 


A corporal with the A. E. F. returning to civilian life, 
would like to communicate with some manufacturer of McKay 
sewed shoes—some good line for the Southern trade. Six 
years’ shoe experience before entering service. Address S10, 
care “Boot and Shoe Recorder,”’ 207 South Street, Boston. 





_JJust been released from the U. S. Army, and would like 
to travel for a good shoe house. I don’t care what territory 
as long as I am assured of a good remuneration. Before en- 
tering the service, I was in the shoe business in Detroit. 
Address S9, care “Boot and Shoe Recorder,” 207 South 
Street, Boston. 


A Lieutenant aviator just released from active service, 
would like an opening with a leather house. College gradu- 
ate. After leaving college, went directly into the Service 
as aviator. Would like an opportunity to learn the leather 
business. Address S8, care “Boot and Shoe Recorder,” 207 
South Street, Boston. 





Have just returned on the Canopic and have been honor- 
ably discharged from the Aviation Corps. Previous to enter- 
ing the service, I conducted my own business in the con- 
struction line for five years. Before that was in the shoe 
business. I am most anxious to make a good connection in 
the leather or shoe manufacturing business,—preferably the 
former. I am thirty-one years of age. Address S7, care 
“Boot and Shoe Recorder,” 207 South Street, Boston. 
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THE RECORDER CREED: Getting More Shoes Sold Right; —_ nn more” — a. et, sold o the moet ye ee to 
the right wearer, in the right itt Fwy the right — i problem the retail 
shoe >" The chief e “Boot and S C4 solve its aes is the b basic blem upon 
which depends the progress of the pan hong ‘allied industries relating to shoes toh leather; their production distribution 
Annual subscription in United States, $3.50; per copy, 25 cents. Canadian, $5.00. Foreigii, $7.50 
Newspaper Ass'n Member of Audit Bureau of Circulations 
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Each issue copyrighted by the Boot and Shoe Recorder Publishing Co 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


Entered at the Post Office, Boston, Mass., as second-class matier 
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SAUCY PIERRETTE IS HOLDING UP FOR YOUR APPROVAL 
HER NEW DANCING SLIPPERS. WITH THE ENDING OF HER 
WAR WORK, SHE IS ONCE MORE PLUNGED INTO A WHIRL 
OF SOCIAL ACTIVITY. LOOKING HER BEST IS AGAIN OF 
VITAL IMPORTANCE. 


FOX FOOTERY MEETS THE FOOTWEAR NEEDS OF EVERY 
HOUR — OXFORDS FOR MORNING WALKS AND SHOPPING — 
PUMPS FOR AFTERNOON TEAS AND DANSANTS — SLIPPERS 
IN ALL COLORS AND MATERIALS FOR THE MORE FORMAL 
EVENING FUNCTIONS. 





BOOT AND SHOE RECORDER 


MODEST IN PRICE BUT STRONG IN STYLE APPEAL — FOX 
FOOTERY IS THE LINE FOR ALL CLASSES. FOR BUILDING 
UP A SHOE DEPARTMENT OR FOR REAPING AN EXTRA 
PROFIT — CONCENTRATE ON A LINE OF FOX OXFORDS, SLIP- 
PERS AND PUMPS. 

EXCLUSIVE LABOR-SAVING MACHINERY — AND SPECIAL 
HAND BOTTOM FINISHING GIVE FOX FOOTERY THAT EX- 
PENSIVE LOOK AT POPULAR PRICES. 

IF YOU DO NOT KNOW FOX FOOTERY THERE IS A SURPRISE 
IN STORE FOR YOU. 


CHARLES K. FOX, Ince. 


Haverhill, Mass., 


CHICAGO: Great Northern Bidg. 
BOSTON: 54 Lincoln Street 


U.S. A. 


NEW YORK: Marbridge Bidg., Broadway and 
34th St., Room 632 
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Oh Lady, Lady! 


GUESS breeds Success! Pleased patrons come again! 
Daintiness, good style, and fine fit are the features that 


mean pleased ladies. 


The success of “Walk-Croft” process shoes in these features has 
added to the success of merchants who have handled them. 


What merchant can afford to be without them? 


uve, BANCROFT WALKER COMPANY "ma 
MASS. RICE BUILDING 
MAKERS OF SMART SHOES FOR WOMEN 


“Walk-Croft”’ prices and styles are especially interesting to large dealers and department store buyers. Sold unbranded if desired. 
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If you personally selected the 
leather from which your kid 
Shoes are made, you could 
not take more care than we. 


attention to the leathers of which your shoes 
are made. 


N: doubt you often wish you could give more 


So far as your kid shoes are concerned we can help_ 
you—treassure yourself. 


For if you insist on the use of STANDARD KID 
in your shoes you will have the comfortable security 
of knowing that extraordinary care was given to the 
selection and grading of each skin from which your 
order was cut. 


We not only name our kid STANDARD we 
make it according to the highest STANDARDS in 


every process of its manufacture and grading. 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 
207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del. 


AGENCIES 
CHAS. A. BRADY, ROCHESTER, N. Y. F. W. BAILEY & CO., ST. LOUIS. MO 
I. LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL, 


EP LCL ELO TED VhYDUAYQEAUS> CQRAVIAVEGELLOUG ION VRLGLEI#© VSL OTRLELY> *ELQYDY? C@1G30> 0078 








i) 





VPAN{UTL POST YALOAVTSTA0y “LULQAUEO KOLUIOANELO]O27°LOLELAVINDFAVIILIVIQ]TIV-LUIDIOIOTOTGUE® 


sO1ROrrovéRenn. céKcaivacOTEQdvanercaRivaccOlGtan- (Os titene 


TATE OTe “vie 
HEME TTTEaT 


7 

















7 ‘3 
TaavsTUOaceKPaxecrsOhvaed bd carreSSVbVECGbars a TesivaresaToxaUscwsCePerecdteanietearivarectPleitere PTCTIDITST Testi IM IPP ett td Stee 








rags aa a a a 2 He See ee SSeS SS 
=> = OC RO SSS ses SSS SSeS S SS SSeS SSSS 


>= oS Oo SS 


Ns 


Y 
r i 
AA) 
V 
i 
W) 


=. 


a : So 


ee 
——= 


entrees 08a s408'* H1gg6 ‘ : Wess suneeesnn sag 


<= 


LOWLY but surely we are getting 
more of the choice raw stock on 
~. which we base the reputation of 


NEW CASTLE KID. 


But for a while yet we can make but 
one promise—this is— 


If you can get NEW CASTLE KID in 
the shoes you order it will be same 
“lead the rest” quality that has given 
NEW CASTLE KID its quality priority 


reputation. 


So if your manufacturer can supply 
NEW CASTLE KID in your order you 


may congratulate yourself. 


If he cannot give you NEW CASTLE 
KID we want you to understand it is 
because we will not lower our estab- 


lished standards. 


Color | — (Havana Brown) 
is the pronounced leader in 
the orders we are receiving 
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New Castle Leather Company 


New York City 


Boston Chicago ‘' Montreal 
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New Models 
in the Fall Line 


HE THOMPSON SHOE will successfully stand the 
most careful examination for in-built serviceability. 
Outwardly it will pass approved by the keenest 

judges of footwear workmanship. Every dealer handling 
“The Thompson Shoe” has a strong throughout proposi- 
tion. Among our new lasts for Fall can be seen “Thomp- 
son’s Ace’’—a style most deserving of so distinguished a 
title. ‘““Thompson’s Bratt” is another that merits recogni- 
tion. Both are men’s models that will get you. 


Companion creations are ‘““Thompson’s Mitzi’ and ““Thomp- 
son’s Vassar’ for women. Salesmen now on their territory 
will be glad to show these and others in this interesting line. 


‘THOMPSON BROS. IN¢- 
MEN’S FINE SHOEMAKERS 


BROCKTON 


NEW YORK BOSTON CHICAGO 
1017 Flatiron Building 207 Essex Street 35 South Dearborn St. 


Address all Communications to Brockton (Campello) Mass. 
































Samples for 
Fall 1919 


No Restrictions 


A Smart, Snappy Style 
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NUBUCK 


Reg. U. S. Pat. Off. 
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RADE NEWS: “There may not be 


enough suedes to go around.” 





“Next Fall will see a wide range of 


shades used in women’s shoes.” 


Under the circumstances, what sug- 
gestion can possibly be more fitting than 
this: 


Place your orders early, and be sure to 


specify the genuine Nubuck, originated 
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and tanned exclusively by 
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A. C. Lawrence Leather Co. 
161 South Street, Boston, Mass. 


New York, Chicago, St. Louis, Cincinnati, 
Rochester. Gloversville 
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SHOES 


are stylish - very Stylish 


| 
Lo 


is the foundation of our business. For almost thirty 
years have we made women’s shoes and “Quality” 
has ever been our watchword. 

We put into every number we sell the best of materials 
and the best of workmanship that it is possible to 
obtain in our grade. 

The line for fall is fully up to our well known stand- 
ard of value. And with this we continue the 
element of style. 


—— ‘ co 
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Atlistic STakCrs 
| SHOE | 


Cincinnati 


WELTS AND TURNS EXCLUSIVELY 
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is becoming more and more an important consideration 
in women’s shoemaking and this is one of our strongest 
points. 


Not alone are our lasts right up to the moment, but 
our patterns are unusually distinctive. 


We believe we show a greater variety of snappy 

1 g PP. 
patterns that are really desirable than any other women’s 
shoemaker in the West. 


SIOCIRINGOS/CHENZE 


Atlistic wNeN 
| SOE | 


Cincinnalé 


WELTS AND TURNS EXCLUSIVELY 


Stakers 
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The Delightof Expert 


OUR customer asks for calf shoes. But ho" ported him a shoe in Agoos Bell Brand Side 


calf prices are stubborn things just now, “ selling at his price. The pleased look on 

ons sanen: eailll Meccan: diel abelian 4 i Soe his face instantly says: “Here it is!’—mean- 
Y ' a ing the rich, silky quality, the distinctive, 
opinionated—on the question of high prices. permanent finish—And the. wear will prove 


Have you a ready answer for him? equal to the appearance.4 


S. L. AGOOS TANNING COMPANY 


Specialists in Fine Veal and Side Leathers 
145 SOUTH STREET, BOSTON, MASS. 
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“The E & M Shoe of Quality”’ 


THE BOOT THAT WON THE PLAUDITS OF THE _— AT THE BOSTON STYLE SHOW 


Dainty creation in Black 
Vici Kid. A new, fall boot 
for street or dress wear. 
Turn. 9 inches high. Car- 
ries 15-8 full Louis heel 
with aluminum plate. 
Made over our No.7] last. 


Ne aa 


Retails at $10.00 





Emery & Marshall Co. 
Haverhill, Mass. 


see ee a a aoa peor oe Seo eo Se oro abe SeSe SeseSeSeSeS2 SeseSeSe5252 Sase52Gaba5a5at 


. New York Office 
Southern Representative 1008 Marbridge Buildin 
Charles L. Marks Orlando N' Dana . 
* New England Representative Middl os t, J. B.-Laughii 
W. H. Tucker, 183 Essex Street sso naa lpeaag ei <i 
Pacific Coast, Larrie H. Sass 





























March 1, 1919 


= 
ea 
= 
= 
je) 
o 
= 
= 
= 
ae) 
= 
N 
2 
Z, 
< 
~ 
2 
° 
= 





March 1, 1919 BOOT AND SHOE RECORDER 
PUN NAN SS (SSNS 








RARARARARARANARARS 


GF 
GO 


2 


A 


ARARY 


‘The Leather That Maintains a Standard Reputation”’ 


HIGHEST QUALITY 
Silky Texture 
Mellow Feel 
Rich Lustre 

Our Popular Leaders--Smooth and Boarded Grain 


COLOR 404-NUT BROWN COLOR 505-MAHOGANY COLOR 909-DARK COCOA 
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PANAMA CALF 


A colored leather for the moderate priced shoe. Continues to give complete 
satisfaction to the leading makers—in the same shades as ACE CALF 


ACE SIDES PANAMA SIDES 


In the Popular Shades 
CHARACTER ~- CARE ~ VALUE 


Foreign buyers are cordially invited to inspeet these leathers 
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J. S. BARNET & SONS Inc. 


Tanneries at LYNN, MASS., U. S. A. 
Salesrooms, 75 South Street, Boston, Mass., U. S. A. 
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Sheres 
oT ne Sign f' Quality 


AN D unless that Trade-Mark BEADED is 
on the wrapper of the laces, they’re 
not the vea/, the original Beaded Tip 
Laces, the dependable quality of which 
has earned for them their reputation as 
America’s Supreme Shoe Laces. 








Si 
Beaded Sip 


—The rea/ Beaded Tips mean service day-in and 
day-out. That Trade-Mark BEADED on the wrapper is 
your protection—it’s your guarantee of 100% quality 
from tip to tip—full length, strength beauty and 
fast color. Every good jobber recommends them 
and every good dealer sells them. 


Beware of Imitationr 


United Lace & Braid Mfg. Co. 4 


Originators and Sole Manufacturers 








Providence (Auburn), Rhode Island £ 
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TAUPE BUCK WHOLE QUARTER 
PATENT KID VAMP 
WOOD COVERED HEEL 


DONN D. SARGENT CO. 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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MAKES SHOES BETTER, SAVES 
TIME AND MONEY, OVER- 

COMES WELTING TROUBLES 

INCREASES STRENGTH WHERE 

WELT AND UPPER MEET, GUAR- COMES SPOOLED IN 
ANTEES SHOES OF UNIFORM © 22 AND 100 YD. LENGTHS 
QUALITY, SAVES CHANNELS To carry “PANCO” REINFORC- 
FROM BEING KNOCKED DOWN. _innersole as in illustration No. 1 


costs very little, and all advantages 


i MOST DEPENDABLE WAY OF obtained through use as in illustra- 
tion No. 3 can be had at an insignifi- 


REINFORCING cant price. All stitching is flush 
INNERSOLES with innersole surface. he tread 


remains smooth. It may be covered 
as illustrated in No. 2. 














It provides for a tight in-seam, 
and when applied to straight 
Goodyear innersoles overcomes 
wiper troubles you have with . 
No. 5 lasting machines. 
By reinforcing the toe with 
“PANCO” REINFORCING 
TAPE as in illustration No. 3 
the machine cannot force back 
the lip and substance between, 
thereby creating weakness where 
the shoe should be strong. 


Write us relative to price 
and our special trial offer. 


























: SHERBROOKE, QUEBEC, CAN. 


Ss 
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NTRODUCING the new line of 

Johnson Bros.’ Shoes for Fall. 
Two new lasts—a color range of 
brown and gray Nu-Buck, black 
and brown kid, field mouse and 
patent leather. 


—_ * : a 
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A Black Kid Lace Boot, Louis 
Heel on our new 112 Last 


ade in tho Fee 


Tee State 


JOHNSON BROS. SHOE MFG. CO. 
Hallowell, Main e. 
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3 W’S LENOX 


Children’ Patent Leather 
and Glazed Kid Turn But- 
ton of Best Grade, 














4 to 8, Wedge 1.75 
Tan Glazed Kid Button, 


Plain Toe 
7586—4 to 8, Wedge Heel.$2.00 
7587—1 to 5, No Heel.... 1.75 





Mary Jane Sandal in Pat. Turn Mary Janes in Pat. 
Leather and Gun Metal, Leather and Tan Kid, 

ry et 

7 PETE “: = | eer * 40 
ve rere i btitevidiwnwaw en 1.60 
ES rere Fy 3 















































Pony Cut Shoe, Tan Glazed 
= Tan Side Leather, 
71768—5 to 8 50 


We carefully |) "807%, We know 
make every these Shoes 


3W’s LENOX are quickly 


shoe we sell salable 
you. merchandise 


























3 W’s Lenox Shoes live up to every It means steady sales—makes your 
good word you can say about them, store the one first thought of when 
thus creating and maintaining customer- — for the children, "1 * ee Boy 
‘ Thi fid <= o dlatinct e family, are require sta 

ener noeneiniggamea confidence with the 3 W’ Ss Lenox line 


asset to you in your business. and reap the benefit. 


WEIMER, WRIGHT & WATKIN CO. 


PHILADELPHIA PGRE SSeS 8 
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BLACK SUEDE OXFORD 
IN-STOCK 


Lunn & Sweet Shoe Co, ; y 
47 ul / 


AUBURN INAINE 
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Poms 


“FOR THE ETERNAL FEMININE” 
















HIGHEST GRADE MCKAY 
FOOTWEAR FOR WOMEN 






TT design a beautiful 

shoe requires the 
fancy of an artist and 
the exactitude of a 
mathematician to fit it 
correctly. 

It is an appreciation 
of these requirements 
that makes the Gregory 
& Read line stand out 
so strongly in its 
grade—that produces a 
profitable and depend- 
able stock for you to 
handle—that gives the 
customer the service in 
footwear she has a right 
to expect. 


GREGORY and READ CO. 
LYNN “MASSACHUSETTS 


























March 1, 1919 BOOT AND SHOE RECORDER 


ANNOUNCING 


the Opening of the 


Harney In Stock 
Department 


78 Lincoln Street 
Boston 


G. L. Fahey and M. J. Harney 


Managers 


© serve our retail trade 
more efficiently we have 
established an In-Stock 
sales-office and warehouse in the 
Boston market. 


A large variety of seasonable 
styles is now ready for immedi- 
ate shipment and others will be 
added, week by week, to anticipate 
popular demands. 


The merchandise carried is of 
In-Stock No. A100. Satin Twill Top Nine- HARNEY STANDARD in every par- 
1 


che Wescher Kneis Med.” Mezcee-Soenheed ticular—you can depend on it—you 
can profit by it. 


Throughout. Price $5.25 


In-Stock No. A101. Same Shoe as Shown 
Above but with Mat Kid Top. Price $5.50 


P. J. HARNEY SHOE CO. 


Factory 3: % ::  :: Lynn, Massachusetts 
Boston In-Stock Department :: 78 Lincoln Street 


“*The Shoes You Order Are the Shoes You Get’’ 


ORR alg 


iT LETT 
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McKAYS 


Ag the shrewd de- 
poet buyer what 


e thinks of Gotter's 


shoes. 


You will find that 
he buys them season 


alter season because - 
he can depend on . 
their merchandisin¢, 
value, for Cotter’s aré 


the shoes that induce 
quick turnover. 














Ine fotte, 


oe Co. 
Lynn, Mass. 


BOSTON OFFICE 212 ESSEX ST. 


ea 
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GREAT many shoe 

merchants are making 

fast friends with YE 
OLDE TYME Comfort 
Shoes. 


Scientifically accurate in 
their last measurements, these 
shoes have also a style snap 
that endears them to the customer 
seeking first, comfort—then style. 


Our stock department is 
equipped to ship the same day as 
orders are received. Write for our 
new in-stock catalog of YE OLDE 


TYME Comfort Styles. 
In- Stock 


LUNN & SWEET SHOE (Co. Presser so 
AUBURN - - AAINE 
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RICE & HUTCHINS 


FDUCATOR 
SHOE® 


Distributors 


The Rice & Hutchins 
New York Company 

The Rice & Hutchine 
Atlanta Company 

The Rice & Hutchins 
Cleveland sompeny 

The Rice & Hutchins 
St. Louis Shoe Company 

The Rice & Hutchins 
Baltimore Company 

The Rice & Hutchins 
hicago Company 

The Rice & Hutchins 
Cincinnati Company 

The Atlas Shoe Company 

Boston, Mass. 
Joseph I. Meany & Co., Inc. 
Philadelphia Pa. 


The more 
DUCATORS 


you sell 


the more 
FE DUCATORS 
you sell 


Rice & Hutchins, Inc. 
20 High St., Boston, U.S. A. 














